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THIS YEAR, CASH IN ON WOOSTER’S 
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One Hundred Year: 
of Quality Paintbrush 
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Brushmaking has become an industrial art, 
practiced with extraordinary pride by 
master craftsmen of long experience. A 
look at records of Wooster brushmakers 
shows an amazing total of years of 
experience which goes into the making of 
Wooster Brushes. 


FOR MORE PROFITABLE BRUSH SALES: 
THE WOOSTER 
3-POINT MERCHANDISING PLAN 


@ POINT-OF-SALE @BALANCED STOCK 

DISPLAY 26 of the most popular 
Wooster Brushes. A sales- 
tested selection. 





Eye-catching units for wall, 
table top or counter, such 
as the appealing Wooster @REDUCED INVENTORY 
Easyflo and Wooster Fast turnover of these best 
Softip Nylon vendors, sellers. No slow-movers. Re- 


From this wealth of experience and skill, 
in both design and production, have come 
the developments which have made Wooster 


illustrated. placements from open stock. = a leading brushmaker .. . such progressive 
innovations as the Foss-Set process, Shasta 
° varnish brushes, angular sash tools, Solid- 
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Center stuccos and many others. 


These improvements were made for you 
...to help you meet demands for the right 
brush for every job. This year, turn Wooster’s 
hundred years of leadership to your ad- 
vantage ... to your greater profit! 


WOOSTER BRUSHES 


. TE 
FoSS-SE THE WOOSTER BRUSH COMPANY e¢ WOOSTER, OHIO ¢« SINCE 1851 yooor 
ALL pune prist'* NYLOF 


IF IT’S WORTH PAINTING IT’S WORTH A WOOSTER BRUSH J ™fowar 
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are sold, no questions asked, th 

“Surprising how apes 

hea it’s a YALE lock. Ti ake this As print peal 
J1 my customers that this is the fin 

te 


—plen 
to make and that’s good enough for them—plenty 


too, for that matter.” 
Says Ray Ww 





ardware, Jacksonville, Florida 
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The 830 super pin- o28 and here & 
tumbler padlock, 
the finest YALE makes a standout... 
t, * 
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; YALE line! 
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. * Said Petes ance 7 THIS “one-word” sales talk 
, © Case-hardened steel yourself. It’s a good way to turn 
— chromium shoppers into customers and custom- 
7 plate 
ers into friends. For complete infor- 
; * Locks at heel and toe : P . 
ha aa mation about these best-selling locks 
* Five pin tumblers : 
. or any other YALE hardware, write 
¢ Changes practically 
unlimited Dept. S-102. 
TRADE MARK 
OSTE THE YALE & TOWNE MANUFACTURING CO. 
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LOW Stamford, Connecticut 
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|g or 10” Mill Bastard = : At. 
Typical file stock | °°", Bette Eri Sio'rores | Hil uae 
ws ” Flat Bastard ‘ad 
” | —" Halt Round Bastard 
anti tn a 
Mi 3” pos 10” Halt Round Wood Rasp 
a rN " Files (in kits 
Small Town | Se Sektormes 
| 
E.R 
Berne wear-away tools that require 7 , 7 
constant replacement, files are always a 


money-making hardware item. But you can “i = : a WIL 
make a lot more money by making a study of 

your particular file market and selecting your PTF, a 

file stock accordingly. Consider the seasonal ~ +e ae WM. C. 
as well as the occupational demands. Put the eee > SS 

right leaders up front at the right time —saw 

files during pulpwooding and orchard-pruning 


periods; repair files for farm, home, dairying ot, 2S tae R. 
“fix-up” times, etc. CORN-HOG SECTION | 
Your hardware wholesaler can help you — " 
make up a balanced, fast-moving stock for erred : an tL. H 
your trading area and your type and size 
store.* Then nail your flag to Nicholson or 
Black Diamond brands and sales will “fall 
into your lap” from the sheer weight of these 
: files’ reputation as the finest quality and 
| biggest value. 
i *FreE Book, “FILE FILOSOPHY,” will help, too. : ‘ ~ - SUI 
3 Write for it—the most famous work of its kind. . = : and it 
i ' ; - ada: | 
3 i, 
Z3 » NICHOLSON FILE COMPANY zg... a 4, $6.00 
7 25 Acorn St, Providence 1, R. I. > . ~~ HAI 
(In Canada, Port Hope, Ont.) ae av e..* + 1855, 
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~\ we - You still have to pull the 

\ : 
— ms chain off the reel, measure it, 
~ je wrap it and ring up the 
money in the cash register. 


The “SSALES-MAKER”’ just stands there. But... 


. . it does store a lot of chain in a small space. 
It keeps the chain out where customers can see it 
and get their hands on it, where it will remind them 
of a job at home—or at the farm or factory — 
that calls for a length of chain. 


And that’s why we call it the “SALES-MAKER.” 


Next time your AMERICAN CHAIN distributor salesman 
comes around, ask him for details about the 
AMERICAN CHAIN SALES-MAKER. 


Better still, pick up the phone and call him right now. 


SELL AMERICAN 


.» + THE COMPLETE CHAIN LINE 





Detroit, Los Angeles, New York, 
an Francisco, Bridgeport, Conn. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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Views Gathered on the 
Frostbite Circuit 


For the past month your editors have been busy 
riding the frostbite circuit visiting at state con- 
ventions and wholesalers’ meetings. We’ve put 
many frosty miles behind us (Madison 38 deg. 
below, Duluth 20 deg. below, Minneapolis 10 deg. 
below), and we even had the dubious distinction 
of being stuck in a snowdrift while in an air- 
plane. But we have enjoyed meeting with dealers, 
wholesalers and manufacturers and talking over 
hardware problems. 

When we sum up the opinions we have heard at 
these meetings and add to this the reports we get 
from Washington, the picture still shapes up very 
much as we outlined it in our “Outlook for 1951” 
in the Jan. 11 issue (page 89), including the 
ulcers. 

It is still the general feeling that 1951 sales 
will equal, perhaps even exceed, the volume of 
1950. There will be some shifts in volume 
sources, but the volume will be there if you go 
after it. 

January appears to have been an unusually 
good month, as January goes, in most sections. 
The chains and mail order houses apparently had 
the same experience. February sales, if properly 
promoted, could be equally good. 

The merchandise picture for nearby needs is 
also good. Wholesalers are carrying some of the 
biggest stocks they ever held, and most manufac- 
turers are still shipping at a record breaking rate. 
Dealers are taking in everything for which they 
can find or borrow storage space. 

This situation is not without its disadvantages. 
Collections are a little slow in some areas and 
wholesalers are studying the switchers very care- 
fully. 

There is a practical limit to how far this inven- 
tory build-up can go, for while you often hear 
the expression that such stocks are as good as 
money in the bank, they certainly don’t put 
money in a dealer’s cash register. And although 
it may feel comfortable these days to have such 
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i Just Among Ourselves 


Informal Editorial Comments 


By W. A. Phair 


heavy inventories, it isn’t profitable to a dealer 
and today’s retail buying is far behind manufac- 
turers’ shipments in most lines. 

The balance sheets of many dealers will have a 
mighty lopsided appearance for some time, even 
if material restrictions reduce civilian goods pro- 
duction at mid-year, as is generally expected. 

Prices are still a headache and will continue 
to be so for some time. The price freeze may have 
slowed down the flood of rises, but it certainly 
didn’t stop it off completely. Institution of a 
mark-up type of control is going to start the con- 
fusion all over again. 

The dealer who has been heeding the sugges- 
tion that he keep his prices abreast of the 
changes, despite the trouble and time it required, 
is finding himself well repaid for the trouble. 

All in all, the next few months should be good 
ones for hardware dealers, and for sales of head- 
ache powders. 





It Still Takes Selling 
To Make Profits 


Reports from dealers attending these meetings 
indicate that while current buying is heavy, cus- 
tomers are not being stampeded. The threat of 
higher excise taxes may boost buying in some 
lines in the near future, but it’s still going to take 
real merchandising effort to maintain a profitable 
volume this year. 

The dealer who thinks he doesn’t have to sell 
in 1951 is going to find himself behind the 8-ball 
when he looks at his profit and loss sheet next 
December. 

Material restrictions and economic changes are 
altering the consumer buying pattern. The 
chains are watching this change closely and are 
attempting to anticipate it; the hardware dealer 
can do likewise. But he won’t be able to do it if 
he withdraws into a shell and plans to wait for 
customers to come to him. 

An over-simplified description of this change 
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Tr buying patterns would be—more women cus- 
tomers. Yes, the woman buyer is going to become 
more and more important as the military draft 
grows and as industry draws more heavily on 
women to replace lost manpower. 

A hardware store has a wonderful opportunity 
to capitalize on the increasing importance of the 
woman buyer. Your experience in expanding 
housewares sales during World War II will be 
valuable to you now. And judging by the interest 
shown by dealers in housewares at the recent 
conventions, most dealers are planning to put 
additional accent on these lines. But hardware 
dealers are not the only ones planning to accent 
these lines. The chains and mail order outlets 
are doing the same thing. So just stocking these 
lines won’t be enough. 

You'll have to sell them, and against good com- 
petition. You’ll have to do a merchandising job. 
You’ll have to make your store acceptable to 
women ... clean, neat, well lighted and, above 
all, with clean merchandise. Your clerks should 
look like salespeople, not mechanics. 

These changes in the economic pattern are also 
bringing a faster turnover in population . . . in 
your customers. This puts an added burden on 
your promotion activities in order to build traffic 
to replace lost customers. It’s just as important 
today as it was yesterday that you advertise regu- 
larly, that you use direct mail and consumer cata- 
logs regularly, and that you keep merchandise 
competitively priced. 

In short, you have just as big a selling problem 
—a merchandising problem—today as you had in 
the past, if you want to maintain a profitable 
volume. 

The three keys to this volume are women ... an 
attractive store... traffic. 





Politics in Price 
Bureau? It’s Asinine 


Business, large and small, is being daily bom- 
barded with pleas from Washington for national 
unity; for support of the price and wage freeze: 
for sacrifices in the interest of national defense. 

Thus far the reaction to these pleas has been 
largely apathy. So now we are entering the fin- 
ger-shaking, name-calling stage where every one 
who disagrees with the Administration is either 
asinine or unpatriotic. 

It apparently never occurs to the bureaucrats 
to look into the mirror for the cause. An honest 
analysis of this situation by Washington would 
point out the trouble very quickly—that the Ad- 
ministration is demanding everything, but giving 
nothing. Surely, even they must realize that 
unity and sacrifice are not one-way streets. 

President Truman has raised the taxes on 
everybody’s income but his own; he persists in 
pushing his Fair Deal program under the cloak 
of the emergency; he is still playing politics, even 
with such vital measures as the price and wage 
freeze, witness the coddling given to the farm 
and labor vote blocs; and now, to cap it off, he is 
permitting the lowest form of ward politics to 
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dominate the staffing of strategic government 
agencies. : 

It’s probably asinine of us to even mention this, 
but let us cite a recent incident. It seems that 
two rival political bosses in New Jersey are fight- 
ing for the job of state Democratic Party Chair- 
man. One of the contenders for this pork barrel 
championship, in an effort to prove that he was 
the real state party boss, made the following 
revealing comment to a reporter of the New York 
World Telegram and Sun (with our notes in 
parentheses) : 

“.. as proof, he (one of the contenders for 
state party chairmanship) said that district price 
stabilization offices will open in Trenton and 
Camden later this month headed by persons he 
recommended to the national (Democratic) 
chairman.” 

It’s probably an asinine thing to do, and likely 
unpatriotic to boot, but why not clip this out and 
send it to your Congressmen and tell them plainly 
that you don’t like this. 





Gemiithlichkeit 


Many people on many occasions have vainly at- 
tempted to find words that would be appropriate 
to describe the feeling that invariably exists 
when a group of hardware men gather to talk. 
We sense this atmosphere, and we know that it 
exists in very few other fields of activity. Yet 
we find the English language seemingly inade- 
quate to describe properly this feeling. 

But we think the Pritzlaff folks of Milwaukee 
have the right word for it . . . gemiithlichkeit. 

During the recent Wisconsin show we partook 
of the hospitality of this 101-year-old wholesale 
firm and enjoyed lunch at their plant, as did 
many other visitors to the convention. 

As we sat there eating a very delicious lunch, 
and talking with other hardware people... men 
and women... we were struck by the spirit of 
friendliness that dominated the occasion; by the 
complete absence of formality. We tried to find 
a word to describe it, but failed. 

We turned to one of our hosts and asked how he 
would describe it. He thought for a moment, 
then spread his arms and said, simply, “gemiith- 
lichkeit.” And that seems to us to describe it 
perfectly. 

It’s hard to translate this word into an English 
word. You’ll hear many meanings, but perhaps 
the closest would be “a feeling of real friend- 
ship.” 

It is certainly an outstanding achievement, and 
one the entire industry can take pride in, when a 
firm can remain in 
the same business for 
a century and can 
gather its customers. 
its suppliers and its 
officials under the 
same roof in such an 
atmosphere of . 
gemiithlichkeit. 

Let’s remember 
that word in the try- 
ing months ahead. 
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adds a new 
CYLINDER SCREEN and 
STORM DOOR LOCK 


— to its profitable line of SCREEN DOOR HARDWARE ! 


Now, ILCO offers a moderately priced, 
cylinder operated lock, designed for 
use On screen and storm doors. Attrac- 
tive, in either bright or dull polished 
brass; smooth and secure in perform- 
ance and easily installed, Added to the 
time tested profit-makers in the ILCO 


Screen Door Hardware line, with Spring 





business just around the corner, ILCO 
storm door lock in polished brass, with cylinder 


again puts its dealers ahead in the an- operation outside and slide button inside. Each locks 
nual competition for this valuable sea- both knob and lever. Easily installed in bored mor- 
tises. Reasonably priced for volume sales. Also sup- 


sonal business. plied in dull brass — No. 3425LB. 
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Hi Ee 
cooerer meet Ht sanae roo 
No. 7426B Tubular screen No. 7446 Rim type screen 
door latch set, in wrought steel, door latch set, with wrought steel door latch set, With wrought steel 
dull brass finish. Latch bolt is trim, | dull brass finish. Latch trim, dull brass finish. Latch bolt 

- case is cast iron, dull brass fin- re 
operated by knob or lever; slide ich, Latch belt tc operated by is. operated by knob or lever; 
stop inside deadlocks knob. For knob or lever; slide stop inside slide stop inside deadlocks knob. 
use on right or left hand doors. deadlocks knob. For use on right For use on right or left hand 
Backset 134”. or left hand doors. Backset 14”. doors. Backset 144”, 


HH +++ + 








tors 


No. 3001 Senior, screen and storm door closer, 
offers excellent value at moderate cost. Has protec- 
tive cushion spring which absorbs shock when door 
is slammed open. Pearl gray finish. For use on right 
or left hand doors. Ask about door closer mount, 
available for display. 


BE SURE TO PLACE YOUR ORDERS NOW FOR THIS HIGHLY SALEABLE, SEASONAL HARDWARE, 
The merchandise offered in this advertisement is subject to any Government restrictions or limitations imposed. 
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INDEPENDENT LOCK COMPANY 


FITCHBURG - MASSACHUSETTS 
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NEWS and VIEWS 


By Washington Bureau of 
HARDWARE AGE 


Treasury Finally Concedes 
Co-op Funds Should Be Taxed 


The Treasury’s grudging concession to the fact that 
co-operatives do not pay the same high taxes that 
other businessmen are forced to pay can be attributed 
in part to the vigorous educational campaign against 
the tax-exempts conducted by the nation’s retailing 
and manufacturing industries. 





See Priority and Price Digest, p. 170 
for answers to pricing problems. 





“Honest John” Snyder, who has a long record of 
opposition to co-op taxation, now puts his proposal 
this way: “Funds which are not returned to (Co-op) 
members are available tax-free for expansion in com- 
petition with other taxable businesses. 

“We should seek to apply the corporation income tax 
to such retained funds,” he declared. “This would 
not impair the ability of co-operatives,” he said, “to 
perform their traditional functions of collective buy- 
ing and selling or pooling of savings for investment.” 


OUTLOOK—Whether or not Congress actu- 
ally will write this lukewarm proposal into its 
new tax bili remains to be seen. Opposition 
from both Democratic and Republican mem- 
bers of the farm bloc still is strong. One 
point of disagreement is how much revenue 
could be raised by requiring co-ops to pay 
taxes. Estimates range all the way from 
$25 million (Snyder) to $1 billion (National 
Tax Equality Association). The important 
point, however, is that the government's 
urgent need for revenue has impressed a new 
group of congressmen with the necessity of 
taxing each and every possible source of fed- 
eral funds. 





Industry Groups Speeding Work 
For Controlled Materials Plan 


Control agencies are moving steadily toward the 
CMP (controlled materials plan) and MRO (mainte- 
nance, repair and operations) programs. 

The National Production Authority has started sur- 
veys of major metal consuming plants to find out how 
much of what metals are being actually used. Task 
groups have been named within advisory committees 
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to help and to recommend possible substitution and 
conservation measures. 

As another interim move, NPA has drafted pro- 
posed orders aimed at reducing the amount of steel 
consumed by major durable goods industries—includ- 
ing the automobile, heating equipment, refrigeration 
and other industries. These would impose across-the- 
board cutbacks, industry by industry, rather than out- 
right barring of end uses of steel. 

Similar orders with respect to aluminum and cop- 
per—both already being restricted in end use—are 
scheduled. Aluminum users have been warned that 
the aluminum situation will grow tighter until some 
time next year when new production will be sub- 
stantially greater. 

Officials of NPA say that efforts will be made to 
impose the new industry-wise limitations gradually 
so as to ease the shock. 

Faced by probable new cuts in supplies, advisory 
committees representing various hardware producing 
industries have been meeting in quick succession 
with NPA. 

For instance, representatives of the hand service 
tools industry have been urging orders which would 
establish standardized types and varieties. And pro- 
ducers of wire screening have approved a proposed 
order which would limit rated orders to 10 pct of a 
plant’s output in order to spread civilian distribution. 
Makers of bolts, nuts, screws and rivets have been 
seeking an increase in allowable inventory ceilings 
from 45 to at least 90 days. 


OUTLOOK—Prospects, at least until CMP 
is set up and working, are still dark as to most 
steel alloys and such materials as cobalt, 
tungsten, nickel, and columbium. Military and 

$ defense requirements are now beginning to 
sift in and programs are being developed for 
distribution of available amounts of the lat- 
ter in the most equitable manner. 


Price Stabilization Preparing 
To Grant Mark-up Freezes 


Government price stabilizers are continuing their 
campaign to remain in the good graces of the retailing 
trades as well as of the public. How long the honey- 
moon will last is problematical, but Price Czar Mike 
DiSalle has instructed his staff to issue selective 

(Continued on page 169) 
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The Most Beautiful 
The Most Durable 


“Ue roristocrat of 
STOVE MATS 


Not just ordinary stainless steel but bright, 
crystal clear, mirror-like finish stainless 
steel, gleaming with a sparkling luster 
that will be lastingly beautiful. Made to 
our rigid specifications by UNITED 
STATES STEEL COMPANY, producers 
of quality steel. Heavy asbestos cushioned 
back for heat protection, with patent 
safety ringed Kant-Kut Corners, and all 
other exclusive Aristo-Mat features. Sizes 
to fit every range. 


NATIONALLY ADVERTISED... 
In Ladies’ Home Journal, Woman’s 





















Home Companion, Better Homes & 
Gardens, Good Housekeeping, Mc- 
Call’s Magazine, Woman’s Day, House 
Beautiful, Guide for the Bride, Life, 
Saturday Evening Post, Liberty, Amer- 
ican Magazine, Sunset Magazine, and 
daily newspapers. 

















S" Guaranteed by > 
Housekeeping 
* 











* 
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. 
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Exclusive permanent show-rooms: 
11-104 Merchandise Mart, Chicago, III. 
Canadian Representatives: The D. G. Clark 

Agencies — London, Ontario, Canada 


For further information regarding other patterns, see your local jobber, 
distributor or write direct. 





PHOENIX TABLE MAT COMPANY 
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Screen, Storm Door Latch 


Screen and storm door latch for 
doors from *% to 1% in. thickness. 
No. 1280 made of steel, is finished 
in bright zinc, K, dull brass, F, dull 





bronze, A5. No. 


12801, 
bright brass C, dull brass, F, dull 
bronze, A5, chromium bright, CM, 
chromium dull, CMD. The door 
latch features push-pull action, self 
latching and a trip lever locking 


brass, 


device. The latch is surface ap- 
plied. The Stanley Works, New 
Britain, Conn. 


Sink, Table Mats 
Rubber = sink 





and table mat 


models 1528, reversible, 15 x 17 in. 
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models 1029 and 1529, illustrated, 
twin designs, 11 x 20 and 16 x 20 
in. respectively. All three mats are 
available in six colors, red, white, 
blue, green, yellow and marbelized 
black. Lightweight, and washable. 
Pretty Products, Inc., Coshocton, 
Ohio. 





Roper Gas Ranges 


The new 1951 Roper gas ranges 
are completely restyled, and ap- 
pear longer and lower. The ranges 
feature deluxe chrome door handles, 
silent-seal doors employing spun 





























glass, silent .glide drawers and 
broilers, Alltrol center-simmer top 
burners with keep warm heat, 
enameled storage drawers, and the 
signalite, indicating when baking 
oven has reached the desired tem- 
perature. Among other features 
are: Bake-Master oven,  Insta- 
Matic clock offering set-it and for- 
get it cooking, staggered cooking 
top, separate toasting compartment 
and crisping drawers. Designed 
for all gases, including LP, the new 
Roper offers automatic ignition on 
all burners, top oven and broiler. 
Geo. D. Roper Corp., Rockford, IIl. 





PRODUCTS AND SERVICES 


Knife Sharpener 


Electric knife sharpener with 
double grinders sharpening both 
sides of the knife blade at the 
same time. The two grinders im- 
part to both sides of the blade at 
the same time a curved and hollow 
surface. The unit is encased in a 
white plastic housing. John Oster 
Mfg. Co., Racine, Wis. 





Coffee Hottie 


The Giasbake hottle is an indi- 
vidual serving carafe. It sits in 
the cup and keeps liquids hot until 
poured, also keeps them from slosh- 
ing over. Holds cocktails, too, two- 
cup capacity. Made of Glasbake, a 
heat-resisting glass with yellow 
and red plastic insulating collars. 
Packed two to a set in a yellow and 
blue gift box. Retail: $1.95. Mc- 
Kee Glass Co., Jeannette, Pa. 





Fly Rod Lure 

A special fly rod version of the 
Paul Bunyan 66 lure has been de- 
veloped weighing 1/25 oz. Lure 
has a balanced plastic head on a 
light assembly. A leader unit keeps 
the hook in ready position at all 
times. The lure is effective on 





bass, trout, crappies and all pan 
fish. Available in bucktail in 12 
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in hardware merchandise... 


different color combinations. Pawl 
Bunyan Bait Co., Minneapolis 5, 
Minn. 





Tubular Locks 


A new line of residential tubular 
locks includes entrance door locks, 
which are _ key-in-the-knob_ type, 
locks for closets, vestibules and con- 
necting doors; bedroom door locks 
and kitchen and bathroom door 
locks. During the national emer- 
gency the locks will be available in 
brass knobs and trim only for front 
doors and in steel knobs and trim 
for interior door type locks in satin 
brass finish. The front door lock 
features a disc-type cylinder with 





double side bars. For the first time 
also a triplex spindle is incorporated 
in a tubular lock, permitting at- 
tachment of the knob at any point, 
and so attaching the knob that it 
won’t pull out. Another feature is 
a bridge girder assembly. By 
means of this assembly, the outside 
rose attaches to the inside rose, the 
knob assembly mates with the latch 
assembly and the girders make a 
self-aligning unit. The locks are 


pre-assembled: at the factory into 
five component units. The Yale & 
Towne Mfg. Co., Chrysler Bldg., 
New York City 17. 


Tab-L-Top Food Chopper 


Food chopper is equipped with 
rubber pads to protect the table 








surface and prevent slipping. No 
clamp is necessary. Hand pressure 
holds the chopper against the edge 
of the table or counter. Barrel of 
the chopper swings apart for easy 
cleaning. A trough beneath the 
barrel diverts excess juices into a 
container. Food chopper has an 
extra long turn-easy handle and 
the body, frame, feed screw and 
crank handle are made of cast iron, 
heavily tinned. Food chopper fea- 
tures three precision made cast iron 
cutters and a steel plate. The chop- 
per has a capacity to handle three 
Ibs. per minute. Landers, Frary & 
Clark, New Britain, Conn. 





Steam, Dry Iron 


A stainless steel boiler inside the 
outer shell is featured in the Casco 
(Continued on page 152) 
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TO HELP YOU 


SELL 


AND OTHER DEALER 









SALES WELPS 


A 12 x 17 in. panel to serve as a 
counter display for the dealer and 
a storage rack for the consumer for 
Trimzit, the combination hedge, 
lawn and overhead trimmer. The 
metal panel has cut-proof, rolled 
edges with an attachable solid wire 
leg supporting stand at an effective 
display angle; or to push bottom of 
panel from the wall to accommodate 


oo TRIMZIT 


HEDGE «> LAWN TRIMMER 





protruding wheels. Electric Sprayit 
Co., Sheboygan, Wis. 





Water System Book 


Water system booklet litho- 
graphed in two colors points out 
to the prospective user of a water 
system, the many places where a 

(Continued on page 164) 
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Strong Tone to Trade; 
Stocks Adequate Now; 
New Pricing Policy Awaited 


The hardware trade continues 
to share in the unseasonally strong 
business that has been enjoyed in 
most consumer lines since the be- 
ginning of the year. 

Generally speaking, the pipe- 
lines in the hardware industry are 
reasonably well filled at this point. 

Wholesalers of hardware lines 
point out that while dealer orders 
have been running heavier than 
usual for the season, the dealers 
seem to be turning their stocks at 
a rather satisfactory rate. 

Dealer ordering at the various 
trade shows which have been held 
during January and February has 
not been as brisk as might have 
been expected in the light of im- 
pending shortages. 

As one manufacturer’s salesman 
remarked, “Dealers just don’t seem 
to be at all concerned yet about get- 
ting merchandise. They see the 
usual amount of goods on display 
at these shows and they seem to 
have the notion that there’s plenty 
more where this comes from.” 

Credit is a matter of particular 
concern, at all levels, at this time, 
when inventories are high and 
when there is great concern about 
the pricing pattern that Washing- 
ton will finally designate for the 
duration of the present emergency. 
A price order refinement is ex- 
pected momentarily at this writing. 
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1950 hardware sales were $2,244,000,000; 
5% under 1948 total but ahead of last 


year ... Dealers, with ample stocks, not 


in scare-buying mood at recent shows .. . 





Hardware Stores Sold 
$2!/, Billion in 1950 


Soaring December sales of 
hardware stores sent the to- 
tal for 1950 to $2,244,000,000 
—$156,000,000 more than in 
1949 but $110 million lower 
than in the banner hardware 
year of 1948, 

December hardware sales 
were 23 pct higher than they 
were in December, 1949, and 
were 11.5 pct higher than 
they were in the same month 
of 1948. 

High as December sales 
were, they were nearly 
equalled by the hardware 
store sales of $210 million 
which were made in July and 
August, following the out 
break of war in Korea. 

The totals, estimates of the 
Department of Commerce, are 
seasonally adjusted: 


(add 000,000) 
1950 1949 1948 
Jan. , $167 185 202 
Feb. 168 181 198 
Mar. : 164 171 196 
Apr. 166 177 200 
May 176 183 198 
June 189 177 198 
July 210 177 196 
Aug. 210 165 200 
Sept. 198 168 196 
Oct. 192 166 191 
Nov. .. 191 165 188 
Dec. 213 173 191 


2244 2088 2354 





$3!/, Billion Gain in 
Consumer Credit Last Year 


Total consumer credit at the end 
of 1950 amounted to $20,093,000,- 
000, a rise of $3,284,000,000 over 
the figure for a year earlier. This 
compared with yearly gains of 
$2,500,000,000 in 1948 and 1949 and 
$3,100,000,000 in 1946 and 1947. 
The December gain in total con- 
sumer credit of $690,000,000 was 
less than that of the same 1949 
month. For the final quarter of 
1950 the average monthly rise was 
$45,000,000, as against a $413,000,- 
000 monthly rise for the third quar- 
ter and $330,000,000 for the last 
quarter of 1949. 

Outstanding consumer instalment 
credit totaled about $13,500,000,000 
at the end of December, increasing 
$174,000,000 during the month, the 
Federal Reserve Board reported. 
All forms of consumer credit 
showed increases during the month 
except for automobiles, which 
dropped $41,000,000 to $4,134,000,- 
000 at the end of December. 

A seasonal expansion in charge 
account credit sent non-instalment 
Consumer credit up $516,000,000 
in December to a total of $6,615,- 
000,000. 


Sears Had 47°% Sales 


Increase in January 
Sales of Sears, Roebuck & Co. 
set a new high for the fiscal year 
ended Jan. 31, amounting to $2,- 
(Continued on page 200) 
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TEAMING UP... to Keep Costs Down 


Tommy Hess, Charlie Griffith, Snits Peebles 
and Luther Bennett are salesmen for J. B. 
Kendall Company, Washington, D. C. They 
sell RB& W fasteners — not as a commodity — 
but as a means toward insuring customer sat- 
isfaction. 

They point out to their dealers that RB& W’s 
quality control protects the dealer’s reputation 
.». also that RB&W has been giving fastener 
users full value for 105 years. 

Thus J. B. Kendall salesmen, more than mere 
order-takers, get more than their share of the 
business because they sell customer satisfaction 
with RB&W products. 


The Complete 
Quality Line 
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RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY © 


Plants at: Port Chester, N. Y. , Coraopolis, Pa., Rock Falls, ili., Los Angeles, Calif. 
Additional sales offices at: Philadelphia, Detroit, Chicago, Chattanooge, 


Oakland. Sales agents af: Portland, Seattle. 


| 105 Years Making Strong the Distributors That Make America Strong 


Alfred Robbins operates RB&W’s latest wire- 
drawing equipment. He oversees a process that 
is vital to quality, for RB&W draws its own 
wire, using tungsten carbide dies, in order to 
insure closest tolerances for cold-heading. 

By this and other theans of controlling raw 
materials, men like Alfred Robbins build qual- 
ities into RB&W fasteners which men like 
these J. B. Kendall Company salesmen capital- 
ize upon to sell more RB&W products. 

Dealers who wish to be sure of getting uni- 
formly high-quality fasteners, packed in easy- 
to-handle “upside-down” packages, increas- 
ingly ask for RB& W fasteners. 
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Again-for ’51-Gjooda// 
CLEARS THE WAY 


TO BIGGER SALES 


With Powerful Nation-Wide Advertising 
in Leading Magazines and Newspapers 


Your Goodall sales are about to go higher—much higher! And 
so are your profits! Because Goodall has prepared a powerful 
new advertising campaign that will attract thousands of new 
customers to your store. These ads will appear regularly in 
carefully selected national magazines and newspapers where 

more than 10,000,000 potential customers will read about the 
advantages of Goodall Power Mowers. 


Tie In With This Big Campaign 


With Free Newspaper Mats for Your Local Newspapers 





















Tell the thousands of potential buyers in your area 
that you are the dealer for famous Goodall Power 
Mowers. Goodall furnishes you the newspaper 
mats—at no cost. They are colorful, appealing 
ads. Don’t delay! This new campaign starts in 

February. Order your mats today. 


Makers of world famous power mowers 


Goodal/ 


MANUFACTURING CORP. curs GRASS 


Dept. HA Warrensburg, Missouri ¥ CUTS WEEDS 
In '\A The TIME 
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Get Set Now for Spring Profits with the 


COMPLETE GOODYEAR 
_ GARDEN HOSE LINE 


ALL-NEW FIESTA HOSE—a com- 
pletely different kind of hose— 
quality-built to combine spar- 
kling appearance with light 
weight, rugged strength. 
Smooth-as-satin flame polished 
VINYL cover, lightweight high 
strength rayon reinforcement, 
seamless rubber tube. Outstand- 
ing quality — competitively 
priced. 

RUBBER HOSE —a quality and 
price for every customer. 


EMERALD Corp — finest garden 
hose made. Sell it to your estate 
and country club customers. 
Known for years as the “top” 
garden hose for service. 


Wincroot combines high qual- 
ity materials to give hose buyers 


more for their money in service, 
strength and ease of handling. 


E_M—light weight and long 
service at a price to appeal to 
the average homeowner. 


PATHFINDER—ideal for the 
economy-minded buyer, with 
many of the features of higher- 
priced constructions yet selling 
at a budget price. 


GuipE—a shrewd purchase for 
the dollar-conscious. Features 
good quality at the lowest pos- 
sible cost. 


AND ALL VINYL—ideal for the 
style-conscious buyer, with its 
attractive lettuce-green color. 
Appeals to women for its light 
weight and ease of handling. 


Hurry! Hurry! Hurry! The hose season’s almost here —so get 
set today to tap the big garden hose market for more profits. 
There’s a hose in the Goodyear quality line to meet the needs 
of every home owner who comes in your store. So write 
today for full details on our profit-making 1951 Hose 
Promotion to Goodyear, Dept. 742-C, Akron 16, Ohio. 








booklet. 





“TELL ALL’ GUARANTEE CARDS with every leagth of hose show 
your customers what they’re buying in terms of service. 


WINDOW BANNERS * COUNTER BOOKLETS * NEWSPAPER MATS 
“3 WAYS TO SELL MORE GARDEN HOSE” — helpful dealer-aid 


“SUGGESTIONS FOR HOSE DISPLAYS’—another big dealer help. 


customers. 


“DO’S AND DONT’S”—a brief watering guide to help your 


NATIONAL ADVERTISING of “the greatest name in rubber.” 
LOW-COST SALES-MAKING DISPLAY RACK holds over 1,000 feet 


of hose in only 2 square feet of floor space. Takes full profit 


advantage of short garden hose selling season. 








GOODFYEAR 


THE GREATEST NAME IN RUBBER 
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We think you'll like “THE GREATEST STORY EVER TOLD" — Every Sunday — ABC Network 






Emerald Cord, Wingfoot, Pathfinder, Glide— 
T.M.’s The Goodyear Tire & Rubber Company, Akron, Ohio 
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DO YOU SELLONE OF THESE ff 
MAKE SPACE HEATERS? | 





ALLEN’S 

BARNES 

BEYER 

COLE HOT BLAST 
COLEMAN 
COLEMAN (Canada) 
CREST (Canada) 
CUSTOM-AIRE 
DUO-THERM 
ENTERPRISE 
ENTERPRISE (Canada) 
ESTATE-HEATROLA 
FINDLAY (Canada) 
FLORENCE 


H. C. LITTLE If you do .cc \ j 
ke J 


HERCO (Canada) a, oar 
INTERNATIONAL NOW 
YOU CAN EARN EASY 


JUNGERS 


LACO ADDITIONAL PROFITS BY SELLING 
LONERGAN AUTOMATIC HEAT CONTROLS 




















MAGIC CHEF Yes, if you sell one of the famous-make space or trailer heaters listed here 
MONARCH you can offer every customer the luxury of true automatic, thermostatically 
controlled heat! This means easier selling, because you can offer comfort 
MONARCH (Canada) and convenience equal to the most expensive kind of heating, with no 
MONOGRAM wasted heat — and substantial fuel savings! 

What’s more, this easy-to-sell comfort means AppITIONAL Prorits for 
you. Write now for Bulletin T-2 on A-P Comfort Controls. 


NESCO 
NORGE-HEAT 


PERFECTION 2 EASY TO INSTALL 


PREWAY : There’s an A-P Electric or Mechanical Comfort Control ac- 
: tually engineered to fit these heaters. Just mount conversion 
QUAKER top on present manual control; connect to thermostat and 
transformer. Mechanical thermostat even eliminates wiring! 





SAFEWAY 


SIEGLER ff D E p E N o A B L Fa Famous for completely reliable 
7 ontr j Ss service...in oil heating... 
SILENT FLAME ‘ - gas heating ... refrigeration. 


SUPERFLAME 


TORRIDAIRE yy . - CONTROLS CORPORATION 


(formerly Automatic Products Company) 
WASHINGTON FRUGAL 2442 N. Thirty-second Street « Milwaukee 45, Wisconsin @ In Canada: A-P Controls Corporation, Ltd., » Cooksville, Ontario 
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HOW CANTON 
HARDWARE COMPANY 
JUMPED RUBBERMAID 


SALES /Z9% 


A year ago, Canton Hardware Company, Canton, 
Ohio, was doing a fair business in Rubbermaid 
Houseware. Last June, this store did two things: 


1. Increased the number of Rubbermaid items 
carried in stock to round out a complete basic 
assortment of Rubbermaid Houseware. 


. Built a prominent display of Rubbermaid 
items, using much of the promotional material 
furnished by The Wooster Rubber Co. 


Let Mr. O. H. Morgan, owner of Canton Hard- 
ware, tell you what happened. He says: “‘. 


HOW SCHLITT 
HARDWARE COMPANY’S 
RUBBERMAID SALES 


CLIMBED 87% 


Here's another example. 


Schlitt’s Hardwaré, Springfield, Illinois. Schlitt's 
stocked a big line of Rubbermaid Houseware. 
They made sure they had line coverage in a 
good assortment of sizes and a full range of 
colors. . 

Then they advertised. They used mats furnished 
by The Wooster Rubber Company in their own 
advertising space. They listed items, sizes and 
colors, and put an order coupon right in the ad, 


TURN THE PAGE! 


READ ABOUT THE 
RUBBERMAID HOUSEWARE 
SELLING FORMULA THAT IS 
MAKING MONEY FOR STORES 
ALL OVER AMERICA! 


























Follow the sure-fire, proven-in-use 


Cbevmaid Fo FOR BIG-VOLUME PROFITS! 


Rubbermaid Houseware’s volume-boosting sales plan 
for retail stores has just 4 easy steps... 


@ DISPLAY Rubbermaid Houseware—Keep it in 


a busy traffic spot... keep it in your windows. The 
pay-off is high enough to justify using your best 
traffic location. 

@ ADVERTISE Rubbermaid Houseware—Use 


sales-tested advertising mats to tie-in with Rubber- 
maid’s aggressive national advertising. 


* REORDER Rubbermaid Houseware often to 


keep your basic stock complete. 





















Women want Rubbermaid Houseware. Colorful, strong Rubbermaid national 


advertising reaches 8 out of 10 of your customers. These women expect fe 
to find Rubbermaid Houseware in your store. CALL You / DI 


Women need Rubbermaid Houseware. They use it in matching sets to JOBBER: ak 
brighten their kitchens . . . protect work surfaces and dishes . . . and bring sis 
safety to bathrooms. Let him set you up - 


Rubbermaid Houseware caters to women’s wants and needs with the 
only complete, nationally- advertised, home-engineered line of rubber 


for big-volume 


houseware items. profits with 

The Rubbermaid Houseware line is as basic to your store as pots and pans. Rubbermaid 

It sells all year long. It competes with nothing else you carry. / 1215 Fu 
Houseware ' 


eabbeamaid »pPHOUSEWARE 


The Fastest Growing Houseware Line in America 
THE WOOSTER RUBBER COMPANY, Wooster, Ohio 


HARDWAR 

















1215 Fullerton Avenue, Chicago 14, Illinois 
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Ve the American public is asking about and buying 
the new FILTRON, Cold Water Coffee Extractor. National 
advertising and national publicity is exciting demand for 
this radically new way to better coffee. 


Hundreds of Hardware Dealers are taking ad- 
vantage of this great potential to increase traffic, 
build good-will and add a new high-discount 
source of income. 


STOCK AND DISPLAY THE FILTRON-—Let the public 
know you carry FILTRON—it has no competition—customers 
cannot be switched to other makers. Display FILTRON— 
get the traffic. 


DEMONSTRATE THE FILTRON-—It’s profitable to talk 
about, simple to demonstrate and you can economically 
serve coffee to all your customers. A taste demonstration 
makes it easy to add a FILTRON to most sales. 


Ask Your Jobber for Complete Details or Write Direct to 






HARDWARE DEALERS 


are increasing traffic 
gaining extra income 





Helmco-Lacy 


RUIN 


cold water coffee extractor 


Retails ot ST °° 


CHECK THESE CONSUMER FEATURES 
Coffee completely free from bitterness. 


Makes an instant type coffee extract 
from your favorite brand. 


You get more cups per pound because 
there’s no waste. 


Makes pound after pound the same uni- 
form goodness. 


Uses no heat or électricity. 
Every cup is vacuum-tin fresh. 


CHECK THESE DEALER FEATURES 
Top discounts. ; 

Easy to demonstrate. 

Made from non-shortage materials. 


Growing public acceptance plus great 
natural curiosity. 


Complete co-operative merchandising 
help. 
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9 M ows # this sure PROVEN woy—| 
‘LARVEX wrt 


| Foe A WHOLE YEAR on 
| 


‘ Moths will 
NEVER eat 
this suit! 





Send Now, for FREE Displays 


This free eye-attracting full-color display 
makes those all-important IMPULSE sales 
a cinch. 


LARVEX 








LARVEX 


pays full 








Best for your mothproofing sales is LARVEX because 
e LARVEX pays you a terrific profit. Best because LARVEX 
is the MOST HEAVILY ADVERTISED, LARGEST SELLING 
MOTHPROOFER for home use. Best because LARVEX is na- 
tionally known and recognized by your customers as one of 
the most effective mothproofers their money can buy, yet 
competitively priced. 





Safe, Proven Way to Mothproof 

Used for years by large woolen mills, this amazing profes- 
sional mothproofing method is now available for home use. 
And thrifty housewives have already proved their prefer- 
ence for LARVEX by making it the largest selling moth- 
proofer. They know LARVEX gives positive protection 
against moths—protection with just one easy spraying—pro- 
tection that lasts for an entire vear. 


Made to order for HardwareVolume Selling 


LARVEX packaging and promotion are made to order for 
hardware volume selling. And LARVEx is breaking a slam- 
bang ad campaign in Life, Ladies’ Home Journal, Cosmo- 
politan, This Week, American Weekly and many, many 
other top magazines. 


Take advantage of LARVEX’S benefits— 
ORDER TODAY! Have plenty 
on hand for the big spring rush. 


ZONITE PRODUCTS CORPORATION 
NEW BRUNSWICK - NEW JERSEY 
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], AAF ENGINEERED! 


Designed by the acknowledged leaders 
in air filtration, AMER-g/as Filters are 
better filters — extra-resilient body for 
longer service . . . continuous, inter- 
laced white glass filament . . . thermo- - 
plastic bond. Patented viscosine coating 
increases dirt-catching efficiency. 





2. HOSPITAL-WHITE! 


AMER-glas filters are “hospital- 
white”... look clean . . . outsell 
other leading brands on eye-appeal 
alone. See tor yourself! Slip an 
AMER-glas filter in the colorful 3 
dimensional display . . . then get 
set for extra sales, extra profits! 














4. seLuinc alps! 


AMER-glas filters offer you com- 
plete selling aids — envelope 
stuffers, counter displays, window 
streamers, newspaper ads, radio 
spots. All material is customer- 
tested, sells “health”, ‘fuel sav- 
ings” and “easier housecleaning”. 





5. BIG-VOLUME MARKET! 


There is an enormous and grow- 
ing market for AMER-g/as filters 
right in your own back yard. 
More than half of all warm air 
furnaces now being installed are 
forced-air units (in some areas, 
nine out of ten). 


An Grgmetied product of 


Ti nedines Ai Litter 


COMPANY, INC 
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3. SMOOTH TO TOUCH! 


AMER-glas filters are easy (and 
more pleasant) to handle. No 
prickly slivers, no unpleasant odor, 
no “greasy feel". Yous and your 
customers too, will appreciate this 
clean-looking, clean-feeling filter. 

















AIR FILTERS 












joked 




















the AMER-g/zs 
distribution policy 


The AMER-glas filters are sold only 
through leading distributors, each 
servicing his dealers in the usual 
manner. For the further convenience 
of dealers and disfributors, there are 
American Air Filter Company Repre- 
sentatives in 65 principal cities (listed 
under "Air Filters’ in your classified 
telephone directory). 


———=——MAl TODAYI- -—— — — — 


AMERICAN AIR FILTER CO., INC. 
435 Central Ave., Louisville 8, Ky. 


Please send me complete information on AMER-glas Replace- 
able Air Filters. Show me proof of the profits! 


ae — Sl STATE — 
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New line of HARDWARE 





Through MAGIC of Wodern Production you get: 


* @ High quality in a competitively-priced wheel. 


re @ Larger stock assortment. @ Faster-moving item. 
S ZF ) @ Increased volume from broadened market. 


@ Assistance of hard-hitting promotion to boost sales. 


wiacarA BRAND & CAR 


"Carborundum” and" Aloxite” are registered trademarks which indicate manufacture by The Carborundum Company, Niagara Falls, N. Y. 
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WHEELS... 
competitively PRIC 













~ 


Yow you cant offer new high-quality NiaGARA BRAND wheels 


to your Customers at a competitive price. An 
entirely new manufacturing process, being used by CARBORUNDUM, permits 
hew competitive prices on catalog wheels for the hardware trade. 


Made of fast-cutting, long-lasting ALOXITE aluminum oxide abrasive, 
NIAGARA BRAND replaces CARBORUNDUM'S present general-purpose catalog wheels. 
Attractively packaged in a bright blue box with center hole that allows display 
of boxes on pegs for added sales appeal. Nationally advertised—backed by strong 
promotional campaign. Stock a large complete line with a relatively small 
investment. Send in your initial order for NIAGARA BRAND Grinding Wheels now! 


TRADE MARK 
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What Makes Selling FEDERATED SOLDER Profitable? 





REPEAT SALES! 


VOLUME SALES! 





‘SOLDER 





ties users buy Federated® Acid Core and Solid Wire Solders because they 
know from reputation and from national advertising that Federated produces only 
the finest quality products. And they return to buy time and again because the sy 


performance of Federated Solders is tops. 


For display purposes, Acid Core Solder is packed in a bright blue and white package; 
Solid Wire in neat black and grey. The analysis of the solder is prominently displayed 
on each carton. Available in all commercial sizes and compositions. Listed by 
Underwriters’ Laboratories Inc. 





A 


Th 
Frict 
to mee 





AMERICAN SMELTING AND REFINING COMPANY « 120 BROADWAY, NEW YORK 5, N. Y. 
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DUTCH BRAND /i;2;21201— 


entice your customers to reach for 


( 4 DUTCH BRAND Electrical Tape ... that means extra sales? 
FRAN" 
FRICTION TAPE 




















DUTCH BRAND Dispensers offer a complete electrical tape department 
on small counter space. It’s the most attractive ... the most practical dispenser 
on the market today. It has the kind of attention value that results in extra sales. 


DUTCH BRAND Dispensers are available in two sizes. . . A Senior Model contain- 
ing 24 rolls each of No. 1 and 2 and 12 rolls each of No. 4 and 8...A Junior 
Model that contains 36 rolls of No. 1 and 36 rolls of No.2 DUTCH BRAND 
Friction Tape. 

If you do not have a DUTCH BRAND Dispenser in your store, order one today. 


If you already have a DUTCH BRAND Dispenser, 
be sure to keep it well stocked. Order from your 
jobber today. 


OUTCH BRAND 


Household 


PeERFecTiy stich 


HARDWARE DEALERS 


HERE ARE DUTCH 





In practical sizes and packaging 
for retail consumers, 
contractors, and industrial users, 


VAN CLEEE BROS [NC. 


Manufacturers... Rubber Products... Est. 1910 


The Three Electrical Tapes CHICAGO 19, U.S.A. 


Friction — PLASTIX — Rubber 
to meet all electrical requirements 
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Your Silent 


Partner 


ca . 


A MESSAGE TO MYERS DEALERS: 


It’s what a prospect hears about Myers 
Water Systems—the highly favorable 
comments of owner after owner — that 
brings him into your store as a ready-sold 
customer. 


But in turn, it’s what owners don’t hear 
that keeps them sold on Myers. Continued 
quiet operation speaks louder than any 
words about Myers superior quality .. . 
soundest design and strongest construction 
... quality that pays off year after year 
in more water per dollar. 


Yes—quietness rates highest among the 
most-wanted water system features. That’s 
just another reason why a Myers dealer 
can sell rings around all competition. 


The F. E. Myers 
& Bro. Co. 


Dept. W-53, 
Ashland, Ohio 

































s Why 
s Sell 
stems! 


More Reason 
Myers Dealer 


Complete Line 
Covers Every Need 
and Preference! 









Complete Merchandising Program 
Covers Every Proved Sales Aid! 
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Make Bigger Profits = 4 an 
with this Bigger Line 


of garden hose accessories! 











a! 


You’ll make more money with GREEN SPOT, 
because it’s America’s most complete, high-quality line of 
garden hose accessories . . . for every watering need. 
With GREEN SPOT, you'll not only sell more garden hose 
accessories, but more of all garden supplies. For you get— 
at no extra cost—the great new 1951 Promotion Kit with its 
unique, full-color window display that features lawn 
mowers, seed, fertilizer, etc. with GREEN SPOT. It’s the greatest 
‘‘related-selling”’ idea ever to hit the garden business. 
The Kit contains everything you need to make your store a 
profitable ‘‘Garden Headquarters”’ . . . beautiful, easel- 
mounted, window backdrop; matching side panels, listing 
items vital to lawn care; easy-to-follow diagrams for 
window set-up and counter display; window banners; 
give-away booklets on lawn watering; counter card; 
dealer newspaper ad service; and other free sales 
helps. GREEN SPOT will mean greenbacks 
for you, if you see your wholesaler now. 














IT'S THE 
WEATHER-MATIC 
TOP VALUE, TOP QUALITY! 





¥ WEATHER-MATIC’s the 
BIGGEST GARDEN GOODS WINDOW IDEA! new queen of automatic 


i ! Polished 
Feature not only GREEN SPOT, but all “‘re- sprinklers! | 
lated sales”, in this unusual manufacturer see qt ee 
display that boosts all garden goods. You Fo ie Ici . “An — 
can get this display, and the wealth of teslae ais aoe enea 
other sales helps, through your wholesaler from 10-60 ft. Rustproof 
nen om gg to buy, no fixed minimum Moving parts brass. 


Gruen 


*epg THAT 


A PRODUCT OF SX OVILL 


GARDEN HOSE ACCESSORIES 





COUPLINGS + HOSE MENDERS + CLAMPS + NIPPLES 
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SPRINKLERS + FAN SPRAYS + HOSE NOZZLES + QUICK CONNEGTORS 


GOOSENECKS 
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Double thickness—for extra strength 
Circular bearing surface makes chain run smoothly 
Round edges and sides reduce friction 





THE Fines sasi CHAIN 
(PC CIN 
YOU CAN SELL 





To homebuilders or homeowners, Hodell Sash Chain \ 
offers many special advantages over cord. It can’t fray, f' 
rot or break. It can’t kink or bend. It runs smoothly, ict 
silently, easily. Its cost is so low that it can be used to Hl 
replace cord for repair jobs—and it can be used in any 
pulley made for cord. ( 
Why not sell your customers this superior Sash Chain? 
All sizes on 500 foot reels. Ask your jobber about Hodell ( 
Sash Chain—or any of the many other types of Hodell 
Chain designed to ‘‘serve the best”. __, N 


HODELL 
CHAIN 


Sewe the bedv 


Hodell Chain Company, Cleveland 3, Ohio 
Div. of National Screw & Mfg. Co. 
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Here's the hottest padlock buy 
in town! Corbin Red Padlocks 


that'll sell like hotcakes from 


R £ ?) HOT VALU E the moment your customers 
for 





see them! ‘See them”, 
43,4 did we say? You bet your 
. HARDWARE W customers will see them! 
Just put these Corbin Red 


Padlocks up in your store on the 





brightly colored display boards 
that come FREE with your first 
order! It’s an eye-catching idea 
that will keep your cash register 
jingling during Hardware Week 


and any other week! 


But don’t delay! There may not 
be enough Corbin Red Padlocks 


to go around .. . be sure you get 





yours by ordering from your 


jobber now! 


Corbin 
Cabinet 
Lock 


DIVISION 


GD 





Cases are solid die-cast metal Ask your jobber to ship a FREE The AMERICAN 


134” in width. Baked-on red en display board with your first 
amel finish. Shackles are hard order of six or more Corbin Red HARDWARE 


»d steel, zinc plated. 6 pin Padlocks. The displays are print CORPORATION 
bler (@leld Tian dete A dele licla 4 ed yellow and black. You can 


rolasMoN Zell lo] ol i-Mlamelal-Mip4-melilh amel akolate Misl-tuimeolaeticlateMisl-tuimelam 2el0] 
an eye-catching model designed counter. The top section can be 
for fast turnover! acliileh acto Mohai- am aleldeh20ld=me AAst=) 4 





New Britain, 
Connecticut 





. F 
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People Ask for Them—Here They Are! 
The New 1951 MARQUETTE 


“SPACE-SAVER” HOME FREEZERS! 


MORE STORAGE SPACE 
IN LESS FLOOR AREA 


Look them over! Compare! These new 
1951 Marquette Home Freezers, through 
skillful engineering, afford more storage 
space for frozen foods, per square foot 
of floor space. These Marquette freezers 
were designed to Mrs. Homemaker’s de- 
sires. They’re shorter .. . narrower. . 
longer. 





























Here’s what we mean: The Marquette 
9-cubic foot model takes less floor area 
than most 7-foot models . . . the new 
15-cubic foot model takes up less floor 
space than most 12-foot models . . . and 
the new 22-cubic foot Marquette requires 
less floor area than most 16-foot models. 


At left—9 cu. ff. Marquette Model A97A— 
Takes less floor area than most 7 cu. ft. 
models. Capacity for 315 Ibs. of deli- 
cious frozen foods. 


All the “Most Desired” Features 


e New ‘ “compact” space-saving design 

Smartly-designed streamlined beauty 

Welded all-steel construction 

New counter-balanced lid—raised or lowered with 

finger-tip ease 

Thermostatic tem --rature control 

Fast-freeze compartment 

Automatic interior light 

Heavily insulated—non-sagging batt-ty pe Fiberglas or 

mineral wool 

e A written five-year protection plan—assures satisfac- 
tory performance 

e Hermetically “sealed-in-steel” refrigerating unit. 


MARQUETTE APPLIANCES, INC. 


307 East escent Avenue Minneapolis 14, Minn. 


MARQUETTE = 
ae 


Top—I5 cu. ft. Marquette Model AlS5A—Takes less floor space 
(ii) than most 12 cu. ft. models. 


"THE KEY TO BETTER sles «tl “BUY nen es eee eee we om 





SI} 
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wide) wicks. 


@@ QUIK FLAME SETS 


The same Quik flame wicking that has proved 
popular in continuous lengths is now available 
in crimped sets to fill all standard 8” range 
burners. Packaged in sets of 4 oversize (1” 


rs QUIK FLAME 


The most efficient kindler 
ever developed for range 
burners. Patented open mesh 
construction provides best 
possible results with distillate 
oils. The extra-heavy wire 





@ WOVEN GLASS 


The acme of perfection in 
stove kindlers, assuring long 
life and maximum stove per- 
formance. The only glass 
















new ware ; 
aails core yarn keeps the kindler wicking woven with a wire 
& upright in the burner channel. core in every strand to pro- 
age Glass yarn at burning edge tect rd burning edge. Pack- 
‘oot facilitates the removal of. car- rg Sng . ft., 6 ft., and - ft. 
ers bon deposits. Packaged 6 ft. me — —s a = 8's 
a, to the box, /%” and 134” wide. o 1%" and 190". 
ette @ KINDLERITE 

ei ; ; 
a R/M’s standard quality woven asbestos kindler. A sturdy 
ua long-lived wicking with wire core in both warp and 
oor filling yarn. Packaged 5% ft., 6 ft., and 100 ft. to the 
and box, in widths of 7%”, 1”, 11%4” and 13%”. 
ires 


KEEP THE HOME FIRES BURNING 


... with R/M wicks 





Clean-burning, long-lasting, there are no_ better 
wicks than you'll find in the R M line. R M wicks 
mean satisfaction for your customers, profits for you. 
the pick of 


Ask your regular jobber for RM... 


the wic ks. 






4 TRI-WYR 


This is an extra-sturdy woven asbestos 
wick, containing a brass wire core in 
every strand. There are also three heavy 
reinforcing wires in the lower half of this 
wick. Fits all range burners. Packaged 
5% ft. to the box, 7%” wide. Also 100- 
ft. rolls, boxed or unboxed. 








RAYBESTOS-MANHATTAN, INC. | 
ASBESTOS TEXTILE DIVISION e@ MANHEIM, PA. 
FACTORIES: Manheim, Pa.; No. Charleston, $.C. 











Dor space 
RAYBESTOS-MANHATTAN, INC., Manufacturers of Asbestos Textiles « Packings 
Mechanical Rubber Products « Abrasive and Diamond Wheels * Rubber Covered 
oor space Equipment * Brake Linings *« Brake Blocks * Clutch Facings * Fan Belts 
Radiator Hose * Powdered Metal Products « Bowling Balls 
2, 1951 = 
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The new “Front-Loader” Milk Cooler which now joins the 
De Laval line is the milk cooler so many of your prospects 
have been waiting for. It ends the heavy lifting of cans 
when loading or unloading the cooler... it has the 
De Laval “Drop-In” hermetically sealed unit for easiest 
service ...the cooling cycle is fully automatic... the 
handsome cabinet is all-steel, beautifully finished . . . it is 








sanitary and easy to clean. Available in 4, 6 and 8 can 
models. 

The new De Laval “Front-Loader” is added to the 
De Laval Speedway line of regular immersion-type coolers 
. .. and together they form the best, most complete line 
of milk coolers available. Interested in profitable, service- 
free milk cooler business? Write today. 











YOU 


CAN LOOK TO 
DE LAVAL... 






; ~ 
} a 
A ; 
% 


for a profitable dealership that will serve the needs of 
the farm families in your area who have the desire fo buy, 
the cash to buy with... and who look to De Laval’s Better 
Products for Better Farm Incomes and Better Farm Living. 


Write Your Nearest De Laval Office 
For Full Dealership Information 


THE DE LAVAL SEPARATOR COMPANY 


658 


Idwuy, New 


Ye tava ,, 


“© “Gamo 
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New Sales Magic by 


ee a 


ECLIPSE DEALERS can expect 


the fastest turnover ever this year . . . 
and here’s why: 






















& Eclipse has a reputation for 
value and quality based on 
over 50 years of unmatched 
performance. 


Eclipse national advertising 
continues to drive over a sell- 
ing story no one else can tell. 


Eclipse dealer promotion 
program is packed with tested 
ideas that do an effective job 
locally. 


To realize the “magic’’ of these 
sales-makers requires only that 
you put them to work . . . for you. 
Write for details. 


THE ECLIPSE LAWN MOWER CO. 


Division of Buffalo-Eclipse Corporation 


102 Rail treet Prophetst Ilinoi 
Model names are trade marks of 2102 Railroad Stree i acntiiaiiaisiaa —— 


The Eclipse Lawn Mower Co. 










Vogue 16” and 18” 





Arlington 16” Parkhound 21” Rocket 20” Lark 18” Eclipse Model L 16” and 18” Zephyr 16” and 18” 
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AGAIN 


B.F Goodrich 


announces the 


6 
ADVERTISIN 
BIGGEST HIND 


Big full-color ads in leading national magazines — 


store displays and promotion—plus the powerful sales-making 











name of Koroseal—all yours when you sell B. F. Goodrich 
garden hose. 

National full-color ads in Life, Saturday Evening Post and 
Better Homes & Gardens—35 million sales-building advertise- 
ments—will start soon and run all through your hose sales 
season. These ads will promote and help you sell the most com- 


plete, popular line of garden hose in America. Look at it! 


THE HOTTEST NAME 
IN MERCHANDISING 
IN AMERICA TODAY 


Garden Club, Maxecon and Signal for any customers who 
may prefer rubber hose or want a price product. 
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Koroseal fastest-selling — fastest- 





growing hose in America — gives you MORE PROFIT! 


Survey shows Koroseal leader- 
ship. In city after city reports show 
how the power of the Koroseal 
name és selling for dealers. Typical 
of dealers’ statements: “The magic 
word Koroseal turns the trick”’. ;. 
“Your national advertising does 
make it easier to sell your hose” 
...Your advertising superiority is 
a big factor in selling.”’ Dealers 
everywhere are taking advan- 





tage of this leading name in 
present-day merchandis- 
ing. They have proved 
that a Koroseal hose 
display inthe win- 









dow brings 
in custom- 


ers. 
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Better product. Guaranteed 10 
years. Koroseal hose is lighter by 
Y to 4—a child can carry it. Wom- 
en like this light weight that makes 
gardening easier. 

You can leave Koroseal out all 
year if you like. Its brilliant colors 
may fade a little but neither sun nor 
air will weaken it. 

Reattachable couplings. Brighter 
colors—red or green. 


Packaged for profit. 50-foot 
lengths are coiled and taped to 
stout cardboard. No wrapping or 
packaging problem for you. 
Make this powerful, nationally 
advertised nameand campaign work 
for you. You'll find the BFG line of 
garden hose the quickest way to 
big-volume sales at a profit. Ask 


your distributor, or write ds for 
complete information on window 
Streamers, newspaper mats, count- 
er cards and display racks—the full, 
powerful, sales-building sales pro- 
motion job B. F. Goodrich and 
Korosealoffer you. The B. F. Goodrich 
Company, Industrial & General 
Products Division, Akron, Ohio. 


onda 


BE Goodrich 


oseal Trade Mark—Reg. U.S. Pat. Off 
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HORIZONTAL STAND for 1/4” 
Drill or Sander-Polisher. 







ROTO-HONE 
ATTACHMENTS (used 
with horizontal stand). 


DISC SANDING 
TABLE (used with 
horizontal stand). 


SANDING DISCS, 
coarse, medium 
and fine, 5” size. 





for 1%” Drill o 


_ 
4 @ Jf & } 
ie ee 
j 5” size. 
ABRASIVE KIT 
compiete with 19 individ- 
val items. 





WIRE CUP BRUSH, 3” size, for 
VY” Drill or Sander-Polisher, 


AUTOMOBILE 
- POLISH packed 
Pa in 1-pint cons, 








LECTRO- 4 
BLADES “ 
for 6” and 8” Saws. 


ELECTRIC WAX, 
full 7 oz. can. 





PLUS auger bits, saw attachments, twist drills, 
masonry bits, chucks, arbors and many others. 
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PILE FABRIC PAD 


Sander- Polisher, 


VERTICAL STANDS, 
two types for 1/4” Drill 
or Sander-Polisher and 
Yq" Drills. 






BUFFING AND POL- 
ISHING KIT complete 
with 5 items. 





. 


LAMBSWOOL BONNET 
for 4” Drill or Sander- 
Polisher, 5” size. 


WIRE WHEEL BRUSHES 
in 4” and 6” diameter, 
fine or coarse wire. 


for extra profits... 
Extra Profits... 
EXTRA PROFITS... 








HOME-UTILIT 


Sell rete 
HOME-UTILITY 


Accessories 


You pick a winner when you sell these 





famous, fast-moving Home-Utility ac- 
cessories. More than a million Home- 
Utility Tools have been sold... and 
every present owner is a prospect for 
not just one, but many of the accessories 


offered here! 


Home-Utility is the recognized leader 
in your field... built and backed by 
BLACK & DECKER, world’s largest 
maker of electric tools! There’s a heavy 
demand for Home-Utility created by 
powerful national advertising seen by 
millions —and supported by live-wire 
distribution. 


Home-Utility’s complete line of ac- 
cessories builds repeat business for 
you... extra profits all year ‘round. 
Order your accessories from your 
Home-Utility Distributor now! HOME- 
UTILITY Div., The BLACK & 
DECKER Mfg. Co., Dept. H653, 
Towson 4, Maryland. 





Products of 
HOME-UTILITY Div. — BLACK & DECKER Mfg. Co. 


For full details on Home-Utility tools and accessories, see poges 75-78 


in Hardware Age Catalog and Directory Number, July 27, 1950. 
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NOW...+0. INTERIOR DOORS 


a catch that requires no mortising, no boring! 


ACTUAL SIZE 





SHOCK 
PN +10) 4:14, 
COIL SPRING 







ACTION 


No. E9745-3 BRITE BRASS FINISH 
No. E9745-26 BRITE CHROME FINISH 








ORDER FROM YOUR JOBBER 


No. E9745-3 (Brite Brass Finish) one dozen 
in display carton. Retail value $6.00 dozen. 


No. E9745-26 (Brite Chrome Finish) one dozen 
in display carton. Retail value $6.00 dozen. 


Cost to dealer only $3.60 per dozen. 


Each catch packed in Visu-Seller Window Envelope. 














GENUINE 





HARDWARE 


40 


For closet doors and 


extra-large cabinet doors, ete. 


NO MORTISING—NO BORING — easily 
applied in two minutes. Rubber Roller assures 


quiet operation — guaranteed 10 years. Priced 


RETAIL VALUE 50: 


for volume sales... 


Hilabele TAMERICAN CABINET HARDWARE CORP. 


ROCKFORD, ILLINOIS 
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is a better 
investment 





; ‘outstanding Sus. is the 
Adequate. inventory now 


6¢Dear Mr. Dealer: 


Since Vornado’s first appearance on the market it has been the policy of The 
O. A. Sutton Corporation to manufacture a product of the highest quality with 
the greatest sales potential and profit incentive for Vornado dealers. 


This policy will continue even though the channeling of raw materials to the 
military effort unquestionably will require a substantial reduction in the quantity 
of Vornado Air Circulators produced. 


Your distributor has an adequate inventory of Vornados now. May we suggest 
that, as usual, you anticipate your season’s requirements and place 
your order with him early. W ith Vornado’s dating plan it costs you 
nothing to provide for your full share of Vornado sales and profits 
this year. 


re eo ee ee ee 2 a eo | 





TURNABOUT PEDESTAL 


-\ ; 


ie CASEMENT \\"Na TABLETOP 
ania WINDOW FAN TURNABOUT 


TURNABOUT 


HARDWARE AGE, FEBRUARY 22, 1951 41 











Be Sure 
to Have the , / 
Tackle / 
Featured in f 
"WS 4p 
— Which Wu 
Appear in 





March Issues * 
of 


MAGAZINES | 

HAVING ~~ 
MORE THAN © 
- 6,000,000 
| READERS... 
MANY OF WHOM 
ARE YOUR 

- CUSTOMERS 
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Row so You'll Have 
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For Casting that’s out of this 
World —a STEPGLASS® Rod! 


There’s nothing like it! Step-tapering the 
solid glass tip produces amazing casting action that can’t be 
attained in any other way. Live action for distance with light 
lures. Plenty of backbone for accuracy and to set hooks 
solidly. Equipped with a new chuck-type collet that firmly 
locks reel and tip in place and aligns guides. Choice of 4’, 
4%’, 5’, 5%’ or 6’ lengths, $19.95. 

Other solid glass casting rods — $7.95 to $18.50. 


New eSMOOTHCAST® REELS 
Nylon Gears! Direct Drive! Smoother, U“Qi 
quieter, stronger, lighter for easier cast- 


ing. Two models. $12. 


Ne ieee, ‘DEceivens 
We Casting Line 


Camouflaged! Triple-Tone green 
Nylon. $1.20 up per fifty yards. 


New '51 book on 


FREE tackle, fishing, etc. 


Write now. FREE! 


SOUTH BEND BAIT co. / 
910 High St., South Bend 23, Ind. 





HARDWARE AGE, FEBRUARY 22, 1951 


THERE’S “ 


Pittsburgh 
used extei 
of the pa: 











a Sé 
As. 


sales. It p 


“shop” the 
to back . 





HARDWARI 











THERE’S “COME IN” APPEAL in this Mission, Kansas, hardware store. 
Pittsburgh Polished Plate Glass, set in lustrous Pittco De Luxe Metal, is 
used extensively to create a clear, open-vision front that catches the eye 
of the passer-by, draws him inside. The open-vision design is comple- 


mented by a Herculite Door, with Herculite Door Frame Assembly. The 
attention-getting facia is of clean cut Pittco Metal. Use the magnetism of 
a modern Pittsburgh Store Front such as this to attract more business to 
your store. Architect: L. O. Willis, Kansas City, Missouri. 














How to give your store 


a sales-winning front... clear to the back 


A CLEAR, OPEN-VISION Pittsburgh 
Store Front is a powerful aid to 
sales. It permits the passing public to 
“shop” the entire store interior, front 
to back . . . brings prospective cus- 


r > 
Store fronts 
and Interiors 
by Pittsburgh 


= a 


PAINTS 














PITTSBURGH 
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tomers inside to buy. Even after the 
store is closed this silent salesman goes 
selling not only the 
displayed merchandise, but your store 


on “selling”... 


as an ideal place to do business. 

In today’s keenly competitive mar- 
ket, it’s the attractive, inviting store 
that gets the most customers. So get 
the jump on your competitors by dress- 
ing up your store with sales-winning 


Pittsburgh Plate Glass Company 
2010-1 Grant Building, Pittsburgh 19, Pa. 


Without obligation on my part, please send me your Free booklet on modernization, 


POR iiiectdmsiunediacne eee 


r 
| 
| 
| 
| “Modern Ways for Modern Days.” 
| 
| 
| Address 

| 

| 


City -~ eeibbeewen 


GLASS CHEMICALS - 


ae on ae 


ey 


Pittsburgh Glass and Pittco Store 
Front Metal. And when you modern- 
ize, do a complete job, inside and out 
. . . the better the store’s appearance 
the better the business. 

Meanwhile, why not send for our 
free modernization book containing 
descriptions and samples of actual 
Pittsburgh installations? No obliga- 
tion... just return the coupon below. 


ee ae 
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BRUSHES PLASTICS 


COMPANY 

































ACCEPTANCE 





one of the main advantages of the 
ALL-AMERICAN LINE 


It takes a long time to build a name for quality 
that presses the “‘buy-button” in the minds of users. 
American has done it...and today, acceptance of 
all American products is a top business asset to 
any distributor or dealer. 


This name for quality is based on several factors: 
American independence in screw research and de- 
velopment ... American quality control from raw 
material to finished product ... American inspection 
standards which mean “higher perfection-percent- 


age” in every shipment of American Screws 
and Bolts. 


And that’s not all. See future issues of this maga- 
zine for other good business reasons why it pays 
to make your screw-line All-American. 


AMERICAN SCREW COMPANY 
WILLIMANTIC, CONN. 






Warehouse and offices 
at Chicago 


Plants at Willimantic 
and at Norristown, Pa. 
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Experienced craftsmen everywhere always recommend 
tools by Vaughan because they know Vaughan tools are 
perfectly balanced, tough and durable. Over eighty 
years of manufacturing experience stand behind 

the splendid performance of Vaughan hammers, 

axes and hatchets. Yes, men who work 

with their hands will tell you that "It 

Always Pays to Buy a Good Tool." 


VAUGHAN & BUSHNELL \ » 1 


oe 


MANUFACTURING COMPANY 
135 So. LaSalle Street 
CHICAGO 3, ILLINOIS 


~~ 


The Famous WYTEFACE Steel Tapes: 


plus an eye-catching 


Counter Display Unit 


are creating hardware-profit NEWS! 


Drafting, 
Reproduction, 
Surveying Equipment 
and Materials, 
Slide Rules, 
Measuring Tapes. 


WYTEFACE* Steel Tapes are famous among hardware 
dealers for their obvious superiority . . . for the way 
exacting customers demand them. 

WYTEFACE Steel Tapes are easier to read in any light 
with their black markings on white background. The 
white surface will not crack, chip or peel. 

But K&E Does Even More 

To Help Build Your Profits! 

You can sell WYTEFACE with one of the most 
merchandising-minded metal counter displays in the 
business. It dramatically sells WYTEFACE Tapes... 


saves you inventory space ... makes your counter work 
easier. For instance... 

1. Your customers see the actual easy-to-read, black-on-white tapes 
2. The glass front protects the tapes from handling and loss. 

3. Stock is held in the roomy back compartment. 

4. Sales features printed on the back help clerks. 


Next time you order WY TEFACE Steel Tapes and Tape 
Rules and Refills, ask your jobber for one of the two 
assortments which come packed in this handsome dit 
play. You'll sell more much faster. 

*Trade Mark. W yteface Steel Tapes ave protected by U.S. Patent 2,089,20K | 


KEUFFEL & ESSER CO. 


EST. 1867 


NEW YORK © HOBOKEN,N.J. © CHICAGO °¢ = ST.LOUIS 
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PATTERSON-SARGENT 





lake a sure-fire tip from thousands of successful 
paint dealers all over America and invest your 
money in BPS Flatlux now... today! Made with 
oil and in the gorgeous colors your customers 
have always wanted, BPS Flatlux is solidly 
backed by hard-hitting promotion that creates 
constant sales commotion in your store. And 
don't forget... everything you make ... and 













you ll make plenty... is yours because your 
BPS Franchise grants you protected territory 







... protected profits! 








a ee i 


THE PATTERSON-SARGENT COMPANY 
1325 East 38th Street 
Cleveland 14, Ohio 


Please send me full facts on BPS Flatlux and your 
Protected Territory Franchise! 


Name__ a a a ae 


Address__ 


il ciiindineenimmsiemmanneuinmnennnesaie 






This is the story of a man who for years had managed a store carrying 
a well-known paint line. During these years, he had watched a com- 
petitive line (Lowe Brothers) marching steadily ahead in consumer 
preference—and was impressed by the powerful advertising and 
promotion support Lowe Brothers gave their dealers. When he 
decided to go into the paint business for himself, he was already 
sold on handling the Lowe Brothers line. 

At the end of his first three months, this dealer had netted $3,000 
profit! In six months he had lined up over 30 painters as regular 
customers. Now, he is averaging between $30,000 and $40,000 paint 
business a year! Yes, Mr. “L. B. Dealer” is really in the paint business 
today, because he took advantage of Lowe Brothers quality to build 
consumer acceptance rapidly—and has made excellent use of Lowe 
Brothers aggressive merchandising programs. 

This success was not an accident. It came from a winning combi- 
nation of product quality, packaging, advertising, and consumer 
appeal. Many other Lowe Brothers dealers, from Maine to Texas 
and from Washington to Florida, have the same story to tell. Line 
up now with Lowe Brothers for far more profit from paint. Write 


today for complete agency details. 


The Lowe Brothers Company « Dayton 2, Ohio 


Lowe Brothers 


PAINTS * VARNISHES 


* Name on 
request. 
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CONSUMER APPEAL 
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nan make money with 


AMERICAN SANDER RENTALS 
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INDIANA—Sander rentals boost paint sales 10% for © NEBRASKA—Sander rentals and supplies bring in $4,896 
Stambaugh Farm Equipment Co., Valparaiso, Ind. per year for Sidney Glass & Paint Co. store, Sidney, Nebr. 
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PENNSYLVANIA—20 % more paint sales OHIO—Sander rentals add $10,000 to $12,000 to store’s annual 
due to sander rentals for George N. Zerfing © volume for Jim Resar’s Rentals, Elyria, Ohio. 
Hardware Co., Gettysburg, Penna. : 


uP TO 20% MORE PAINT SALES! Z4 
up T0°47Z000 MORE STORE VOLUME! 


Sander rentals keep rolling up PROFITS for hundreds of paint and hardware 
stores today who feature American Machines! This plan makes money 3-Ways 
for you—through rental fees, extra sales of seals, paints, brushes, abrasives, etc., 
and customer goodwill! Be sure to build your business soundly with American 
Quality Machines—tops in ease of operation and dependability. This means 
utmost profit-hours with extremely low maintenance expense. To make old 
floors like new—invite your customers to rent 






the popular Little American or American g ai a A oer iad wa TRE. - — “> 
Rental 8” floor sander ... American Spinner 
Edger ...and American DeLuxe Maintenance 
Machine. NEAR-BY SER VICE—an American 
Distributor with authorized factory-trained 
mechanics and service in all principal cities. 


4 


The American Floor Surfacing Machine Co. 

522 So. St. Clair St., Toledo 3, Ohio 

0 Send 12-page illustrated booklet showing how to 
make money in the floor sander rental business. 

0 Send latest catalog on the following, without obli- 
gation: 


0 Floor Sanders (J Floor Edgers 1) Floor Maintenance 


Machine 
Name ‘ — . - 
Street = : 


FLOOR MACHINES © PORTABLE TOOLS “” —=————————-*‘«e 
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"Yessir... heres 
fal pwo0d Saw F ‘-. 


“Just what the doctors ordered” .. . 
that’s this new Simonds Pulpwood Saw, de- 
signed and produced according to suggestions 
of skilled operators all over the country. It’s 
far and away the No. 1 Saw for one-man cut- 
ting of pulpwood and small logs. 

! ~ O * DS Blade is made from special Simonds Steel, 


heat-treated for top strength and toughness 


... plus stubborn edge-holding qualities in 
N 0 | 6 0 any type of timber. Then it’s tapered for full 
. clearance, precision set (very lightly) and 


filed for unvarying uniformity. 


Made in 30”, 36”, 42” and 48” lengths and 
packed by the dozen in handy, new design 
boxes. Sturdy saw frames and sharpening tools 
also are available. Ask about this big-selling 
Pulpwood Saw Line today! 


“It's a Natural!” 


SIMONDS 


Branch Offices in Boston, Chicago, SAW AND STEEL CO. 


San Francisco and Portland, Oregon. 
Canadian Factory in Montreal, Quebec 


FITCHBURG, MASS. 
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“~ another biq SARGENT promotion 


CIAL PRICE FOR HARDWARE WEEK 





WITH A SPE 














lp fe, ie 
opened ea 
APRIL 12 thru 21 © 
v itha 
ARDWARE 
WEE KG 


@ Regular retail price $2.00 









n Special price for Hardware 
NEW: 
Y STRAIGHT WRIST 
ACTION 


less Tiring 


See al ae Aa 


" PARROT HEAD PRUNER 


Week — with a banner to 






paste on your display—$1.49 










A complete promotion, backed by National 
Advertising, to help you sell. 


Sargent Merchandising Kit 9-S includes 
Counter Display in 5 colors .. . Folders for 
your customers . . . Newspaper Mats. 


Order now from your jobber and take advantage 
of the special discount for Hardware Week. 


A better tool by — 


Nargent and Company 


Builders Hardware and Fine Tools since 1864 
HARDWARE AGE, FEBRUARY 22, 1951 5l 






































STANLEY sends customers into your store . . . advertisements like 





these are consistently telling the millions of tool-using MI readers about 





% 


Stanley Tools... a name long famous in the hardware business for top 


quality products. Many of these MI readers live and buy right in your 4 tt, 6 Pase 






own vicinity. The Stanley trade mark prominently displayed in your 







store window is sure to send them through your doors. Ask your jobber taney Aint On oe te 
for the story on the entire Stanley Tool line. fa —w 


{ 
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Peng DUCO draws buyers right to 
—, Books, Furniture 


_ FIXES _| ieee 
{ mrp 


your counters with these eye-catching 













= Ny advertisements directed to the millions of hobbyists 
= and craftsmen who regularly turn to MI for new projects 
<<” and ideas. They’ve discovered the importance i 


























(Finca, en Pe PDR, 5.8 of using the best possible material in their work. 
UTICA Magnekit VS er | That’s why a display of the attractive Duco Cement Tubes 
with Magnetic Tool Holds” be P > is sure to brand your store as a place to be relied upon 
me tae 8 OU PUN | ... that’s what brings people back for more. 3 
ies =|DUCOCEMENT — | a 











UTICA attracts profits for you 


medocs by spreading the news to the millions of tool-minded 





ag hs msm tome tr ena omen °° MECHANIX ILLUSTRATED readers about the new Utica Magnekit. . . 


and in aft indortes ten new Wice develnpmeets? 
ss 





which 


three quality Utica tools that do a variety of jobs. Attractively packaged with a 
















magnetic tool holder that always keeps them handy, the Utica Magnekit 








i UTICA anor a coaronation | .. 
Mp es is sure to be wanted by MI readers. . . many of them are your 
| ay 
at | 






best customers. So set-up the MagneKit display rack that’s 


available... it’s a sure stopper for cash sales. 














MECHANIX ILLUSTRATED 


67 West 44th Street, New York 18, N. Y. 
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WITH PLYMOUTH’S 3-WAY SELLING PLAN 


PACKAGE 





Sell rope the way 
you want fo sell 
and the way 

your customers 
want to buy 





COIL 


Me's proved profit in Plymouth Ship Brand Manila Rope when you stock and 
pla the right sizes in the right quantity for your business. With one or two of 
NOL 's three Merchandising Units . . . HandyPak, SalesRak, SalesMaker .. . you 
* 0s ed of fast turnover, maximum sales volume, with low dollar investment, 
aa inventory. . 

four customers are mainly homeowners, get the HandyPak package display. | 
you call for odd lengths in small sizes, or if you wish to meet increasing 
pa ds, install the SalesRak spool unit. If your trade is big volume in varied sizes, 
Wiring full or half coils up to 1" diameter, buy the SalesMaker. You can’t miss with 
Yone of these field-tested sales units 





SALES UNIT 1 
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MOUSEMOLD 
TOOL Wits 4 


1000 uses 


ww 
SS 
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Complete with display and dis- 
pensing rack as shown. Complete 
unit contains 24 spools (9 x 1/4", 
9 x 3/8", 6x 1/2"). The 1/4" and 3/8" 
sizes are connected in units of 
3 x 100' spools. The 1/2" size is 
connected in units of 2 x 100' 
spools. Rack holds 3 x 1/4", 3 x 3/8", 
and 2 x 1/2" spools at one time. 
See your jobber for prices. 


The HandyPak 


Contains 15 attractively packaged 
individual coils, in 50' and 100' 
lengths. Provides initial stock for 
the retailer who has a steady but 
small demand, and wants to build 
volume in “‘impulse-buying”’ mer- 
chandise. Designed to fill the uni- 
versal demand for rope for house- 
hold needs. Replacement coils 
available. Prices from your jobber. 


The SalesMaker 


Displays, measures, and cuts rope 
in any six sizes up to 1" diameter. 
Designed for retailers whose vol- 
ume justifies inventory in full or 
half coils. Rope may be fed from 
basement, overhead, shelves, or 
floor. Nearly 4,000 retailers testify 
to increased rope sales of 25 to 
100% with this unit. Cost: $17.50 
net. (Counter model: $12.50 net.) 


IF YOU SELL BINDER OR BALER TWINE 


Plymouth “Red Top” and “Green Top” Binder Twines are de- 

signed for fast, economical, trouble-free operation in the field— better 
pioneered 65 years ago, when the grain binder was introduced, and "rmours ; a 
constantly improved to keep pace with modern farming require- Sten wom ae pd 
ments. Plymouth Baler Twine is also engineered to do its specific : 
job. The first baler twine made, it was designed in cooperation with 
the originator of the automatic twine-using, pick-up hay baler. 





PLYMOUTH CORDAGE COMPANY, PLYMOUTH, MASS. 














LOOKING FOR PROFITS? FoR VOLUME? FOR SALES? 


TH ‘METCO"! 











Above... 
MODEL J 

List Price $9.95 
YOUR PROFIT 
$3.32 or $3.98 





Left... 
MODEL M 
List Price*12.95 


YOUR PROFIT 
$4.32 or $5.18 


Above.. 
MODEL S$ 

List Price $16.95 
YOUR PROFIT 
$5.65 or $6.78 











THREE METCO” WAVE SPRINKLERS PRICED 
TO FIT EVERY POCKETBOOK...DESIGNED TO 


: © prorits! YES! 


Your customers will like the 
better construction, the sensible 
prices and the terrific eye-appeal. 
They buy! You make a profit! 


* pre-soip! YES! 


They’re pre-sold by national adver- 
tising, allowances for local advertis- 
ing, sales aids, displays and brochures. 
Watch ’em move off your shelves! 


* BIG DISCOUNTS! YES! 


40% on total order if 6 or more 
of any one Model is ordered. 
3314% on orders that do not 
contain 6 or more of one Model. 


ORDER FROM YOUR JOBBER TODAY OR MAIL COUPON 


Guaranteed for One Year! 


METALLIZING ENGINEERING CO., Inc. 
38-13 30th STREET 
LONG ISLAND CITY 1, N. Y. 
LOS ANGELES, CALIF. 
CHICAGO, ILL. 








“METCO” SPECIAL PRODUCTS DIVISION 
38-13 30th Street, L. I. City 1, N. Y. 


Ship Now at Guaranteed Prices. 
Model J... Model M____ Model S 





Firm - 


Street. 





City ne 


Jobber. ees = 
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Over 6,000,000 Readers! 


Yes, the advantages and uses of this handy MIST-MAKER are 
being told to over 6 million readers all over the country in the 
March issues of Good Housekeeping and Better Homes & Gardens. * 


Stock your shelves NOW with this fast-moving household 
utility sprayer and cash in on FEDERAL Practical HOUSEWARES 
consumer advertising which will be even greater in 1951! 


For complete details, see your jobber, our representative, or WRITE 
for illustrated catalog sheets and price list. 


*If you wish, we'll gladly supply you with the number 
of readers in your particular area. 








Representatives in Boston, New York City, 
Philadelphia, Atlanta, Seattle, Los Angeles, 
Kansas City, Memphis, Denver, Louisville, 
Dallas, Chicago, Detroit, Pittsburgh, Minne- 
apolis, Emittsburg, Md., St. Louis, Honolulu 
and San Francisco. 


FEDERAL TOOL CORPORATION 





3600 W. Pratt Blvd. + Chicago 45, Illinois 


<n oe Stuns o> 
Gueretoed by © 
Good Housekeeping 


“4 
ras Abvearist wit 


© STYRON plastic: cap and handle make the MIST-MAKER 
absolutely rust-proof. Caps available in red, yellow 
and green. 

© Ideal for spraying clothes when ironing. 

@ Use for window washing, spraying plants and flowers. 

© Perfect for moth-proofing, disinfecting and deodorizing, 


FEDERAL 


Puaciical 


HOUSEWARES 
















...DISPLAY 
ITEMS | 
SALES 


You Will Want One Of Our Larger 
Displays ... But This Handy 
Size Fits In Perfectly For 
Counter Or Window Display. 
Takes Only 2 Square Foot 
Of Space...1T’S YOURS!! 


JUST ASK FOR IT! 


Write for free catalog describing our displays. 











SWING-A-WAY Mfg. Co. [Ss 
4100 BECK AVE. St. Louis 16, Mo. 


Conodian Representative 
Fox Agencies, Ltd., Port Credit, Ont. 
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CHICA 








ARCHITECTS ond BUILDERS | 
AGREE ON ~(CHICAGO) 


SPRING HINGES 


Streamlined "TRIPLEX" 
SPRING BUTT-HINGES 


Every year more and more Archi- 
tects and Builders of Modern arch- 
itecture are specifying Chicago 
“Triplex” Spring Butt Hinges and 
here are a few of the reasons why: 


1, They are smart looking and 
streamlined to harmonize with 
the most modern architectural 
requirements. 


2. Careful and capable designing 
has created many superior fea- 
tures of time tested advantages. 


Here is a product that main- 
tains our tradition for quality 
... @ tradition that has guided 
us through more than 60 years. 


. 


Spring Hinges of Quality 





U.S.A. NEW YORK 


Chicago Spring Hinge Co. 
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® Women who have tried the MET-L-TOP 
sit-down way of ironing say: ‘‘I never realized there would be 
such a difference. It’s so restful!’? The word is going around 
...a big new replacement market is open... every home is 
a prospect and every day more and more women are asking 
for the... 


‘sur-or-o AND 
Wie OP 


IRONING TABLE 


In MET-L-TOP you not only have the sales prestige of the 
“Big Name’”’ in ironing tables, but the advantage of more features 
that women want. You can sell “the difference’’ . . . and it’s “‘the 
difference’”’ that clinches sales. 


HERE ARE SOME of the BUY-APPEAL FEATURES 
YOU CAN POINT OUT to CUSTOMERS 











@£Easily-Operated Touch Con- 
trol Lever—Convenient finger- 
touch control is located just under- 
neath the table edge ...no grop- 
ing or fumbling. Six height 
adjustments, from 26 to 35% 
inches, made instantly. 


@Automatic Safety Lock: This 
ingenious, self-operating feature 
logks the table at the lowest posi- 
tion. Table cannot collapse acci- 
dentally. 

Extra Comfort: This new 
T-L-TOP provides the extra 
comfort of sit-down ironing. For 
stand-up ironing the table is quick- 


roowes by GEUDER, PAESCHKE & FREY CO. 


Milwaukee |. Wisconsin 


CONSUMER PRODUCTS 





ly adjusted to the right height to 
avoid back and arm strain. 

@Double Top is an exclusive 
MET-L-TOP feature. Two sheets 
of steel are firmly pressed together 
and eyeleted. Top never sags or 
buckles—full 15 x 54 inches in size. 

@Self-Leveling Front Foot al- 
ways keeps the table level. The 
wide sturdy feet rest firmly on 
floor ... will not tip, wobble or 
creep. Rubber tipped feet protect 
floor. 

@Non-Snag Construction, 
smooth, rounded metal parts, 
sturdy, rigid tubular legs. 
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Nationally Advertised 
FAIR TRADE Contract Price 


i 


7?” Guaranteed by @ 
Good Housekeeping 
oor 4s anvransto Wine » 










These “Speed-Top” MET-L-TOP models 
give you a complete line of outstanding 
ironing tables 

a 


ADJUSTABLE-HEIGHT MODEL 


This famous MET-L-TOP Ironing Table is easily and 
quickly adjustable to seven different standing positions... 
just the right height for short, tall or medium women. Has 
the many features that have made MET-L-TOP famous 
.-.-including exclusive double-top with hollow channeling 
--.-all welded and riveted construction ...no screws or 
bolts, no annoying squeaks or wobble, and many others. 
Nationally Advertised FAIR TRADE $ 1095 
Contract Price, 
@ NON-ADJUSTABLE MODEL: For women of 
average height, this model is the ideal ironing table. Has 
all the features of the adjustable-hefght model, except 
height adjustment. Should be tested to make sure that it 
is the proper height for the customer. The advantages of 
the adjustable height model, when needed, are well worth 
the extra dollar. 
Nationally Advertised FAIR TRADE $995 


Contract Price, 










for extra profits 


feature MET-L-TOP tai- 
lored-to-fit pad and cover sets. 
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Start the year 
right with National 
Hardware — 


and there will be more 
smiles in the kitchen! 


Styled in the modern mode to achieve 
architectural harmony in the stream- 
lined kitchen of today —the popular 
request of your trade is for genuine— 


(Yational, Cabinet Hardware 


Smart homemakers fully appreciate the attractive as well as the practical side of this 
gleaming, chromium-plated hardware. Plenty of handy cabinets offer finger-tip conven- 
ience for dishes and culinary appliances. Greater efficiency in the kitchen promotes 
more gracious living. Note the wide assortment of latches and pulls, designed to please 
the most fastidious. All National Hardware is carefully 
packed and labeled to assure the factory-freshness of 
the merchandise reaching your trade intact. 
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“It can be inexpensive 


without looking cheap” 


WALLACE 
BROTHERS 


Division of R. Wallace & Sons Mfg. Co. 
WALLINGFORD, CONNECTICUT 
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THIs attractive counter display-container 
is a sure-fire sales builder that can double 
and triple your sales volume on the hand- 
some new Wallace #828 pattern. Spot two 
or three displays on your counters... put 
these efficient “salesmen” to work! 

The “‘Star-Bright” #828 pattern is new 
and modern in treatment. Carbon steel 
base, double-coated with pure Malacca 
tin. A low-priced yet durable line of 
spoons, forks and knives. The exclusive 
Wallace double tinning process provides 
an extra bright and lasting finish—actually 
at Jess cost than comparable lines produced 
by standard methods. 


Here’s the deal! 


The special display deal consists of 6 doz. 
tea spoons, 3 doz. table spoons, 3 doz. din- 
ner forks, 2 doz. dinner knives. Assortment 
is packed in display container, and will be 
shipped as a unit. Please order through 
your jobber. 























IT PAYS TO HANDLE 
Rapidayton’s 
JET PUMP LINE 


Trouble-free performance and long service life 
make the RAPIDAYTON Jet Pump Line a very 
profitable one to handle. All models have one 
basic design and it is a very simple and easy 
matter to adapt them for either shallow or deep 
well service. There is a wide range of sizes 
which provides the right model for 
every type of installation. Fill 
out the coupon below and 
send it in TODAY. 


VERTICAL JET PUMPS— 
RAPIDAYTON'S complete 
line includes vertical 
pumps for both deep and 
shallow well service 
; h.p 
up to and including 1 1/2 


Sizes range from ' 


h.p. Supplied with any 
size tank 


HORIZONTAL JET 
PUMPS — RAPIDAYTON'S 
horizontal jet pumps 
range in size from 
h.p. to 1 h.p. inclusive, 
ith models suited for 
either deep or shallow 


well service. 


RAPIDAYTON ‘‘PACK- 
AGE SYSTEMS'’—The 
new RAPIDAYTON line fea- 
tures horizontal jet pumps 
for both deep and shallow 
well service—with pump 
ale) alt MlaMe Malelabaslaliel| 
tank when a ‘‘package 
system” is required 


THE DAYTON PUMP & MFG. CO., 
Dept. HA, 500 Webster St., Dayton 1, Ohio 


Please send me complete details and prices on the new 
RAPIDAYTON Line of Jet Pumps. 


NAME 





ADDRESS 





cITY 











NO FINER 
CABINET MADE 


—REGARDLESS OF PRICE 


You may search the market as carefully 
as you please but you will find no cabinet 
that surpasses the above illustrated Ideal 
model either in beauty or convenience 
features. 

Its glistening chrome finish inside and out, 
its modern-style mirror and its fluorescent 
lights set it distinctly apart from the gen- 
eral run of cabinets. 

Other features are: Adjustable shelves. 
Copper-backed mirror. Piano hinges. 
Cushion-spring door stop. Razor-blade 
drop. Convenience outlet. All wires en- 


18 Models 


@ Write for descriptive 
literature on our complete 
line of bathroom cabinets. 


Ideal 
Cabinet Corporation 


Division of Deslauriers 
Column Mould Co., Inc. 


7722 JOY ROAD DETROIT 4, MICH. 


CABINET 
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PEARL-WICK 
FLORAL 


SERIES 






















te oly on tll 
PEARL-WICK 


AMERICA’S BIGGEST SELLING, MOST EXTENSIVE HAMPER LINE! 






ters 
f Sete. 






the only One FOR YOU! 


peart-wex ROUNDER 









Sag PEARL-WICK 
ite 
PEARL-WICK a ROLLAWAY 
FLORAL Be 








SERIES 
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HESLER locks boast 

a beauty and symmetry in 
design all their own 
Durable, precision-made 
in every detail, 
smooth-working in action, 
easy to install 
they assure lasting 
satisfaction and perform 
ance in addition to the 


rr) 


Cyl-O- Latch 


TUBULAR 
ENTRANCE SETS 


TUBULAR LOCK SETS for passage, 


Solid Brass 


recognized economy. "e \ | closet, bedroom or bathroom Trim 


Exterior front or rear doors 


J. CHESLER & SONS, INC., BROOKLYN 6, N. Y. 





MANUFACTURERS OF MORTISE, TUBULAR AND CYLINDER LOCK SETS 


wheels-n-all ... the perfect carwasher 


the new product 
with new profit 


for. you 


Wheels-n-all is loaded with features 
that mean profit for you. It’s an item 
that customers pick up, look over and 
BUY ... with very little selling push 
from you. Check its features listed 
below. See how safe and easy carwash- 
ing and other’ outside washing tasks 
become. These features mean sales! 
Send today for information on dealer 
plans and distributorships. 


selling points for profit 


@ No marring or scratching. @ Attaches to garden hose in- 
Made of sponge rubber stantly. 
‘ and no-kink rubber tubing. 
@ Cleans car with less than 2 @ No need for _ buckets, 
buckets of water. sponges or chamois. 


@ Guaranteed workmanship 


and materials. @ Sponge rinses as it washes. 


Write today to 
HENRICO. 
101 NEAVE BLDG. 
CINCINNATI, OHIO 


get full details 
on liberal mark-up 


FARMERS & DEALERS AGREE - - 
“Canvas Kid Tarps Have | 
The Extra Features” 


YONE PROFITS WITH 
VAS KID FARM AND 
CK TARPS! 


FARMERS LIKE: 
@ Double locking spur-type grom- 
mets that hold and hold. 
@ Hems all four sides for extra 
strength. 


@ Closer .grommet spacing — ap- 
proximately every 3 feet. 
Water repellent and mildew- 
resistant treated for longer life, 
greater: economy. 


DEALERS LIKE: 
@ Solid margin of profit. 
®@ Attractive package—easy to handle, 
stock and sell, 


@ Extra features built right in with- 
out adding to the cost. 


$: ®@ Construction of every tarp insured. 








« 
peaté Canvas Kid Tarps made of finest quality canvas 
are a real profit item. Contact your nearest jobber or 

write to manufacturer for name of jobber in your area. 





CANVAS PRODUCTS COMPANY 


ment 
below 
stock 


1240 S. Seventh Street 7 St. Lovis 4, Mo. 
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A NEW une oF "XD HOUSEHOLD THERMOMETERS 
—— dl Mita 


cmap or wah AND 
eS 




































A COMPLETE THERMOMETER 
DEPARTMENT ON ONLY 11" 
OF COUNTER SPACE! 


THE EVENT OF THE YEAR! Introducing 
Cooper’s New DE-LUXE LINE OF HOUSE- 
HOLD THERMOMETERS in a glamorized, 
merchandised display assortment. Customers 
LOOK! BUY! Consists of 2 dozen house- 
oe hold thermometers, individually packaged, 
priced to SELL! Will add a distinctive year 
round profit packed line to any Hardware 
Store. Leading jobbers are welcoming this 
new merchandised display as the biggest 
thermometer opportunity in years. 
See, show, and SELL this profit 


we UL, 














Coos 





















































a 3 ‘ \e - f - Cae RN packed Cooper line. ORDER 
eewows! Coof a7: et <0 FROM YOUR JOBBER NOW! 
oot. - a) "gon! 
AVAILABLE! 
4 
\ HERE’S WHAT YOU GET! 
Thermometers are packed 41 
in standard 2 dozen assort- mn #A-1 De Luxe Assortment consisting of 
grom- ment — in quantities shown 4 #21 BANJO WALL THERMOMETERS 
below. Sales tests show that 4 #3 MURAL ROOM THERMOMETERS 
extra » should call ae i 4 #48 OUTDOOR THERMOMETERS 
COS CS Oy Sy See 4 #25 REFRIGERATOR THERMOMETERS 
— open stock, individually packaged, 8 #24 OVEN THERMOMETERS 
is available to fill out partially sold et nnn Sem $15.00* 
ildew- displays. Suggested SELLING PRICE ......c.c:csssssssseen ee: $25.00 
life, al i A $10.00 
4 MURAL-ROOM (*Slightly higher west of Mississippi) 
THERMOMETERS 
andle, 
with- 
sured. 
anvas mS) 
er oF ; 4 REFRIGERATOR 
THERMOMETERS THERMOMETERS 
ORDER FROM THE COOPER 
YOUR JOBBER Wd Mila OVEN THERMOMETER CO. 
, . TODAY! PEQUABUCK 3, CONN. 
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Here's a really new and sensationally beautiful can opener, 
smartly designed with features and performance never 
before found in a steel can opener... 
beauty in gleaming chrome and gay, sparkling colors. 
Rival Can-O-Mat Can Opener is in the low-price field— 
but for quality, construction, performance and beauty it’s 
in a class by itself! It’s the only steel can opener with 
Can-O-Mat’s world-famous features! 


EASY TO CLEAN @ FULLY GUARANTEED 
TWO MODELS 


STANDARD MODEL.. 
Deluxe Model.. 


NEW! MASTER GEAR 





The only tan opener with a new 
Master Gear to prevent locking. 
Self-aligning, precision Synchro- 
Mesh gears provide continuous 
revolution of the cutting wheel. 
The cutter and handle are always 
in gear for positive operation. 


The BIG SELLING CLEANER 


that REPEATS and REPEATS 
BECAUSE IT's 
FAR BETTER 


Proven by impartial tests of 
a nationally known Brush 
Manvfacturer to be the most 
efficient brush cleaner on the 
market... has further proven 
itself as a steady repeat sales 
builder. 10¢ size—24 pkgs. in 
unit, 25¢ economy size—2 doz. 





in case. 
Consumers Crack Filler 
(wood putty) preferred 
by professionals and 
home craftsmen alike 
because its powder 
form stays ready to 
use—mixes with water 
—works so easily. 


Consumers 
Patching Plaster 
++. mixes white 
in cold water. 





No checking or 
shrinking. Quick 





"Cat. No. 155—$3.98* 
NOW IN PRODUCTION! 








plus streamlined 


CAT. No. 160—$2.98* 


NEW! OIL CHANNEL 





This new can opener has an ex- 
elusive handy oil channel for 
oiling cutter and handle mech- 
anism. Oil flows through channel 
for constant lubrication. Cut- 
ting wheel is self-sharpening! 





# Subject to change without notice 


NEW! Ol RING 





This exclusive self-lubricating 
oil ring distributes oil inside of 
cutter to prevent clogging or 
sticking. Double plate reinforced 
construction prevents strain and 
wear on cutter stud. Both mean 
longer life! 


Cd B 


BROIL-O-MAT JUICE-O-MAT 








SHRED-O-MAT 


Rival 


MANUFACTURING 
COMPANY 
Kanses City, Mo 
Rival Manufacturing Co. of Canada, Ltd., 





NEW! SINGLE ACTION HANDLE 





Famous Can-O-Mat Single Ac- 
tion handle both pierces and 
opens cans automatically with a 
single turn of handle. Swiftly 
opens round, square, oval cans 
of all sizes, all shapes, leaving 
safe, drinking cup edge! Handy 
bottle opener, too! 


Sy 


STEAM-O-MATIC 


® TRADEMARK 





Montreal 











Tiger Grip bond to old 

pcg plaster without 

use on wooed _ Sizing. In, 212 

and concrete & 5 |b. cartons; 

floors—V2 pt. 2,5, 10 & 15 Ib. paper bags; 50 Ib, 
oe bags—100 & 300 Ib. bbls. 

ers. ORDER FROM YOUR WHOLESALER, 


CONSUMERS GLUE CO. 


515 N.. HADEET ST. 


ST. LOUIS 6, MO. 











SPRING 
HINGES 
ARE THE 


BUTTON TIPS 
STANDARD 
TYPE 

NO. 29. 
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RUBBER HOUSEWARE 
PRETTY PRODUCTS, INc. 
COSHOCTON, OHIO 







g COLORS, “USE: ME” 


HOM asHOCTON: OHIO 
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THAT DO 
a 


SELLING JOB 


FOR YOU 


Over 4,000,000 farmers are being 
told the Fultex tarp story in leading 
farm magazines throughout the U. S. 
Your best prospects are discovering 
the many added Fultex features that 
constantly do a selling job for you. 
All these features, plus advertising 
assistance by Fulton, make Fultex the 
easiest tarp to sell today! 





Rust proof grommets placed every 
three feet make Fultex tarps of 1000 
uses easy to use. Tough, durable, cot- 
ton duck, sewed with heavy-duty, rot- 
proofed thread means extra years of 
dependable service. 


The popular “Name-On-lt” feature, 


whereby the customer gets his own 
name on his Fultex tarp by mailing 


the order enclosed with each tarp for’ 


his personal name-plate. 


Colored canvas reinforcements under 
grommets give Fultex tarps triple- 
strength at all points of strain. The 
exclusive pressure impregnated “dry 
process” means top water repellency 
and mildew resistance — even in 
adverse weather conditions. 


Easy to handle too — because Fultex tarps 
are individually wrapped in all the pop- 
ular sizes. Write today for our attractive 
dealer offer. 


SLOW BAG & COTTON MILLS 
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ATLANTA e@ ST.LOUIS @ DALLAS e@ KANSAS CITY, KANS. 
DENVER @ MINNEAPOLIS @ NEW ORLEANS @ LOS ANGELES 
NEW YORK CITY @ WINTER HAVEN, FLA. 





Stock Up Now! 
imperial 
Calf and Cow Weaners 


Aluminum #345 
Now's the time to capitalize on Sizes 1-2-3 


the seasonal demand for 
Imperial Calf and Cow Wean- 
ers. Scientifically constructed, 
they do a complete, thoro-effi- 
cient job. What's more — 
Imperial’s quality builds re- 
peat business through cus- 
tomer satisfaction. Order from 





your jobber now! 
Sure-Cure 


Calf-Size #205 
IMPERIAL Cow Size #206 

CIT AND SNAP COMPANY 
RACINE, WISCONSIN 














Eureka Calf 
and Cow #260 





Sure Cure 

Dull Disc Type 
Calf-Size #203 
Cow Size #204 














Usually sales more than dou- 
ble each previous year. Your 
letterhead brings full informa- 
tion. Send TODAY! 


s Wind King Electric Mfg. Co. 
| Merrill, lowa Dept. HA-2 


HARDWARE AGE, FEBRUARY 22, 1951 




















e DEA 
1 


KHP 
4600 


HARDWAI 








#345 





205 
$206 








Ou- 
our 


. Co. 
. HA-2 


1951 









“To Decrease the Cost of Buying and Selling’’ 


HOTEL McALPIN 
HOTEL NEW YORKER 
200 FIFTH AVENUE 
1107 BROADWAY 














and other Permanent Shewrooms 








TOY MANUFACTURERS of U.S.A., Inc. 


200 Fifth Avenue New York 10, N.Y 








Keeps out hot 
Sun rayS... | 


eh 
\o¥ Brings in 
sens 3 conte more PROFITS! — 





NO OTHER SCREEN 
HAS ALL THESE 
FEATURES! 


| 
@ Aluminum construction | 
| 
| 
| 


Te “* 
ge a 
Fe ' ny 


throughout — using Kaiser 
Shade Screen 


ie Angled Louvres deflect heat, 
eliminate glare 


tis ne nae Easy to install 
Ee Fingertip contro! 


| @ Each screen individually packed 
in tube for easy storage. 


ial Winter ! 

a _ Offering Now Of 

cell KHP TENSION 
BAR SHADE SCREENS! 


e DEALERS e JOBBERS e« AGENTS 
WRITE, WIRE, PHONE FOR DETAILS 


KHP MILWAUKEE STEEL CO. & 
4600 W. MITCHELL ST.* MILWAUKEE 14, WIS. | 
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GLOBE 


The Profit Line of 
CHILDREN’S SKATES 








No. 84 — The 500-mile guar- 
anteed skate! Highest quality 
features including double-row 
one-piece heavy steel wheels 
f with 16 ball bearings cact 
a and sponge rubber instep pads 

cr al Colorful packaging 












No. 36 — A volume-seller. 
Quality-built but popularly 
priced. 8 ball bearing wheels, 
welded chassis, rubber shock 
absorbers and other features. 
Attractively packaged. 


No. 75 Fast selling begin- 
ners skate, with laced leather 
toe straps. 


“Tops with the Tots’ for 
20 Years 


Kids like speed. Globe gives it to them. Kids like a 
product with reputation. Globe supplies that, too. . . 
20 years of specialization in children’s skates. In ad- 
dition, Globe skates offer rugged durability, smart 
designs, colorful, eye-appealing packaging. All this 
means more sales for you, more good will among 
youngsters and parents in your neighborhood, Write 
us for complete information. 


GLOBE-UNION INC. 


Milwaukee 1, Wisconsin 


Eastern Sales Offices 


SOLLMANN & WHITCOMB 
200 FIFTH AVENUE © NEW YORK 10, N. Y. 
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NEW .. EASY TO OPERATE .. FAST SHOOTING 


NOBLE%:- 


WITH SPECIALLY DESIGNED MULTI-CHOKE THAT 
MAKES IT 9 GUNS IN 1 AT A TWIST OF THE WRIST! 


Another great gun by 
Noble to make more sales \\> 
for you. Beautifully bal- JJ \\ 

anced and finished; with js \ 

the newest, smoothest, & $ 
easiest operation ever de- Vp me 
signed in a pump gun. &> 
Has features found only 

in shotguns costing much 

more; yet it lists for an 
amazingly low price! Dis- 
play the Model “40” and 
hear your customers say: 
“GREAT GUNS”. .. it’s 
a Noble — Order from 


your jobber. 
& 


SPECIFICATIONS 


12 ga., 28” proof tested barrel with venti- 
lated ‘‘Multi-Choke”’ and Bradley type gold 
color bead signt. Tubular magazine, 6 shot 
capacity (5 in magazine, 1 in chamber). 
Push button safety. Fast, easy operation 
with new Noble action. Stock and forend 
American Walnut. ‘‘No-Shoc” rubber re- 
coil a? Length overall: 48”, wt. about 
7% S. 


































eal ded nddaadia ada mae ss 





1. Consistent Noble 
advertising in Field & 
Stream, Sports Afield, 
Outdoor Life and 
other big national 
magazines makes sales 
easier for you. Watch 
for Noble ads — they 
help your business. 


2. This attractively 
colored, hard hitting 
folder 
(available from your 
jobber) describes both 
the repeating shotgun 
and the Noble Model 
“33” slide action, 
hammerless .22 cal. 
repeating rifle. Order 
your supply today. 


consumer 
















There's Plenty of Demand 
for HOPPE PRODUCTS Woe 


Don't forget that ALL guns—active or idle—need 





winter care and protection. So—push Hoppe’s No. 9 
and Hoppe’s Patches NOW for the thorough removal 
of all lead and metal fouling. Sell Hoppe’s Lubricating 
Oil for all gun and trigger actions and don’t forget 
that Hoppe’s Gun Grease is “the tops” for protecting 
all stored guns from rust. Your jobber can supply you. 


FRANK A. HOPPE, Inc. 


2314A North 8th St., Philadelphia 33, Pa. 














y “CHICAGO” 


LEADERSHIP FOR 
MORE THAN 40 YEARS 







Builds 
Prestige and Profit 
FOR YOU! 


Generation after generation expects the outstand- 
ing dealers to carry “CHICAGOS” . . “The 
Choice of Champions’. The steady demand for 
these skates assure you of a fast turn-over and a 
clean profit on every sale. 

If you are not at present handling Shoe Skate Out- 
fits, write us for suggestions to help you cash in on 
the outstanding name in skates—‘CHICAGOS”. 


SEND FOR FREE SALES HELP 


Available to Dealers handling “CHICAGOS” is a 
beautiful 6 Color Counter Card with shelf for 
holding shoe skate. Also mats and electros for 
local Newspaper or Circular use. 
“Secrets of Rink Skating’ Booklcts 
at reasonable cost. 





Complete Catalog with helpful RINK SKATE 
POINTERS will be sent Dealers upon request. 








CHICAGO Rott SKATE Co 


MFGRS. OF RINK & SIDEWALK SKATES, LAWN SPRINKLERS 


SCREW MACHINE PRODUCTS 








4456 West Lake Street, Chicago 24, Illinois 
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HELPS YOU WIN 
SALES WITH THESE QUALITY 


Bristol 


HE HORTON BRISTOL MFG CO 


GLASS RODS | 


Only BRISTOL Glass Rods build your sales 
by giving customers this double-pledge of 
satisfaction: 

(1) Each rod is guaranteed for three years 
against breakage due to faulty material or 
workmanship. 

(2) This 3-year guarantee is fully insured 
... (only BRISTOL does this) ... by the Au- 
tomobile Insurance Company of Hartford, 
Connecticut. 

Included in the BRIstoL Glass Rod line 
are superstrong, superbly-balanced rods 
with “‘just-right” action for baitcasting, 
trolling, spinning. Stock and display them 
for bigger glass rod sales this season. Prices 
range from $7.95 to $22.50 (tax included). 


BRISTOL SOLID GLASS 
CASTING ROD, NO. 86 


This aristocrat of solid glass 
lengths, 444, 5, 5% feet. Has 3 ped frame 
guides and casting top. Black painted trim. Chuck- 
type, offset aluminum cast with aluminum 
forward grip. Rear grip is “Bristol Pride,” a long- 
wearing slipless combination of rubber and cork. 


Advertised Nationally by 
The Horton Bristol Manufacturing Co. 
Bristol, Conn. 
Originators of the steel fishing rod 
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THE ROYAL CHEF 
BARBECUE GRILL 
1S MAKING SALES HISTORY! 





7 
* 






THIS BARBECUE 
GRILL HAS EVERYTHING— 
AT A PRICE ALL YOUR CUS- 
TOMERS CAN AFFORD 










AT THESE SALES FEATURES! 


Handsome design—baked-on ‘“Sun-Glo" finish 
—chrome spit—white enamel sauce pans — 
beautiful from every angle. 

Chef's delight—large, roomy grill, removable 
spit, 2 sauce pans, carving board, bun warmer 
compartment. Ample size firebox with easy-to- 
empty ash pan. 

Portable—when set up it rolls about easily. Then 
folds down to 8” x 22” x 42” for carrying or 
storing. Durable finish to prevent rust. 

Priced to sell—the amazingly low price of these 
grills will help you clinch the sale. We made 'em 
to sell—and to give the dealers a good profit. 
Three models, Model Number 30 shown above. 


Made by the makers of famous 
Royal Gas Heaters. Royal makes 
one of the world’s finest lines 
of gas heaters—all sizes and 
models. 


Write us today for full particu- 
lars and name of your nearest 
Royal distributor. Let this grill 
help you to more profits—don’t 
delay. 


OGA IMPLEMENT & MANUFACTURING CO. 
CHATTANOOGA 6, TENNESSEE 
Quality .... Since 1891 





69 




















All Wool Felt for Greater Efficiency 
USE ONLY General Sclters CARTRIDGES 


Over a million users of General Fuel Oil Filters are 
proof of their greater efficiency. To retain peak efficiency, 
be sure you install a genuine General Filters replacement 
cartridge at least once each season. . 


Only General Filters gives you an all-wool cartridge which 
is impervious to water. Their “step back” design provides 
far greater surface area and consequently faster dirt ab- 
sorption. The chemically treated, 
fine-mesh, wire-screen center core 
acts as a secondary filter and pre- 
vents any lint from getting to the 
burner nozzle. The uniformity of 
the felt eliminates any chance of 
«- channeling. Designed especially 
for gravity or pressure fuel oil 
burners, only GENERAL Filters 
gives you all these features. Get 
the best—they cost no more. 


GENERAL FILTERS SAYS: 


Do your customers a favor—see that they have a genuine 
replacement cartridge at least once each heating season. 


GENERAL FILTERS 12890 WESTWOOD AVE. 
INCORPORATED DETROIT 23, MICHIGAN 


CANADIAN FACTORY BRANCH: CANADIAN GENERAL FILTERS, LTD., 2679 DANFORTH AVE., TORONTO 
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ALL TYPES PIES 
Jig, Coping, Jewelers’, Fret, Scroll, Hack, Machine ee Wright Hexagonal Netting requires 


’ Se little or no stretching. Woven even- 





a 


World-famous Trojan a ly with perfectly straight selvage. 
Saw Blades. Over 130 ee =. Users find that it hangs like a cur- 
different types for on 
every hand and power 
sawing operation. Un- 
equalled in quality. 
Teeth are individually beweegee §=trademark. 


Blades are hardened 
On 2On wm am 


tain, straight and even throughoui. 
When they need more they ask for 
the netting with the famous rooster 


and oil tempered for 
a long, sharp life. 


Ackermann - Steffan Div. 
PARKER MFG. CO. 


Worcester, Mass. 
































Insist on 
TROJAN by name 


I 
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The Plastic 


(sarden Hose 








that 
makes ’em 


Ring 
os 
X 
* 
Representatives 
Roy A. Smith Robert S. Stephens 
218 Lexington Building 7720 N. Sheridan Rd. 
2970 West Grand Bivd. Chicago, Illinois 
Detroit, Michigan Tel.: Ambassador 2-1725 


Tel.: Madison 5721 


James H. Savage Associates 
20 Vesey Street 

New York, New York 

Tel.: Barclay 7-7264 


DPE PEPPY 








4 = 


Made And 


Guaranteed 


FOR FIVE YEARS 


by a nationally-known plastics 
company with years of experi- 


ence in the industry. 


~~ 


SA Loh Sa 
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Your cash register will sing a spring song of 
profit if you stock this fast seller. 


Here’s the hose that’s made of top-grade, virgin 
vinyl and guaranteed for 5 years against defects in 
material and workmanship. 


Full 1/4,” inside diameter. Kinkproof and crack- 
proof. Attractive green, semi-gloss finish. Non- 
rusting, machined-brass couplings made especially 
for plastic hose. 


One-third lighter than ordinary hose yet with- 
stands normal water pressures many timés over. 
Should last a lifetime. 


Priced to meet ail competition. Regular trade 
discounts. 


PLASTICS Co. 


142 Parsons Ave . ADams 9315 
Columbus 15, Ohio 
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by GRIFFIN 





For more than 50 years Griffin 
hinges have been known for their 
fine materials and workman- 

ship. Griffin hinges are 

part of a wide variety of light 
builder’s hardware .. . 

quality produced by 

i; 5 Griffin. 
We very DOOR NEEDS THREE! 


RIFFIN- 


anufacturing Company 
ERIE +» PENNSYLVANIA 


SALES OFFICES 


45 Warren Street, New York 7, New York 
1639 Fargo Avenue, Chicago 26, IIlincis 

9344 Woodward Avenue, Detroit, Michigan 

115 Broad Street, Boston, Massachusetts 

1355 Market Street, San Francisco 3. California 
917 St. Charles Avenue, Atlanta, Georgia 
3082 North Harwood, Dallas, Texas 

4524 East 60th Street, Seattle, Washington 
785 North President Street, Jackson 6, Mississippi 
4638 Mill Creek, Kansas City, Missouri 

2611 Garrison Bivd., Baltimore 16, Maryland 
1620 Garfield Street, Denver 6, Colorado 

















RUBBER GARDEN HOSE: 
@ “STANDARD” — One Ply 


5-year guarantee — 5%” 1.D., available Black 
covering; 25’ or 50’ lengths. 


“ATLANTIC” — One Ply 
10-year guarantee — %” 1.D., available with 
Black, Red or Green covering; 25’ or 50’ 
lengths. 


@ “CRANSTON” — Two Ply 

15-year guarantee — %” 1.D., HEAVY DUTY, 
with Black, Red or Green covering; 25’ or 
50’ lengths. 






but & 
t just © braid zs ORE 
Not } DURABLE, M' 


with the 


NEW 


ATLANTIC 


Viver ALL 


de , 
s hose corries 


PLING 
urt-FLo COU er the 


the wot 


* Aquo 3 Ube “DELUXE” ALL PLASTIC 


10 year guarantee — lightweight, won't 
kink or crack, dirt wipes right off. Red, 
Green, or Silver, 25’ or 50’ lengths. 


° Bellefonte ALL PLASTIC 


5 year guarantee — low-priced promo- 
tional hose in Green, Maroon or Silver 
metallic colors. 
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How to make 
PAINT PROFITS 





) 
J } 


Pleased Lucas customers 
multiply rapidly, becoming 
enthusiastic boosters. 

That means faster turnover, 
bigger volume and increased 
profits for a dealer like yourself. 


You'll also appreciate the 
assurance that through periods 
of war and peace, for more 
than a hundred years, 

the quality of Lucas Products 
has been rigidly maintained 
to highest standards. 


If you are interested in 

a reliable paint line, 
aggressively merchandised, 
please advise us. 

















° Great Name in PA\ NS 


TRADE MARK REGISTERED 


JOHN LUCAS & CO., INC., ADMINISTRATION OFFICES: PHILA., PA. Offices, Factories, Warehouses in Principal Cities 
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Patterns are available for practically 


ONLY all plows, listers, middlebreakers in No. 1 soft 
ao ae | center or No. 2 crucible steel of the highest 

quality obtainable. Send today for catalog and 
trade prices. 








COMPARE! S 
ken Bearings 
long wear. Tor 
Blades stay st 














Here’s why it pays to feature just 
4 or 5 different Allenco sprinklers, STAR MANUFACTURING COMPANY 


with nozzles and accessories — | DIVISION OF ILLINOIS IRON & BOLT CO. 
CARPENTERSVILLE, ILLINOIS, U.S.A. (EST. 1873) 








COMPARE! S< 
is totally enc 
adjusted. 


@ You are more certain of prompt, ample delivery! | 

@ Your mats feature just one brand, pull better! WORKSHOP MOTORS | o# 
@ Your display is more compact, more forceful! AT 3 A R ¢ A | N ) R | ¢ F 5 

@ With less variety, your personal selling is faster! 


@ You tie-in with the biggest Allenco advertising! AY) /| More Tools—Faster conan 


ing or bending 
WIDE SELECTIONS INCLUDE — 









@ You choose just the items that sell best for you! 























COMPARE! Sx 
Grass Guard: 
from winding 







PARKSIDE — today’s JUSTRITE — new model RING—All heavy sheet 
greatest sprinkler value! of the most widely brass, crimped all 1/HP WORKSHOP MOTOR 






























COM 
Adjustable for large, used nozzle! Factory- around at two points Fastest-selling. Lists at only Free 
spray or siream,? ste: sure’ Rugged, relicble, under omy, municipal | $39.98. Ya HP, 3450 RPM, 115 V. 1-HP WORKSHOP MOTOR - 
tionary or. rotating. right-priced, nationally pressure. Fine spray, Capacitor type. Double shafts. Lists at $65.95. Out-sells any Pa 
chrome fillings, 2-tone. advertised. covers more area. Totally enclosed. Ball bearings. | 1-HP, 3450 RPM, 115/230 V. th 
| Overload protected. Switch | 60 Cy. double-shaft, ball- 
ORDER FROM YOUR JOBBER NOW and cord. Handles 101 tool bearing workshop capacitor 
— jobs efficiently and economi- motor. On-off switch. 14/2 
If he hasn’t enough selection of Allenco sprinkling cally. No. 4K152. cord. No. 4K324. 
equipment, write for names of jobbers in your area. 
USE YOUR NEARBY GRAINGER STOCKS 






ESTABLISHED 1887 @ Lowest Net Motor Prices @ Motors for Every Need 


@ Strict Wholesale Policy @ Fast Shipping Service _ i. 

WAV D yn IL IL E IN Write for Wholesale Motor Catalog oo \. 

° ° fraction on gra 
Manufacturing Co. W.W.GRAINGER,INC. 


CHICAGO 6 «+ NEW YORK 7 43 WAREHOUSE STOCKS, COAST-TO-COAST 
Gencral Offices: 740 W. ADAMS, CHICAGO 6 
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Sure As Shootin’ 


SAVAGE 
ard Chief 


21-inch power mower 


STANDS OUT 
BY COMPARISON 





COMPARE! Savage uses Tim- 
ken Bearings for precision and 
long wear. Tougher ‘’Sta-Temp” 
Blades stay shorp longer. 


oa 


COMPARE! Savage Chain Drive 
is totally enclosed, yet easily 
adjusted. 


COMPARE! Savage Fingertip 
Controls, conveniently mounted 
on handle, no tiresome stoop- 
ing or bending. 


COMPARE! Savage protective 
Grass Guards prevent grass 
from winding at ends of reel. 


COMPARE! Savage 

Free Floating Handle 
minimizes ground 
shock, vibration. 
Parks in one-third 
the space. 


COMPARE! Sovage Large 
Heavy-Duty Tires are over-size 
for longer wear ond positive 
fraction on grades. 













Be Ready to Cash in on this Fast Selling, 
THE 
Biggest Profit Making Line of 


INSECTICIDES AND FUNGICIDES 





















Now’s the time to anticipate the needs 
of amateur gardeners in 1951. Stock 
and display attractively packaged, in- 
formatively labeled Niagara Farm and 
Garden Brand dusts and sprays. Cash 
in on a sure-shot demand—gain re- 
peat sales from their effective bug and 
blight protective properties. National 
advertising builds acceptance. Fairly 
priced to give your customers a full 
measure of value, to return a generous 
margin of profit to you. Write for 
complete details. 


ee 
®@eeenes la ara: <n 
Ls! 


CHEMICAL DIVISION 
FOOD MACHINERY AND CHEMICAL CORPORATION 


Middleport, N. Y. 





Original 


9 COLORS 
5 SIZES 






Here’s your chance to get on the big-profits band 
wagon with Lazy Ike and the other Ike Lures. 
Lazy Ike’s fish-getting fame has multiplied sales 
across the country and far into Canada. In just a 
tke Lures are Fair few years, Ike lures have earned a place among the 


Traded 


No, O (Tiny).$1.19 - 
ae. Cee top sellers everywhere. Get these extra profits your 


No. 4 (Husky) $1.40 self. Ask your jobber, or write for complete catalog 
facts today. 



















EASY TO HANDLE—Sizes and color combinations of Ike 
Lures have been held to an absolute minimum. You can 
offer the complete line with less cost and faster turnover. 











WRITE FOR CATALOG 


= KAUTZKY MFG. CO. 


— DEPT. H21, FORT DODGE, IOWA 
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MERCURY WHEEL GOODS include Autos, 
Trucks, Wagons, Velocipedes, Chain-Driven 
Tricycles and Pack Cycles. The only line with 
full ball-bearing wheels on every model! 


MERCURY BICYCLES include deluxe and stand- 
ard models; sizes from 26” down to 12” park 
cycles ,«. Equipped with famous MUSSELMAN 
COASTER BRAKES, another M-O product. 


URRAY OHIO 
HE NO. LINE FOR OVER 22 YEARS! 


/Mutray Ohio wheel goods arid bicycles have long 
béen accepted by the trade as leaders in their field 
{. . Today, we are producing as much as possible 
within the limitations of material shortages beyond 
our control... We do pledge, that in spite of these 
difficulties, there will be no reduction in Murray 
Ohio standards of quality—now, as always, those who 
sell Murray Ohio products will be selling the finest! 


MURRAY-GO-ROUND is America’s finest baby 

_ walker-stroller, with ten outstanding features 
of design. Nationally advertised to millions 
of new mothers. 

















‘in DIAMON D aa 


FINEST QUALITY 


DIAMALLOY TOOLS 


METAL CUTTING SNIPS 





SLIP JOINT 
SIDE CUTTING PLIERS 





HEAVY 


DUTY 
DIAGONAL CUTTING PLIERS 


STAPLE PULLERS 


— 


FEATHERWEIGHT 
ADJUSTABLE WRENCHES 





Precision made ... drop forged of tool steel to offer you 
the finest tools obtainable anywhere. Diamond Calk's 
guarantee is the guarantee of your customer's satisfaction. 
Sold by leading jobbers everywhere. 


DIAMOND CALK 


HORSESHOE COMPANY 


DULUTH 
MINN. 


4622 GRAND <'DIAMOND> 
AVENUE YY? 


Manufacturers of the World's Finest Tools 








“a 


wv 





78 
















YOUR CUSTOMERS ARE 


WATER CONSCIOUSLG% 


FOR A FAST PROFIT, DISPLAY 


FAUCET REPAIR SETS 


STOP FAUCET DRIP QUICK—EASY! 









aT ORS Pe UKD G @ NATIONALLY 
Se 
$"Guaranteed by >) ADVERTISED in 
Good Housekeeping EVENING POST, 
a GOOD HOUSE- 
wr as AbvearistD TE KEEPING & other 
publications. 


Every o’MALLEY Faucet Repair Set car- 
ries the GOOD HOUSEKEEPING guarantee 
seal—including the O’Malley Repair 
PARTS CARD (39c), the O’Malley No. 3 
DRIP STOPPER SET (85c), the O’Malley 
ALL-PURPOSE FAMILY SET—both drip- 
stopper and nu-seater tools and parts— 
($2.95 retail) ... A set for every purse! 
ASK FOR CATALOG FOLDER 


EDW. O’MALLEY VALVE CO. 


CHICAGO 28 


11948-50 S. HALSTED ST. 

















SOUTHINGTON SQUARES 
ADD UP TO DEALER 
PROFITS 





Buy ‘em! Stock ‘em! Sell ‘em! 


See for yourself how Southington high quality squares win 

customer acceptance for you. Complete line of aluminum 

and steel squares in various finishes. 

ALSO TRY SQUARES, MITRE SQUARES AND BEVELS 
Contact the Jobber Nearest You 


THE SOUTHINGTON HDWE. 
Since 1867 


MFG. COMPANY 


Southington, Conn. 
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popular sizes 


79 watt 125 watt 
$650 $650 
LIST LIST 
e 4 TIPS. 3 Special tips — straight, 45° and 90°. 


One tip for heavy duty work. 

EXCLUSIVE GUN GRIP HANDLE of durable, lus- 
trous plastic — ALWAYS COOL. 

BUILT-IN STAND. 

PERFECT BALANCE makes soldering a joy. 

SPRING CONSTRUCTION automatically regulates 
pressure for all work. 

CHROME PLATED over nickel and copper to 
resist corrosion. 

LONG LIFE exclusive Lenk metal-clad heating 
element. 

e APPROVED by Underwriters’ Laboratories and 

Canadian Standards Association. 
e NATIONALLY ADVERTISED. 


Sells on Sight to Hobbyists, Professionals and Home Mechanics 
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Shown with straight special tip 
and odapter 
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Comes with 3 special use tips 
— plus heavy duty tip 





Ri 






sreee 
eemree 
= 


3: ih 
—<e 


HREDIGH 








“iz. 






G 


BUILT-IN STAND lets 
iron rest safely on 
work table. No scorching. 











Peset sep satel e ry Siers 


LT haat 57ers Larzisry, i 
- yeasty 


Mfg. Company 


30 Cummington St. 
BuSTON 15, MASS. 


79 














A steady customer who can rely with con- 
fidence on the performance of the mer- 
chandise you sell is the life blood of your 
business. 











AVON 950 
OSCILLATING SPRINKLER 





That’s why you can confidently sell him the Avon 
Oscillating Sprinkler, knowing that you are build- 
ing good will. It will give thorough irrigation to 
a lawn area of 1500 square feet or more, depend- 
ing on water pressure. 


No pooling or run-off. All parts completely rust 
proof. Rugged but light-weight construction, 44 
Ibs. Individual sprinkler nozzles with easy clean- 
out feature. 4 position adjustment. Fully guar- 
anteed. List price $14.95. 


Once you sell an Avon, it stays sold. No time- 
consuming returns. 


AVON ROTARY SPRINKLER 
MODEL 700 


PRICE $4.95 


THE FAMILIAR LINE OF 
YELLOW SPRINKLERS 





WORCESTER 4, MASSACHUSETTS 


60 
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BIG LAWNS [Format Gardens 
Kil Loan £WoadkBatlidsz 


Whatever the Grass Cutting Problem... 
| pacobsen | Has the Answer 







































REAR DRIVE MOWERS 


for Landscaped Lawns 





SIDE WHEEL MOWERS 


for Fast, Open Cutting 


Noted for rugged stamina and 
easy handling on lawns of 
all sizes. Three models: 
cutting widths 
from 21 to 26 
inches (includ- 
ing riding type). 


Reel type mowers with rear drive 
for close trimming and superb 
smoothness of cut. 
Three sizes: 21, 24, 
and 30-inch cutting 
widths (including 
riding type). 


POWER UNIT WITH LEAF MILL, 
SICKLE MOWER, LAWN MOWER 


ROTARY DISC MOWERS 


the Combined Purpose Machines 


















Ideal town and country mowers Here’s a new labor-saving oF 
because of their ability to cut all combination. With these attachments, 
growths quickly, cleanly. Seven the Model A does the work of three 
models: cutting widths from machines, handling weed cutting, 
18 to 62 inches (in- aon wor ig ond lent 
dading riding disposal jobs quickly, 
type) easily. The dependable 
. quick-starting Jacobsen 
engine has ample 
reserve power. 
Attachments mount 
easily, with only 
three nuts to tighten. 
Write for full details on the new Jacobsen- 
i Worthington sales program — planned 
ie ge a profits — with the most 


ages somplate tie i the lente. ~ MANUFACTURING COMPANY 
set es gp ete | RACINE, WISCONSIN 
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Hardware 
Wall Section 


New CONGRESS LUBRALIFE 
PILLOW BLOCKS 


Permanently Lubricated 
Self-Aligning 


Throw away that dirty, messy oil can! Congress Pillow 
Blocks never require oiling, yet there is no oil drip. 
They are rust free, quiet, trouble free, easily installed. 


© Perfect Alignment 

¢ Rugged Construction 
* Heavy Load Capacity 
¢ NO OILING! 


Oil resisting rubber grommets 
equipped with static dissipa- 
tor, to prevent transmission 
of any vibration of the ro- 
tates parts, are also avail- 
able. 





The test tube at the right shows the actua/ 
amount of oil contained in a %" bore 
Lubralife bearing. 


Write for Literature on Pillow Blocks and 
SPECIAL PULLEY ASSORTMENTS 


CONGRESS °::° DRIVES 


3750 E. OUTER DRIVE, DETROIT 34, MICH. 
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INCREASE YOUR MERCHANDISING 
AND SELLING EFFICIENCY 


die MERCHANDISING AND 
DISPLAY EQUIPMENT 


Make seasonal or merchandise changes 
quickly, economically; increase sales 
volume with more merchandise on dis- 
play. Stimulate impulse selling by visual 
merchandising; increase customer con- 
venience by direct presentation. Choose 
flexible, basic equipment for longer 
service; lower operating and installation 
cost; equip your store with Séacemacter/ 








For new ideas and suggestions, -” your 
copy of our newest Sz. eter - 
just off press. Write today, Dees. HA- 2 

















© BRING BIGGER PROFITS TO YOU 
© DESIGNED TO DO A BETTER JOB 
© GIVE REAL CUSTOMER SATISFACTION 





























KantLeak Products . .. a proven 
line of brass valves and fittings e~ i 
designed in various sizes, , vA by 
shapes and types to meet all = Qo 2:)))'1’/' 
requirements. To keep up with 
demand, Anderson KantLleak 
Products are being produced in 
ever increasing volume .. . 
lowering your costs... increas- 
ing your profits. 


@ Kantleak Valves...designed | 
with solid bottom and packed 
top... the ideal shut-off for 
hard to hold fuels. 

@ KantLeak Tube Fittings .. . 
manufactured true as to 
thread dimensions and size 
to meet the most exacting 

conditions. 


See your local jobber or write to us for 
further information 































ANDERSON BRASS COMPANY 


5306 TWELFTH STREET, DETROIT 8, MICHIGAN 
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Why you can sell 
more 


AMERICAN J me 
FENCE 


than any other brand 








AMERICAN STEEL & WIRE COMPANY, GENERAL OFFICES: CLEVELAND, OHIO COLUMBIA STEEL COMPANY, SAN FRANCISCO 
TENNESSEE COAL, IRON & RAILROAD COMPANY, BIRMINGHAM ° UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


Var us mo AMERICAN FENCE in uct Gan any her brand, 


AMERICAN FENCE 





1-119 
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Musical extravaganzas were enacted under this giant tent ‘at the Chicago Fair. It accommodated an audience of 2,000, 


Over 14,000 feet of Columbian Pure Manila Rope were dependable Rope. Every fibre resists wear, water 
used in this mighty tent. Columbian Rope was its very and abrasion — every foot is guaranteed for quality, 


backbone — spiderlike Columbian network supported strength, durability, service. Columbian is quality con- 
trolled from the moment the fibre is selected in the 


the canvas — Columbian guyed the poles — staked 
Philippines till the finished rope is wrapped for ship- 


down the canvas. 
That's a responsible job—but Columbian’s a ment. Sell Columbian and be Sure. 


COLUMBIAN ROPE COMPANY 


400-70 Genesee St., Auburn, “The Cordage City”, New York 


- a \ 
! y 


| COLUMBIAN 
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PULLING POWER 


in sales and 
performance 


LAWN PATROL POWER MOWER 


21-inch cutting width 
1.6 hp., 4-cycle engine 










% Streamlined appearance 
%x Top-quality construction 


% Built for years of customer 
satisfaction 


order from 


your jobber MDS ML Bol eu ey 
NOW 


OTTUMWA, IOWA 
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SHURLOK GLASS KNOB BEDROOM OR 
BATHROOM SET... “smart looking” mem- 
ber of the new Shurlok line featuring 
sparkling beauty, lifetime quality, econo- 
my and sensational new style construction. 


NEVER UNDERESTIMATE THE STRENGTH 


















There once was a carpenter named Long, peor 
Who thought glass was fragile—not strong. > nto |e 
.» Until one day—while hammering away, , 
A TEGCO GLASS KNOB proved him wrong. iG “= 
memes 5 ware 
cay <9 
verte IN “we 
vor SOY: 
WRITE FOR COMPLETE NEW LITERATURE AND NAME OF NEAREST JOBBER — il lait “== la 
pon “yey =  aoeey os Ee 5 
TECHNICAL GLASS COMPANY, INC. pi and distinction ... _ 
2050 EAST 48TH STREET, LOS ANGELES 58, CALIFORNIA Siew H000 — oa 
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...4 MODERATELY PRICED Black Hose 


unconditionally GUARANTEED 
for 5 years! 









The finest-looking black hose in all America—and 
just as strong and well-built as it is good-looking. Its dura- 
bility is fully attested by the unconditional 5-year guarantee. 

And the moderate price is truly appealing these days 
when customers are likely to be demanding more for their 
money. You can really get volume sales in 1951 on this 
most attractive black hose. 


Gates TRUCORD Black 


A ¥g” hose at a price your customers will like. ¢ Rot 
resistant tube @ Layer of rayon cords ® Withstands many 
times ordinary water pressure ® Cover resists weather and 
abrasion ® Full-Flo Couplings are solid brass. 


...and here are TWO MORE Really BIG SELLERS 
Still Within the “Thrifty” Price Range 


TRUCORD RED ; TRUCORD GREEN 


| A better grade one braid hose. Costs = %@ Bulle and coupled like TRUCORD 
| only a trifle more and has an attrac- #4 Black (above). Very attractive green 
} tive red cover. Red does not fade. Wm cover does not fade. Unconditionally 
Unconditionally guaranteed for 10 guaranteed for 10 years. 
years. 


All Backed-up by These TESTED SALES HELPS 


rox! ‘hic remem) and this POPULAR 


Soir cere | UNCONDITIONAL GUARANTEE 


" JT Super Strength N” LO’ CORD 


& 

@0:8 

<2 | . - , -¥ <i 

ry = his’ iG - ; you sa 

eos | Au : a pera eat be replaced free 
\LAWN = GARDEN rn | —-. 

3 HEADQUARTERS. Hose © bn = 

Spine ere Po LO LO ABE ! 
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LOOK AT THE COMPLETE LINE 
Fee om NOW” 


OTT RTT. See how it gives you 
nee | a Hose that will 


— Fit Every Pocketboo 


GARDENETTE 


Built with Featherweight Nylon Cords which, weight for weight are 
actually stronger than steel. 

4 @ Inside tube is rot-proof @ Color will not rub off @ Has Full-Flo 5%” 
nickel plated couplings @ Cover resists weathering and abrasion @ Stands 
many times ordinary water pressure. 


PLASTI-CORD 


, A Reinforced Rubber Garden Hose with a Beautiful Plastic Cover Available 
ae ; ae in 5¢” or 2” diameter. 

Seal @ Inside tube is seamless and rot-proof @ Reinforced with a layer of tough 
rayon cords @ Withstands many times ordinary water pressures @ Has 5” 
solid brass nickel plated Full-Flo Couplings @ Beautiful shiny cover. Will 
not stiffen up on cold days @ Resists oil, weather, and abrasion. 


FULL-FLO MODERNETTE 


Red and Green. Has a Full 9/16” diameter—Doesn’t Choke Water Flow. 
ee @ Has nickel plated Full-Flo Couplings crimped four times for a perma- 

nent connection @ Withstands many times ordinary water pressures 
® Color will not rub off @ Resists oil, weather, and abrasion. 


PLASTI-PLY 

A laminated TWO PLY Plastic Garden Hose. 

@ Withstands several times ordinary water pressures ® Holds solid brass 
Full-Flo Couplings permanently @ Resists oil, abrasion, and weathering 
indefinitely @ Color will not rub off @ Flexible. 


GREENLAWN 


A double braid professional type hose of the finest quality. 
@ Rot resistant seamless inside tube will not chip or flake @ Has double 
braid of high twist rayon cords used in truck tires @ Cords are bonded 
together with layer of tough rubber © Withstands many times ordinary 
water pressure @ Cover resists oil, abrasion, and weathering indefinitely 
© Has nickel plated Full-Flo couplings crimped four times for permanent 
leak-proof connections. 
This premium quality hose is available in either 4g”, 34” or 1” diameter. 
| Vv Uj iL Cc © 

Se & f 
as ¢ A Popular Priced Double Braid Hose. Available in %” or °4" diameters. 
ae a @ Tube is seamless and rot proof @ Double layer of strong rayon cords is 

, bonded together with layer of tough rubber © Withstands many times 
ordinary water pressure @ Genuine red rubber cover is specially designed 


to shed dirt, will resist weathering and abrasion indefinitely @ Has solid 
brass Full-Flo Couplings @ Color will not rub off. 


,Gnd G4 Ga pnuce teade 
Attractive sales { 
disks keep hose 
neat, give you a 
display anywhere 
in your store. 


RIPPLE 


A Leader Type One Braid Black Hose. 


© Designed specially for competitive purposes @ 3%” inside tube @ Layef 
of tough cords @ Rugged corrugated cover @ Withstands ordinary city 


water pressures @ Has standard %” brass couplings. 
REG. u, s, pat. OFF 


GH-512 


See preceding page for TRUCORD Black, Red and Green that will be unusually BIG SELLERS in 1951 
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f /  DOUBLE-SEWED 
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S% DEFENSE ORDER PRIORITY 


YES 

E iM millions of yards of canvas 
are going for defense and your customers 
know it. But do they know Eagle Farm Tarps 
are still available! Here’s your chance for 





more sales and more profits by stocking 
Eagle Tarps and telling the farmers in your 
community that you have them. Farmers and 
Truckers want and need Eagle Tarps... 
the only tarpaulin with rope sewed in hem 









FARM TARPS AND 
TRUCK TARPS 


Manufactured by 


H. WENZEL TENT & DUCK CO 


1035 PAUL STREET 
LOUIS 4, MISSOURI 


THROUGHOUT — 
seams, hems and corners 
ROPE IN HEM TAKES / 
STRAIN OFF CANVAS — ; ST 
grommets won't pull out 
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4 OUT OF 5 WHOLESALERS CARRY EAGLE TARPS 











around all edges, giving 203% greater 
strength and preventing grommets from pull- 
ing out. Factory written guarantee assures 
positive consumer satisfaction. The original 
packaged tarpaulin for easy selling. Send for 
free ad mat for your local paper to help you 
sell your customers by tellirig them you have 
Eagle Farm Tarps and Truck Tarps for im- 
mediate delivery. Check your stock and 
order from your favorite jobber salesman. 


8S G2 ae ae ee A ee ey ee 
Ps 


Please send me free ad mat on Eagle Farm Tarps 
and Truck Tarps. 


H. WENZEL TENT & DUCK CO. 
1035 Paul Street 
St. Lovis 4, Missouri 


NAME 





ADDRESS. 
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presents 


the 


SCHLAGE pressure maid! 
Rela @ 





A complete outfit at 
a very low price 
Nationally advertised 
fo your customers! 


This is the spray painting outfit 
| you have been asking for. Small, compact, 
rugged and priced to satisfy your thrifty 

customers. Outfit includes 15 feet spray 


hose, two nozzles, gun and canister. 
For over 25 years 


in all types of homes, 
outstanding commercial buildings | Like all Campbell-Hausfeld com- 
: pressors the Pressure Maid is precision built. 
and even in the world’s greatest ‘ ‘ : 
Deep cooling fins are cast integral with 
cylinder block. Cylinder honed to mirror 
durability and economy | finish. Bearings of bronze. Splash oiling 


have been proved. system. 


Every Pressure Maid compressor is run 
8 in on test line and checked before ship- 
ment. No comebacks for adjustment or 


SCHLAGE LOCK COMPANY repairs. 


2201 Bayshore Bivd. Empire State Bidg. 


nase society | Write for specifications 
and price list. 


ocean liners, Schlage Locks’ 


THE CAMPBELL-HAUSFELD CO. 
FEE) RAILROAD AVENUE BLU Litto), mela l(¢ 
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by offering them Space-Saving 
STANLEY SLIDING DOOR HARDWARE 


Specially designed Stanley Hardware answers all 

sliding door needs. Every detail spells perfection. 

Doors glide smoothly in a V-shaped track. And you 

can adjust them simply with a screw driver after 
; installation without removing trim. 


THE STANLEY WORKS, NEW BRITAIN, CONNECTICUT. 


[STANLEY] 


Reg. U.S. Pat. Off. 
HARDWARE + TOOLS «+ ELECTRIC TOOLS + STEEL STRAPPING + STEEL 
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HELP YOUR CUSTOMERS GET FUNCTIONAL SIMPLIC 
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Select the Correct Stanley Hardware 
for all these installations 
— and many more 


Complete, simplified plans 
packed with every set 








Single Door with pocket. 


Single door mounted inside closet. 











* — —_—_ 


Double doors with pockets. 


Double doors mounted inside closet. 


poem 
Double by-passing doors. 


--, 


————— me 


Three by-passing doors. 


ne ad 
fF ___—___-—_ -—_—_— 
. —=s 





Four by-passing doors. 




















































METAL 
WEATHERSTRIP 
MANUFACTURERS 










METAL WEATHERSTRIP 


. can be readily sold by all hardware stores. Many 
home owners prefer to install their own Metal 
Weatherstrip. It’s easy to install... it’s a definite 
defense against rain, wind, storm and snow ... and 
most important, it saves fuel. Savings in fuel cost 
range from 20% to 30%. 

Members of the Weatherstrip Re- 
search Institute manufacture metal 
weatherstrip for all purposes. It is 
available in attractive coils and pack- 
odie Ask your jobber or write direct 

for complete information. 


Wh 


WEATHERSTRIP Desearch INSTITUTE 


| , 


BOX 101 + RIVERSIDE, ILLINOIS 
Weatherstrip—the original Fuel Conservator .. . 
Saves Most Fuel in Proportion to Cost! 





MONARCH METAL WEATHERSTRIP CORP. 
6333 Etzel Ave., St. Lovis 14, Mo. 
WATIONAL GUARD PRODUCTS, INC. 

P. O. Box 1520, Memphis, Tenn. 
NATIONAL METAL PRODUCTS CO. 

1025 Chateau St., Pittsburgh 12, Pa. 
WICHOLS METAL STRIP SERVICE 

2104 Gilbert Ave., Cincinnati 6, Ohio 
REESE METAL WEATHERSTRIP CO. 

712 Park Ave. S., Minneapolis 15, Minn. 
ROBBINS MFG. CO. 

1815N. Central Park Ave., Chicago 47, lll. 
SECURITY COMPANY 

1757 Puritan Ave., Detroit 3, Mich. 
SOUTHERN METAL PRODUCTS CORP. 

921 Rayner, Memphis, Tenn. 
SPANJERS CO., A. J. 

82 Tenth Ave., N.E., Minn, 13, Minn. 
WARNICA PRODUCTS 

6416 S. Ashland Ave., Chicago 36, Ill. 


ZEGERS, INC. 
8090 So. Chicago Ave., Chicago 17, lil. 


Sepcteen WEATHERSTRIP CO. 
1 N,. Knox Ave., Chicago 39, Ill. 

‘iia WEATHERSTRIP MATERIAL CO. 
1960 E. 59th St., Cleveland 3, Ohio 

| CECO STEEL PRODUCTS CO. 

! 5701 W. 26th St., Chicago 50,! Il. 
CENTRAL METAL STRIP CO. 
4343 N. Western Ave., Chicago 18, Il. 
CHAMBERLIN CO. OF AMERICA 
1254 LaBrosse St., Detroit 26, Mich. 
DENNIS & CO., W. J. 

F 4444 W. Irving Park, Chicago 41, Ill. 
DORBIN METAL STRIP MFG. CO. 
2410 S. Cicero Ave., Chicago 50, ill. 
E-Z TIGHT, INC. 
611 S. Broadway, Albuquerque, N. M. 
GARDNER WIRE COMPANY 
1325 S. Cicero Ave., Chicago 50, til. 
MACKLANBURG-DUNCAN CO. 
Box 1197, Oklahoma City, Okla. 
MASTER METAL STRIP SERVICE 
1720 N. Kilbourn Ave., Chicago 39, iil. 
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PEERLESS 
rtutomatte 


CELLAR 


DRAINER 


UNIQUE FLOATLESS SWITCH ASSURES 
DEPENDABLE OPERATION 


Ys HP 
SUMP 
PUMP > 
MOTOR 


> 
POSITIVE 
ACTING 
SWITCH 







8’ EXTENSION 
CORD 


‘FLOATLESS” 
OPERATION 
THROUGH 
POSITIVE 
DISPLACEMENT 


STAINLESS 
STEEL 
SHAFT 


VERTICAL 


OPEN | MPELLER DISCHARGE 


BRASS 
SCREEN -> 


PEERLESS PUMP DIVISION 


FOOD MACHINERY and CHEMICAL CORPORATION 
Factories: Los Angeles, California; Indianapolis, Indiana. 
New York; Atlanta; Chicago; St. Louis; 


Offices: 


No Water Logging 
or Bent Rods 

to cause 
Malfunction 


FEATURES: 1 h.p. sump pump motor; 
capacities: up to 2600 gallons per 
hour; non-corrosive construction; non- 
clogging; round base, no legs to 
break off; vertical discharge requires 
no extra fittings. 


Designed for high capacity and 
dependable automatic operation 
for all domestic and commercial 
applications including cellars, 
basements, pits, tunnels, sumps, 
boiler rooms, etc. All construction 
materials are rust-resistant for 
lifetime service, without care of 
attention. Standpipe is all brass. 
Pump shaft is stainless steel. Pump 
base, volute and impeller are all 
bronze. Switch operates through 
positive displacement of “‘floatless” 
floats. No rods to bend, no floats 
to become waterlogged. Easily 
adjustable for variable limits of 
sump liquid level. Get the full 
details of this addition to the 
complete line of Peerless domestic 
water systems today. You can sell 
its high quality, positive operation, 
rugged construction and its 
Peerless name with complete 
confidence and with profit. 
Catalog and price information 
upon request. Write today. 


GD 


a 


Fresno; 


Los Angeles; Phoenix; Dallas, Plainview, Lubbock, Texas; 


Albuquerque, New Mexico. 





FILL ALL YOUR CUSTOMERS’ NEEDS WITH 
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WATER SYSTEMS 


THE COMPLETE LINE 
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GREATER 
VALUES 
INCE 1902 









Davis qual 


BUILT THE BEST=SELLS THE BEST 


Now, more than ever before, your customers will appreciate the 
three-fold advantages of the new Davis line for 1951— 


(1) “Built the best” quality that insures longer service life. 


(2) Performance—model for model, hand or power—that appeals 
to your most exacting customers. 


(3) Confidence—faith and respect for the Davis NAME as a 
source of greater value since 1902. 


And for you there’s a fourth advantage— More Davis advertising _*an Prices 















to pre-sell your best prospects—plus Davis exclusive, sales-  ¢. o. b. Factory 
clinching merchandising features. Plus Tax 
Lead with Davis’ bigger, better line for ’51—See your Jobber— 
or write us for full details. $ 
G. W. DAVIS ‘CORPORATION 
RICHMOND, INDIANA, U.S.A. © Established 1902 “Built the Be 
biggest value in 18” power mower 


SALES LEADING DAVIS 50/50... 
Every quality feature plus exclusive Davis Safety 
Flex-A-Matic Clutch. Simplest. Safest. 

—Briggs & Stratton and Clinton 1.1 H.P. Engine 
—Hyatt Automotive Precision Roller Bearings 
—Semi-Pneumatic Rubber Tires 
—Flex-A-Matic Clutch with Full Safety Releaset 


Leisc Srauypf 
dt i 


BR 


oJ 
Heavy-Duty Model B & S-18 or C-18 
Engine: Briggs & Stratton or Continental 
1.1 H.P.—Single V-Belt Drive serves as 
clutch, Roller Chain Drive countershaft to 
reel. Controls: Direct, conveniently located 
hand lever for V-belt idler. Fingeretip 
throttle control. Timken Tapered Adjust- 
able Roller Bearings on reel shaft. Cruci- 










MODEL 51 
$115.95* 


Mga 


Tang bardeng: 


AMERICAN 


HOME 


‘inch cut 
Vertical-Type Clinton 
14 to 2 H. P. Engine 


zel! | 


tExclusive Davis Safety FLEX-A- Competitive MODEL 33 








: — CLUTCH Outstanding Value at Low Pricee 

-Belt Automati Automotive Roller Bearings « 10” 
! - 

} pe nnn. al Solid Rubber Tires ¢ 5 Blades e 

i = ———— Four Spiders « High Carbon Steel « 

i oo, 16-Inch Cut ¢ Wood Handle with 

3 contaled. Catch enn- Metal Handle Irons « Davis Unit 

; 4 PA isicgoy trate Boxed « Color: Gold with Red Trim 
No adjusting required. 


DAVIS UNIT BOXED! 
EXCLUSIVE! PATENTED! GGqeam Sones 6 
New! Improved! Smartly Designed 


4, : 10” Wheels « Semi-Pneumatic Rub- 
ber Tires « Five 6” Reel Blades « 
Four Spiders « Automotive Roller 
Bearings e High Carbon Steel Lipped- 
Edge Cutter Blades e Size: 16-Inch 
Cut ¢ Wood Handle with Metal Han- 
die Irons « Davis Unit Boxed « 
= —— Color: Canary Yellow with Canter- 

bury Blue Trim . 








ble Chrome Alloy Blades. Exclusive Davis 
Single-Screw Adjustment. Cutting width 
18”. Value leader in its class. 


Heavy-Duty Model B & S-22 or C-22 
Engine: Briggs & Stratton or Continental 
12 H.P.—Simple, accessible Dual V-Belt 
Drive serves as clutch. Roller Chain Drive 
countershaft to reel. Controls: Direct, con- 
veniently located hand lever for clutch. 
Finger-tip throttle control. Timken 
Tapered Adjustable Roller Bearings on 
reel shaft. Crucible Chrome Alloy Blades. 
Exclusive Davis Single-Screw Adjustment. 
Today’s best buy in a heavy-duty mower 


More Davis National Advertising with 22” cut. 








Whispering MODEL 77 
Streamline Styling « 10” Wheels 
Semi-Pneumatic Rubber Tires « F 
6” Reel Blades « Four Spiders 
Automotive Roller Bearings « Hi 
Carbon Steel Lipped-Edge Cutt 
Blades « Size: 16-inch Cut « Tut 
lar End Metal Handle with Plas 
Handle Grips « Davis Unit Boxed 
Color: Comber Green with Gold Tr 


Whispering MODEL 78 
Beautiful! Streamlined! « 10” Whe: 
e¢ Semi-Pneumatic Rubber Tires 
Five 6” Reel Blades « Four Spide 
e Precision Automotive Roller Be: 
ings e High Carbon Steel Lippe 
Edge Cutter Blades « Size: 16-In 
Cut e Tubular Metal Handle wi 
Plastic Handle Grips e Chrome-Plat 
Reel Shield « Davis Unit Boxed 
Color : Canterbury Blue with Gold Tr 








#100 Foot Connected Coils 


04 





3/8 inch 


no measuring, ao weighing. no recoiling. 


} Attractive package! Conven- 


: ee put-up! Counc? Coping suggests need! 
Save Space—Boxes stock compactly. Easy tohandle. 


Get more information about this up-to-date way to 
o build oat bee iy apy A! 








AMERICAN MANUFACTURING Company 
Brooklyn 22, NM. Yi 
ROPE + TWINE + OCAKUM + ‘PACK! 
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How to Reduce Your 








J. K. LASSER 


Let’s assume you know tax re- 
turn fundamentals. I want to take 
you to a more fertile field. I want 
to show you here—the unusual— 
the uncommon—the out-of-the-ordi- 
nary—in taxes—the real source of 
tax savings. 
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> Will you be wasting hard-earned dollars when 
you make out this year’s tax return through 


ignorance of the law? 


> Read this article by the nation’s foremost tax 
authority for valuable tax-saving ideas. 


By J. K. LASSER 
New York 


The time you devote to your tax 
return should not be only a record- 
ing of your activities of last year. 
I want to use that time as a stimu- 
lus for profitable tax planning for 
you. 

Uncle Sam does not want the tax 
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dollars that get into your tax pay- 
ments by oversight, error, or ignor- 
ance. And if you let them slip out 
of your cash register—you, alone, 
are to be blamed. 

Here is a check list of many tax- 
saving ideas to think about when 
you make up your return. Most of 
them are not flagged in your books 
or records. 

Many of them are missed in the 
routine collection of information 
for reporting. 

Many of them don’t show up un- 
less you are alerted to their tax 
significance. 

Many of them will stimulate you 
to raise your head above your rec- 
ords. Then you'll be aware of the 
rare opportunities to cut your 
taxes. 

Most of them are possible oc- 
currences in your normal business 
or personal life. And they repre- 
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sent cash dollars—good dollars— 
dollars that are worth more than 
100¢: net dollars—net after taxes. 


Rates Have Been Upped 


Your personal rates have gone up 
to war time levels, eased by split- 
ting income between husband and 
wife. The 1951 tax bill will go up 
(over 1949) at least $232 for a 
married man with one child if his 
income remains at $10,000. A 
$25,000-a-year man will pay $792 
more in 1951. And the prospects 
are that the 1951 rates will be fur- 
ther increased. 

For 1950, these rates hit one 
quarter of your income—$58 more 
for the $10,000-a-year-man, $198 
more for the $25,000-a-year man. 
The increase is accomplished for 
1951 by taking away the credits of 
17, 12 and 9.75 pet that were de- 
ductible from the “tentative” tax. 
For 1950, you get 75 pct of these 
credits—13 pct, 9 pet and 7.3 pct. 

Your corporation pays 23 pct on 
its first $25,000 for 1950—42 pct on 
all income over that. For 1951, it 
will pay 25 pct on the first $25,000 
and 47 pct on all income over 
$25,000. The notch—53 pct rate 
that was imposed on income be- 
tween $25,000 and $50,000—is out. 
Elimination of the notch actually 
reduces the tax bill for many 
medium-sized corporations (pro- 
vided they do not have tu pay any 
excess profits tax). 

Your corporate payments have 
been speeded up. Instead of equal 
quarterly payments, 30 pct of the 
tax is payable in each of the first 
two quarters of 1951. Then, in each 
subsequent year, 5 pct more will be 
due for each of the first two quar- 
ters until, in 1955, you’ll have to 
pay 50 pct in the first quarter and 
50 pct in the second quarter. 





What You Must Include 


Each year’s return should be 
complete. You are expected to make 
every reasonable effort to ascertain 
the facts necessary for a correct 
return. 

Your expenses, omitted from one 
year’s deductions, cannot be used 
to reduce the income of a subse- 
quent year. 

You have the right to deduct all 
authorized allowances within the 
year. But if you do not use this 
right, you may not deduct such 
allowances in the next or any suc- 
ceeding year. But in a going busi- 
ness of any magnitude, there are 
certain income and deduction items 
which overlap from one year to the 
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next. As long as these do not ma- 
terially distort your income, they 
may be included in the year in 
which, according to a consistent 
policy, you take them into your ac- 
counts. But you must meet these 


principles: 

(A) Wherever the purchase, or 
sale of any kind of merchandise is 
an income-producing factor, inven- 
tories should be taken at the be- 
ginning and end of the year for use 
in computing the net income. 


‘Uncle Sam does not want 
the tax dollars that get into 
your tax payments by over- 
sight, error or ignorance. And | 
if you let them slip out of your | 
cash register, you, alone, are to | 
be blamed. 








(B) A distinction is made _ be- 
tween capital outlay and expense. 
Expenditures to acquire equipment, 
etc., should be charged to capital 
account, not to an expense account. 

(C) If the cost of capital assets 
is being recovered through deduc- 
tions for depreciation, depletion or 
obsolescence—no expenditure to re- 
store the property, except for ordi- 
nary repairs, should be claimed as 
a deduction. 

The Gimbel, Macy, and May de- 
partment stores shifted to the last- 
in first-out inventory method for 
the year ending Jan. 31, 1942, 
through Jan. 31, 1948. This saved 
them $22,400,000 in taxes. The 
most experienced retail accounting 
man we know now thinks that the 
rise in the price level over 1950 and 
1951 will be high enough to produce 
substantial tax savings for retail- 
ers who shift. Before deciding, re- 
tailers must watch the development 
of prices and shortages until their 
financial statements are due. 

Perhaps you should change from 
first-in first-out to last-in first-out: 
Such a switch will avoid tax on in- 
ventory profits resulting from 
rising prices. If you are now on 


last-in first-out, check to see if 
your inventory has run so low that 
you will have to pay tax on the sale 
of old inventory bought at much 
lower prices. You can avoid this 
by replenishing your inventory be- 
fore the end of the year. 

Companies using the last-in first- 
out inventory method will get re- 
lief if shortages prevent them from 
replacing inventories. When they 
replace the “liquidated” inventory, 
they will be allowed to charge back 
to the year of “liquidation” the dif- 
ference between high replacement 
cost and the cost of the inventory 
liquidated. Companies forced to 
liquidate inventory during World 
War II have until Jan. 1, 1953, to 
replenish. Those forced to liqui- 
date their basic inventory in tax 
years ending after June 30, 1950, 
and before Jan. 1, 1954, will get re- 
lief if replacement takes place be- 
fore Jan. 1, 1956. 


How LIFO Method Works 


This method assumes that the 
latest purchases are the first sold. 
That leaves the earlier purchases 
to be included in the closing inven- 
tory. Its use produces a higher 
cost of sales and therefore lower 
income in periods of rising prices. 
The reverse is true if prices decline. 

The right to use the “last-in first- 
out” (LIFO) method of inventorying 
for tax purposes is subject to this 
—it must also be the method of 
annual accounting reports to part- 
ners, or other proprietors, or to 
beneficiaries for credit purposes 

You are now permitted the com- 
bined use of the retail method and 
the last-in first-out method. 


Advantages of LIFO 


In the present period of rising 
prices, your inventories will be be- 
low actual cost and also below the 
current market prices. The cost of 
goods sold will be made up of cur- 
rent (higher) costs, not the costs 
of the earliest items in your inven- 
tory. Therefore, your profits will 
be lower using LIFO than if you use 
the ordinary inventory methods. 
You will find LIFO advantageous, 
when: (A) You have a large inven- 
tory investment in a period of ris- 
ing prices; (B) You keep a basic 
inventory and you want to keep it 
from being affected by price fluctu- 
ations. 

Over a long period, the tax result 
will probably be lower taxes, than 
by use of the other methods, if we 
have graduated rates. And by 
using LIFO, you may be able to get 
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tax control in a year when you de- 
sire lower taxes. 

LiFo avoids paper profits and 
losses due to inventory inflation. It 
permits realistic statements of 
operation. Changes in inventory 
values are less violent. 

You level off taxed income. That 
gives you greater stability. 

Sudden collapse of inventory 
values, always leading to business 
failures in periods following price 
inflations, is cushioned. 


Storm or Flood Losses? 


1950 was a big year for storm 
losses: How do you compute a prop- 
erty loss partly covered by insur- 
ance? Determine the value of the 
property before and after the dam- 
age. Compare the difference with 
your cost. Deduct the insurance 
proceeds from the lower amount. 
That’s your deductible loss. If there 
is no insurance, your loss is the 
difference in the value of the prop- 
erty before and after the damage, 
but not in excess of its cost to you. 

The big thing is to establish the 
size of the deduction. You deduct 
the difference in value of the whole 
property before and after the dam- 
age. If the damage is large, get an 
appraisal from a real estate man. 
In a recent case, a $30,000 loss was 
allowed after expert witnesses tes- 
tified that the loss of trees in a 
hurricane reduced the value of an 
estate by that amount. ; 

Wealth of detail, either in an 
appraisal or a memo about the loss, 
is a big help. Take pictures of the 
damage. Keep repair bills or esti- 
mates of replacement costs. They’re 
not conclusive, but are frequently 
accepted as a measure of loss. Also, 
keep records of the cost of remov- 
Ing uprooted trees or other debris. 
; Where the insurance company re- 
sists payment, and you are reason- 


ably sure of collecting something, 
the courts allow you to hold off the 
deduction until the claim is finally 
settled. The Bureau doesn’t always 
agree. Safest course is to take the 
loss in the year of the casualty. 
Otherwise, you may find that year 
outlawed if and when the deduction 
for the later year is questioned. 
Sometimes the damage will not be- 
come apparent until the following 
year. Then, the loss is deuctible, 
when it’s discovered. If you’re not 
sure and the amount is important, 
you can protect your deduction by 
claiming it in both years. 


How to Report Previous Losses 


If you have a 1948 loss, 1950 is 
the last year against which a 1948 
loss can be deducted. If a 1949 loss 
exceeds 1950 income, the balance 
can be carried forward to 1951. 
These are the factors to consider: 

A 1950 loss can be applied to get 
a refund only against 1949’s profit. 
If your loss is up to the level of 
1949’s profit and you put income 
forward into the high rates for 
1951, you will obtain a tax credit 
which would be lost otherwise. The 
use of the refund money, plus the 
certainty of tax credit, must be 
weighed against the higher tax 
rates which will apply to income 
thrown ahead into 1951. 

Any excess of 1950 loss over 1949 
profits can be carried ahead against 
profits for the next five years. 

Don’t count on carrying a 1950 
loss back against 1949 profits un- 
less you have discounted the 1949 
profit for wholly tax-free interest 
and for the untaxed portion of any 
long-term capital gains. 


Your Business Tax Planning 


Are you getting all you should 
from your present depreciation 








Do You Know ? 





..When to use LIFO? 
. How to handle storm and flood losses 
. How to report previous business losses 
. How to handle cost litigation 
...When to deduct charitable contributions 
..What to do with 1950 checks cashed in 1951 
.Proper deductions on trips for your health 
. How to support entertainment deductions 


If you don’t know the answers to these questions, read this article; 
you'll find helpful answers to these, and many other questions. 
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rates? Should you change your 
depreciation rates or claim obsoles- 
cence on your property? You can- 
not take advantage in later years 
of a failure to take any deprecia- 
tion allowance or to adjust an in- 
adequate allowance in prior years. 
Maybe you should get an expert to 
give you an opinion on the reason- 
able life this year. 

For any kind of unrestricted ad- 
vances or deposits, a down payment 
on a completed sale is income for 
1950. But you have income in 1951 
if, in 1950, you—Accepted an op- 
tion payment that suspends receipt 
of income until the option is exer- 
cised or the payment forfeited; or 
if you set conditions, escrow ar- 
rangements, or other delays in pass- 
ing title; or if you accepted a bare 
promise to pay. Non-negotiable 
promissory notes or property with 
no fair market value puts off in- 
come until something of measurable 
value is received. 

Are you litigating any 1950 
costs? If you contest expenses, you 
are not entitled to a deduction until 
the matter is settled. You may have 
no deduction until your liability is 
fixed and certain. Contests of ex- 
penses are tied in with the need for 
considerable study if the deduction 
is important to you. 

Perhaps present settlement of 
your obligations may be tax-wise. 
Sometimes you can gain tremen- 
dously, tax-wise, by liquidating (in 
high tax years) obligations that 
will carry into more difficult years. 
For example, you probably can get 
an immediate deduction if you 
settle in cash for— 


(A) Bad leases that are likely 
to be burdensome in later years. 


(B) Contracts for services or 
materials that eventually will be 
expensive and difficult to carry in 
later years, or sales contracts which 
may be difficult to perform. 


(C) Many kinds of adverse liti- 
gation or contingent liabilities, and 
all related expenses. Liquidate 
them now when taxes are high. 


(D) Obligations for a purchased 
asset that will not be used in later 
periods. See if you can get a pres- 
ent deduction by returning the 
asset and taking your loss now. 

Can you “hedge” against a pos- 
sible loss? You want to study your 
assets, obligations and contracts to 
find if you can now “hedge” in any 
way to prevent losses. If you settle 
or take your loss now, you may save 
a material part of your tax this 
year. That may net you much more 
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cash than to take your loss in a 
later low tax year. 

Are payments coming to you for 
property you sold in 1950? If you 
were not paid in full on a sale or 
exchange, consider the option to re- 
port transactions on the installment 
basis. Then you can postpone your 
tax from sales to future years. 
This method is given all install- 
ment dealers. You may also use it 
if you— 

(A) Make a casual sale of per- 
sonal property, of more than $1,000. 
Your first year’s payments must be 
30 pct or less of sales price. The 
property must not be the kind that 
is includible in inventory. You may 
use the installment basis for this 
sale alone regardless of how you 
regularly report. 

(B) Sell or exchange real prop- 
erty. Your initial payments — all 
those you receive in the tax year 
of the sale — must be 30 pct or less 
of the sales price. However, these 
do not include a mortgage assumed 
or taken over as long as it does not 
exceed your cost of the property. 
You may use the installment basis 
for this sale regardless of how you 
report regularly. 


Now, About Personal Deductions 


Did you make a charitable con- 
tribution—other than in cash? For 
an individual, a pledge is not enough 
to support a deduction. Checks 
must be delivered within 1950. A 
corporation on the accrual basis has 
the option to deduct, either in 1950 
or next year, contributions voted 
in 1950 and paid before March 15. 

Contributions in securities or 
other property which have appre- 
ciated in value, allow you to deduct 
the present value of the property, 
thus saving capital gains tax. If 
you have property which depre- 
ciated in value and you sold it, you 
get tax credit for the loss. You get 
a deduction for the cash proceeds 
you donated. 

What ought you to do with your 
1950 checks cashed in 1951? Did 
you deposit a 1950 check in 1951? 
In a recent case, the check was 
dated Dec. 30. The payor told the 
payee that the check was being 
mailed and could be deposited im- 
mediately. The payee, on the cash 
basis, deposited it in January. The 
Tax Court held that the income was 
realized in the later year. 

A check not cashed or deposited 
until 1951 may be reported in 1950 
by a cash basis taxpayer. Be pre- 
pared to prove actual receipt in 
1950. It’s probably enough to prove 
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that the check was mailed so that 
normal delivery would result in De- 
cember receipt. If the payor re- 
quested a delay in depositing, it’s 
income for the year of deposit. 

Are you sure of your exemptions 
for dependents? To get an exemp- 
tion for a relative, you must fur- 
nish more than half of his or her 
support. Where two members of a 
family contribute equally to the 
support of another member, neither 
is entitled to the exemption. 

Did you go to a warmer climate 
for the winter? For some people it 
was not a question of pleasure, but 
one of health. Frigid, inclement 
weather will not speed recovery 
from a bout with pneumonia. Nor 
do the aged or delicate welcome 
cold, biting winds. 

If a change is necessary for your 
health, you may be able to deduct 
your traveling and living expenses 
while away as medical expenses. 
But to get the deduction, you must 
prove that your expenses were in- 
curred in the care, alleviation or 
prevention of some existing or im- 
minent disease or physical defect. 
Thus, you will generally have to 
show— 





(A) The trip was for a real 
medical reason—it was not a pleas- 
ure or vacation trip. 

(B) The change in climate was 
in actual treatment of an ailment. 

(C) The trip was a temporary 
change. Your moving expenses 
when you permanently change your 
home from a colder to a warmer 
climate are not deductible. 

(D) The trip was recommended 
by a doctor. Your own belief, un- 
supported by medical evidence, that 
your trip was necessary, will carry 
little weight with the U. S. Treas- 
ury. 

However, the recommendation of 
a doctor will not guarantee the 
right to the deduction. In a recent 
case, a taxpayer was allowed to de- 
duct his expenses on two trips to 
Florida. His doctor recommended 
a third trip, but the medical ex- 
pense deduction was denied. The 
taxpayer was unable to prove that 
his third trip bore a close connec- 
tion to the cure of an illness suf- 
fered more than three years pre- 
vious. 

You will stand a better chance 


(Con‘ixued on page 125) 


Moves the Closeouts at 10 for $1 


A special display counter for 
closeout merchandise in the Fred 
Purel Sheet Metal & Hardware, 


1721 Quindaro, Kansas City, Kan., 
has proved to be one of the store’s 
best traffic getters. Items that have 
become shopworn or that are slow 
sellers are stacked on the counter 
and offered for sale at 10 cents each. 

But many customers are led to 








make a full $1 
sign’s suggestion. The store also 
buys many closeouts and small 
gadgets specially for the bargain 
counter. So successful have these 
specials been that the idea is being 
expanded to include one counter for 
the ladies, and another for the men, 
near the tool and builders’ hard- 
ware departments. 


purchase at the 


Salesman Fred White waits on a customer. 


\ « 
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Here are the live bait tanks at Johnson Hardware with, left to right, Richard 
and Albert Johnson, store owners. The tanks are rejected frozen food lockers. 





Live Bait 











A live bait department can make 
a very successful traffic builder for 
developing sporting goods sales. 

That has been the experience of 
Richard E. and Albert D. Johnson, 
owners of Johnson Hardware, 1224 
North Snelling Ave. St. Paul, 
Minn. 

The bait department, and an en- 








































Builds Sporting Goods. Traffic 


Johnson Hardware tripled its fishing rod and 
tackle sales after it opened a new live bait 
section. Here's how they built and operate 


the live bait department * 


larged sporting goods section, was 
opened last summer and since that 
time the store has recorded an ex- 
cellent bait business and sporting 
goods sales have risen substan- 
tially. 

The bait department and the en- 
larged sporting goods section are 
housed in a new 25x30 ft. concrete 
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block addition to the small sub- 
urban store. 

An example of the improvement 
in sales since the opening of the 
new department is that in 1949 the 
store moved six minnow buckets, 
while in the May-October period in 
1950 the store sold 81 buckets. 
Sales of fishing tackle and supplies 
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have increased correspondingly as 
the store has come to be known as 
a headquarters for fishermen at- 
tracted by the live bait department. 

Before deciding upon their new 
department, the two brothers vis- 
ited numerous hardware stores in 
St. Paul and nearby Minneapolis. 
They found many with fine sport- 
ing goods departments, but none 
with live bait departments. So 
they figured they could install such 
a department and push it heavily. 

The first job was to get the 
proper tanks to hold the minnows 
and to provide fresh, running water 
for the various compartments. The 
Johnson brothers contacted a frozen 
food locker manufacturer and got 
some reject freezer tanks for their 
bait tanks. The cost was very low 
and the reject tanks were ideally 
suited for the purpose. 

There are 10 tanks in all. Each 
is 17 in. wide, 28 in. in length and 
19 in. deep. Each tank is covered 
with a metal frame door employing 
screening. These doors were made 
by the brothers themselves, who 
also installed the piping and set 
the tanks on a special metal rack. 

They estimate the labor and ma- 
terials on such a job might run 
$400 if a dealer had to buy every- 
thing and hire the work done. The 
Johnsons figured they spent no 
more than $150 on the bait depart- 
ment. 

The kinds of bait which are of- 
fered to the fishermen, practically 
12 months a year, include frogs, 
grub worms, night crawlers and 
minnows. All the live bait is pur- 
chased from special farms which 
raise it for live bait stores. There 
is no difficulty in getting all the 
bait needed, says Richard Johnson. 

In advance of their opening day 
for the new bait department, the 
Johnsons placed signs in hotels, 
filling stations, taverns, garages, 
etc., which offered a free trial dozen 
California golden grub worms to 
every fisherman coming to the 
store, as long as the supply. lasted. 

The signs also advertised the 
fact that the store is “right on the 
way to the lakes,” and that “Minne- 
sota and Wisconsin fishing licenses” 
are also in stock. 

Outside the store there is a large 
round sign on a metal base, with 
copy reading: “Open . .. Live Bait 
in Rear.” The sign is sturdy and 


cannot blow over in the wind. As 
fishermen come along the highway 
and spot that sign, they know they 
can get bait by driving to the rear 
of the store. 

A large sign, “Live Bait,” at the 


‘~y 
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Curb sign designed to attract the 
fishermen driving past the store. 


rear of the store building facing 
the alley, also locates the spot 
quickly for fishermen. 

The Johnson brothers say that 
the only disadvantage of the live 
bait business is the long hours that 
the store must remain open to 
handle the trade. On week days 
the store is open 7 am to 7 pm to 
accommodate the bait trade. On 
Saturdays, Sundays and _ holidays 
the bait department opens at 7 am 
and remains open until noon. 

However, the store hours are so 
staggered that the long schedule is 
not too difficult to manage. The ex- 
perience of the Johnson brothers 
has been that most bait customers 
need hooks, sinkers, lines or per- 
haps rods and reels, when they come 
in for live bait. The Johnson 
brothers estimate that at least half 
of the live bait customers purchase 


other items in the sporting goods 
department. Bait customers, too, 
often come in five to 10 times per 
season for bait. 

The store charges 50¢ a dozen 
for small frog bait, 25¢ a dozen for 
grub worms, and 2¢ each for night 
crawlers. Minnows range in price 
from three dozen for 25¢ and up. 

Cash ringups for bait range 
from 50¢ to $3.00. For large pur- 
chases, some fishermen bring a 
large milk can and put their min- 
now purchases into it. 

The Johnson brothers plan to 
have bait all year around because 
there is a lot of fishing through the 
ice in this region. 

“We have tripled our sales of 
rods and fishing tackle through our 
new bait department through the 
improved traffic,’ Richard Johnson 
reports. 

By next spring, the two Johnson 
brothers expect to have a water 
testing tank for outboard motors. 
They expect to sell and service 
motors, a perfect tie-in with their 
live bait department. 

Currently the brothers are ad- 
vertising their bait and sporting 
goods department in local news- 
papers and on neighborhood movie 
screens. The words “Live Bait” 
with a white arrow pointing to the 
rear have been stenciled on the con- 
crete floor in a number of aisles 
at the front of the store. 

“In this type of a sports and bait 
department we have something 
which we can develop from year to 
year without too much competi- 
tion,” Richard Johnson explains. 
“We've got a good start in the field, 
have a splendid location to attract 
the northward-bound fishermen as 
well as locals, and we have what 
they want.” 





FREE CALIFORNIA GOLDEN GRUBS 


OPENING NEW LIVE BAIT STORE 


Trial Dozen of Golden Grubs given Free 
on Saturday, May 13 to every fisherman 





1224 North Snelling 


Minnesota and Wisconsin Licenses 





Right On The Way To The Lakes 


Johnson Hardware’s Live Bait Store 


SNELLING and COMO 


Nestor 6640 








These signs, which wete placed in garages, filling stations, hotels and taverns 
were used to attract attention to the opening of the live bait department. 
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Profit Sharing 















HOWARD P. MEYER 


President, General Manager, 
Imperial Hardware Co., 
El Centro, Cal. 


One of the particularly interest- 
ing aspects of post-war employee- 
employer relationships has been 
the growth of profit sharing and 
retirement income programs. 

Many wholesale and retail hard- 
ware firms have been practicing 
profit sharing over the years, but 
the bulk of these programs have 
been on an informal basis and have 
lacked the sense of stability that 
comes from a plan based on set, 
published rules familiar to all par- 
ticipants. 

An especially successful plan in 
this latter category is one now 
being used by Imperial Hardware 
Co., El Centro, Calif. This firm 
conducts a wholesaling business at 
El Centro and operates a number 
of retail stores chiefly in agricul- 
tural areas in California and Ari- 
zona. 

The management of Imperial 
Hardware Co. has kindly consented 
to supply HARDWARE AGE with con- 
siderable detail on its plan because 
of the widespread interest in such 
programs. 

The firm has a_three-pronged 
plan which creates in its employees 
a tangible stake in the company’s 
welfare. The three steps in this 
Plan are: (1) a profit-sharing [or 





Imperial Hardware Co. gives its employees a stake 
in the company's welfare with this profit sharing-re- 
tirement income plan. Here's how the plan operates. 


retirement income] plan to which 
only the company contributes; (2) 
a group insurance plan which auto- 
matically insures an employee after 
six months. service (insurance 
starts at $1000, is increased each 
year $200, to a maximum of 
$3000) ; and (3) a Christmas bonus 
to its regular employees. 

The fund was started in 19438 
and now has more than 100 em- 
ployees participating in it. Its 
assets are more than a quarter mil- 
lion dollars. 


How it Operates 


Basically, the Imperial profit 
sharing plan calls for contributions 
from the company of an established 
percentage of its earnings into a 
fund. Employees do not contribute. 
This trust fund is administered by 
a trustee and an advisory board 
and is used to provide retirement 
income for employees, or, under 
certain conditions, a form of sepa- 
ration payment if he leaves the 
company. 

In six years of operation, four 
employees have retired and their 
credits have been taken out of the 
fund and placed in their individual 
trusts and are receiving regular 
monthly payments. 


During that same period three 
employees died and their widows 
have received in cash the total 
amount of their credit balance. 
The sum of these seven settlements 
was $49,683. However, in this 
period, the trust fund had earned 
$17,435. It was also increased by 
$23,117 by “surrender” from em- 
ployees who left the firm before 
they had earned full credit. In the 
first six years, the company con- 
tributed $271,268, which, with the 
additions and subtractions previ- 
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ously noted, left the fund’s balance 
at $262,231, or just $9 less than 
the amount the firm contributed. 

Average credit for each employee 
at the end of six years was $2247. 
However, actual credits are based 
on an employee’s salary and the 
number of years he has partici- 
pated in the profit sharing plan. 

Howard P. Meyer, president and 
general manager, and one of the 
two men who founded the firm 42 
years ago, told the HARDWARE AGE 
reporter that the following are the 
general regulations controlling the 
plan. 

Objective: The primary objective 
of this plan is to apportion irre- 
vocably a share of the company’s 
profits each year to its more per- 
manent employees, to be _ trans- 
ferred to the Trust Fund, to be ac- 
cumulated and invested in their be- 
half by the trustee, and to be paid 
over to them when they retire, be- 
come ill, or permanently disabled, 
or otherwise leave the employ of 
the company, or die. Once the an- 
nual contribution is made by the 
company to the trustee, it cannot 
in any manner be returned to the 
company. ; 


Participants: All full time em- 
ployees, both male and female. who 
on the anniversary date of the 
plan (which is May 31 of each 
year), shall be 21 years of age. and 
have not reached their 65th birth- 
day, and who have completed one 
full calendar year prior to the an- 
niversary date, may participate. 


All part-time employees are ex- 
cluded. 
Annual payments to trust: As 


of the anniversary date, the board 
of directors shall determine the 
amount of contributions which 
shall be available from the com- 
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pany operations for the current 
fiscal year ending each May 31. No 
contributions to the trust may be 
made by the board until a profit 
equal to 6 pct on the corporate 
capital and surplus .as of the be- 
ginning of the year shall have been 
earned during the year. 

In a recent report issued to em- 
ployees, who are informed annu- 
ally of the entire fund’s condition 
and of their own individual credit 
in the fund, Mr. Meyer explained 
that, “During the first four years 
the company contributed the maxi- 
mum allowed by law, which is 15 
pet of the total compensation to 
each participant for the year, in- 
cluding any extras or bonuses. In 
our plan $6000 is the maximum 
(annual salary) we can use, which 
at 15 pct figures a maximum (an- 
nual contribution) to any person 
of $900. 

“Two years ago the Treasury 
Department ruled we must amend 
our plan and replace our contribu- 
tion commitment of ‘not less than 
J pet nor more than 15 pct as de- 
1ermined by the board of directors’ 
after provision for a minimum re- 
turn of 6 pct to the stockholders. 

“Instead of 1 to 15 pct, we had 
1o substitute a definite formula. 
We amended the plan to provide 15 
pet of the net profit, after the mini- 
mum reserve for stockholders. But 
this 15 pet can not be more than 
15 pet of the compensation to any 
participant. Company _ contribu- 
tions for various fiscal years, are 
as follows: 1944, $34,342; 1945, 
$38,382; 1946, $41,591; 1947, $50,- 
059; 1948, $63,127; 1949, $43,767. 
The entire cost of the plan is to 
be paid by the company.” 

Retirement age: On the anniver- 
sary date of the plan nearest age 
65, a participant shall retire from 
service of the company. However, 
any who enter the plan at his age 
nearest 56 or over, will not be re- 
tired in less than 10 years there- 
after. Participants may at their 
request and with the consent of 
the management, continue beyond 
retirement age. But in such cases 
all contributions on’ their behalf 
shall cease, and such employees 
shall not receive any retirement 
whatsoever until his employment 
has ceased. 

Retirement benefits: On retire- 
ment, the total credit shall be vested 
in a participant, and paid to him 
at the rate of $50 per month, or in 
120. equal monthly payments, which- 
ever is shorter. Or the participant 
may elect to have his entire credit 
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converted to a life annuity for his 
or her benefit. 

Death and disability benefits: In 
case of death before retirement or 
termination of employment, re- 
gardless of length of employment, 
the full value of his credit shall be 
paid to his beneficiary or to his 
estate. In the case of death after 
retirement, any remaining credit in 
the trust shall be immediately pay- 
able to the beneficiary or to his 
estate. Should a participant be- 
come permanently disabled, provi- 
sion is made in the plan whereby 
the entire amount of his credit 
shall be paid to him in _ install- 
ments. Provision is also made for 
relief in case of serious sickness, 
where emergency help is required. 

Severance benefits: Should a 
participant leave the employ of the 
company from any cause prior to 
retirement, disability as defined in 
the plan, or has died, he shall be 
entitled to the following percent- 
ages of his beneficial interest or 
credit in the trust: 


1 year of service, 


but less than 2 .. . none 
2 years of service, 

Dit toes than 4! .. o.cec ccs 5% 
4 years of service, 

but less than 7 ....... 25% 
7 years of service, 

but fess than 1] ........ 50% 
11 years of service, 

but less than 16 ........ T5% 
1G FORTS OF MOTE ook 6.6556 100% 


The remainder of such accounts 
shall be prorated among remaining 
participants in direct proportion to 
the amount of interest of each par- 
ticipant in the common fund at 
the beginning of the fiscal year. 
These amounts are thereafter 
termed surrenders. In no case do 
any of such amounts ever revert 
back to the company. 

Assignments or suits: The inter- 
est of the participant in the trust 
shall not be assignable, and is not 
subject to encumbrance of any 
kind, cannot be attached, and is 
not subject to claims of creditors 
of any kind. The plan was de- 
signed to protect the participant 
from loss of any portion of his 
interest in the trust, and to make 
the entire amount available to him 
on retirement. 

Absences: If employment is sus- 
pended because of sickness, acci- 
dent, or if leave is granted by 
management, participant shall re- 
main under the plan so long as em- 
ployment has not been terminated. 
In case of military service, if an 
employee returns to employment 
within six months after obtaining 
honorable discharge, his interest in 
the trust is to be maintained as 
though he had never absented him- 
self. 

Re-employment: Generally, if 
employment is terminated for 
cause, and the employee is re-em- 
ployed, he shall then be considered 

(Continued on page 130) 





A space-saving idea for dispensing rope is this platform mounted beneath the basement 
ceiling of the Termin & Doering Hardware, Seattle, Wash. Accommodating six coils o 
different size rope, rope from each coil is threaded through staples, to avoid tangling, 2 
through holes drilled through to the main floor display room and then through a standar 
rope measuring device. 
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Illuminated wall displays with glass shelving add to the section's appearance. 


Building Flatware Volume 


McCracken-Mitchell sells flatware and dinnerware 
for personal use as well as for gift occasions. 
Limits open stock to a few patterns of both types. 


“While we carry many items in 
our housewares department that 
make suitable gifts we think of it 
as a department selling lines 
bought for the customer’s own 
use,” says A. W. Zeier, store man- 
ager, McCracken-Mitchell Hard- 
ware Co. Located in Okmulgee, 
Okla., a city of 16,000, the firm 
does a year ’round business in 
dinnerware lines and plated table- 
ware. 

When the store first stocked 
flatware — some years back — Mr. 
Zeier put in a wide assortment of 
brands and permitted his own 
personal feelings to influence his 
selections. However, he says, “For 
the past few years we have han- 
dled only one manufacturer’s line 
and have the complete line includ- 
ing all current patterns. This 
gave us a varied enough selection 

(Continued on page 144) 
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Customers shopping for flatware are exposed to displays of a wide variety of other housewares. 





Increased Ad Budget 


Brings Better Sales 


Anniversary events in hardware 
stores generally are heralded with 
a blast of merchandising guns that 
brings a sharp upsurge in sales. 


Sales response to 100th anniversary encourages Wisconsin 
firm to increase ad budget to over 2 pct and to run full 


pages, use radio and mail consumer catalogs 


Then everything settles down again 
to the “normal” course of business. 

Geele Hardware in Sheboygan, 
Wis., however, found that it pays 
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The opening two-color page of nine consecutive full pages of advertisements which 
appeared in the Sheboygan Press, May 9, 1950, commemorating Geele's |00th anniversary. 
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to keep sharp shooting at the mar- 
ket, for when its 100th anniversary 
was over, the sales count had run 
so high that the only logical course 
was to maintain the increased ad- 
vertising budget and keep sales up. 
It’s been 2 pct plus ever since. 

That change in advertising policy 
was brought about last May when 
the F. Geele Hardware Co. observed 
its centennial of hardware store 
operation. Previously the advertis- 
ing appropriation had been hover- 
ing about 114 pct of the gross vol- 


ume for less than half page space 


in the local newspaper. 

Currently the store runs numer- 
ous full pages and half pages to 
secure a commanding position in 
the newspaper, and store sales con- 
tinue to show monthly increases. 

Using larger advertising space 
enables John Brill, manager, to use 
a larger number of_ illustrations 
which he feels make it easier for 
copy to sell. He is also able to fea- 
ture more effectively the various 
hardware departments, giving prop- 
er attention to their lines and this 
has noticeably stimulated interest 
in the merchandise advertised. 

One advertisement, run during 
the past year, featured tools and 
devoted five columns of space to il- 
lustrations of many power tools, 
listing the numerous hand tools for 
the carpentry, contracting and 
home workshop field. This ad pulled 
so well that with similar other ads 
it has tightened the hold of the 
store’s department on the tool buy- 
ing public. 

Though the Geele Hardware is 
located in a large city where there 
are many manufacturing plants 
with large payrolls, it also secures 
a great deal of its volume from the 
surrounding agricultural area. That 
is why the store alternately directs 
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its advertising appeal to rural and 
city residents. 

One large ad directed to farmers 
carried the eye-catching headline, 
“A Farmer’s Wife Deserves a 
Break,” and the copy read: “... 
and what better break could there 
be than getting a_ time-saving, 
work-saving appliance from Geele’s. 
Trouble-free, dependable service is 
yours with any major appliance 
from here...” 

A good portion of the store’s ad- 
vertising budget is devoted to sell- 
ing appliances since the company, 
several years ago, established a 
large appliance basement, complete 
with a model kitchen and appli- 
ances for both the farm and city 
home. 

Space heaters are part of the set- 
up and more than 100 of them have 
been sold annually during the last 
few years. A large tin shop and 
air-conditioning crew helps home 
owners with installations of the 
heaters, when necessary. 

“We have found that our adver- 
tising program, featuring appli- 
ances brings in prospects,” com- 
ments Mr. Brill. ‘We concentrate 
heavily on in-the-store selling and 
depend on advertising to interest 
people. Though we do make some 
outside calls, in these days of man- 
power shortages, we find that ad- 
vertising can do much of the work 
that outside salesmen formerly did. 
This, of course, means one must 
have a highly trained appliance 
sales staff and we are trying to im- 
prove its efficiency all the time.” 

Mr. Brill has been experimenting 
with an innovation in appliance ad- 
vertising this year. He includes a 
box of copy in the large ads to 
advertise used appliance models 
and has been surprised a number 
of times by the response, people 
often coming in to inspect the used 
models weeks after the ad box was 
run. The classified columns are also 
used as an advertising medium for 
used equipment. 

Some of these prospects do not 
find used appliances they want but 
they then present an opportunity 
for a new appliance sale. 

When Sheboygan’s Dollar Days 
are promoted—a traditionally heavy 
buying period—on a city-wide basis 
usually twice a year, Mr. Brill now 
uses fill page space to illustrate the 
Many items offered at Geele’s. 

An appropriate headline used in 
an ad during the recent football 
season showed a picture of a foot- 
ball player passing a ball, and the 
head announced, ‘“We’re Passing 

Savings on to You.” <A wide va- 
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w 
C0. HOLESALE 


. RETAIL 


home of 
Sheboygan’s 


FINEST 
SELECTION 


of 





TOOLS 


Stanley Bit Braces $4.25 to $7.25 Stanley Mitre Box, 
Stanley Hand Drills $1.75 to $4.30 30 x6 inch saw $52.00 
Draw Knives ................. $2.80 oy bod - $05.80 
Key Hole Saws .... ... $0.85 Gentian bts 
Squares uw. $2.75 to $5.80 wheel with stones $10.50 
Saws, 8 pt. and 5/2 pt. 4.45 to 5.15 Generel Grinder, S-in. 
Stanley Router Plane $5.80 wheel with stones $9.50 
Stanley Rabbet Plane No. 90 $6.30 Stanley H45 
Stanley Rabbet Plane No. 190 $3.70 Combination Plane $25.00 
Stanley Rabbet Plane No. 92 $7.10 a oon ones 
Stanley Plane, No. 6 $9.80 hcieatiien teeitin $8.7 
ees ~~ Sone Thorn Electric 8-in. Saw $147.50 
ee poet Stanley Electric Grinder . $39.50 
Stanley Plane, No. 5 $6.80 Sites $29.95 
Screw Drivers, all sizes 45c to $1.75 f ? 
Tinner Snips $3.60 to $4.25 €xcel Power Hack Saw $47.25 
Pipe Wrenches, Sprunger Turning Lathe $49.95 
alll sizes $2.00 to $6.70 Skil Electric /2-in. Drill $44.00 
Hack Sew Frames $3.40 Bradford Electric '/2-in. Drill $39.95 
Crescent Wrenches, Stanley Hammer $1.90 to $2.20 
all sizes $1.50 to $2.90 Sell Poin Stanley 
32-in. Vises $6.00 to $24.00 acme”. #2060 6008 
— og aghre Jee v0 $1.28 Riveting Hammer _ 75c to $1.75 
Wood Chisels $1.00 to $1.60 Plum Hatchets $2.60 
res iecheew’ 900.80 ee _ s6.0000 $140.00 





850: A Century & Service 


WHOLESA 


HARDWARE CO. RETAIL 


Center Avenue and 8th Street Phone 5085 
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Five columns wide and full page high, this ad emphasized power tools so well 
that similar ads followed to tighten the department's hold on tool prospects. 
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riety of tools, home needs and other 
items were stressed in that ad. 
The fact that credit terms are 
offered is also pointed up in many 
of the ads, especially those adver- 





Ideas on Branding Tools 


Dear Editor: 

In the Jan. 25 issue (page 128) 
I note a letter from a reader on the 
feasability of hardware dealers 
branding initials or names in the 
tools customers purchase. 

I would like to report that this 
is something we have offered our 
customers for the past 10 years. 
We use an ordinary electric wood- 
burning tool for branding names or 
initials in wooden handles. How- 
ever, the tool we found to be much 
speedier and more efficient as far 
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tising appliances, power tools, and 
other major items. 

During the year preceding the 
firm’s 100th anniversary, an attrac- 


tive cut was used m every ad to call 





as permanence is concerned is the 
Burgess Vibro-Tool. This is an 
electrically-driven vibrating needle. 

With the hardened needle point, 
names and initials are engraved in 
the metal as easily as a pen or pen- 
cil writes on paper. This unit does 
a perfect job on all tools with the 
exception of saws; in this case we 
burn initials in the wooden handle. 

Since I have some artistic in- 
clination and some experience in a 
sign painting shop, I find it very 
simple to write or print a name or 
initials in a neat, competent man- 
ner for the customer. 

Ordinarily, we offer the service 
free on the tools purchased from 
us. It’s an extra inducement which 
pays off in increased sales. Cus- 
tomers especially appreciate this 


attention to the impending event. 

Although the major portion of 
the current advertising budget is 
spent in newspapers, Mr. Brill is 
also using radio to some extent. In 
addition, he is mailing a consumer 
catalog to more than 3,000 farmers 
in the Sheboygan trading area. 
This catalog is made up with the 
help of wholesalers and features a 
great many appliance and hardware 
lines. Its first mailing brought an 
immediate response in extra busi- 
ness from rural areas. A toy cata- 
log is another direct mail piece 
issued annually and a spring circu- 
lar is in the planning stage. 

“We feel that our entire adver- 
tising program is sufficiently diver- 
fied so as to reach almost everyone 
in our trading area, with our daily 
newspaper ads, emphasizing cur- 
rent items,” says Mr. Brill. “Our 
increased advertising program has 
been operating for many months 
now and it is showing that it can 
increase business. It looks as if 
we'll have to stay on that kind of 
a budget.” 

The Geele company has a large 
tin shop which employs six experi- 
enced men. This department, too, 
derives benefits from the stepped- 
up advertising program. 

Francis Geele founded the store 
in Sheboygan in 1850 and built it 
into a thriving hardware business 
over the years. The three-story 
building occupied by the firm was 
erected by him in 1868 and has 
served ever since, with a few addi- 
tions and changes. 

A daughter, Mrs. Emma Geele 
Mattoon, is president of the firm, 
and the stockholders are all mem- 
bers of the Geele family. 


service when they are buying a tool 
as a gift for a friend. 

The value of this idea was illus- 
trated not too long ago when a 
builder came in and ordered an en- 
tire set of auger bits. Previous to 
this purchase we’d engraved his 
name on a hammer. He related that 
several days after purchasing this 
hammer he found it missing. One 
of his workmen had mislaid his own 
hammer, which was of the same 
brand, and had taken the other by 
mistake. The initials, however, 
settled the ownership problem 
quickly. 

Sincerely, 
R. Verbrugghe 
R. Verbrugghe Hardware 
16126 Mack 
Grosse Pointe Park 24, Mich. 
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Sales Training Gets 

















That Second Sale 





























Regularly scheduled meetings for sales staff 
have developed the practice of continued sell- 
ing even after a sale is completed. A customer 
is always a prospect for more merchandise. 








When salespeople at Wassberg’s, 
Manhattan, Kan., ring up a sale, 
they spot a small cardboard sign 
facing them on the cash register, 
which reads, “Prospect.” 

It means, according to Ivan 
Wassberg, president of the store, 
that the customer who has just 
made a purchase, is a prospect for 
an additional item, perhaps a major 
item such as an appliance, or power 
tool. 

That sign is a reminder for Mr. 
Wassburg and his sales staff that 
all should work for the second sale 
after the first one has been com- 
pleted. 


Another approach always used by 
the staff following the completion 
of a first sale, is for the salesman, 
as he is wrapping the package, to 
say in a friendly tone, “my name 
is Pete Smith. I live on Clarendon 
Ave. What’s your name?” 

The customer, in most instances, 
responds and the clerk, trained to 
do so, makes a mental note of the 
name and address. He also tries to 
find out what the man does as an 
indication of what types of mer- 
chandise he is interested in, such as 
power tools perhaps. Usually the 
customer can be led to reveal his 
buying intentions. 
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Wassberg's, | Manhat- 
tan, Kan., was acquir- 
ed in 1946 by Ivan 
Wassberg, who also 
operates the adjoining 
Firestone store. Mr. 
Wassberg is a firm be- 
liever in store sales 
meetings to provide his 
staff with the necessary 
product information. 


If the salesman has time, store 
traffic being not too heavy, he will 
walk towards the door with the cus- 
tomer, chatting about the store’s 
fine service or its lines and-inviting 
the man to keep the store in mind 
when he’s ready for a major pur- 
chase. 

What makes that customer a 
good prospect for selling-up at some 
later occasion? For one thing, he 
has made a purchase in the store 
and consequently can be presumed 
as being favorably disposed towards 
it. Secondly, he has established the 
beginnings of a friendly relation- 
ship with the salesman. He knows 
his name. 

Whatever information a salesman 
obtains from a customer—his name 
and address, his profession, his in- 
terests, his buying intentions — is 
recorded on a card. Should the cus- 
tomer then be a logical prospect for 
a major appliance, the card is then 
turned over to an outside salesman 
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Two college students are employed as part-time outside salesmen calling on prospects for 
home appliances. Such prospects developed in the store from information gleaned by 
salesmen when selling small items such as housewares. 


to follow-up. Thus they can call 
first on customers who are favor- 
ably inclined to trading with the 
store. 

These methods of selling and of 
building floor traffic were developed 
by the Wassberg firm’s sales train- 
ing program. Ever since Mr. Wass- 
berg returned from military service 
in 1946, when he added a hardware 
business adjoining his tire store, 
he began regular sales training 
courses for his 18 employees. They 








meet twice each month for this 
purpose. 

At the sales training meetings, 
Mr. Wassberg and J. Baxter, his 
assistant, talk about store policy 
and means of improving selling 


methods. They use quizzes to test 
employee product knowledge. In 
addition, factory representatives 


assist in developing the effective- 
ness of the training program by 
explaining their lines, how to stock, 
display, sell, and service them. Mr. 


— 








Wassberg believes that today’s 
hardware salesman must have ex- 
tensive technical knowledge of the 
products he sells, if he is to meet 
the exacting demands of his cus- 
tomers. 

The store has two outside sales- 
men, both students at Kansas State 
College and both married veterans 
anxious to earn extra pay. They 
spend several hours every after- 
noon and some evenings making 
calls on homeowners as an adjunct 
to Mr. Wassberg’s own outside sales 
efforts. 

Two of the store’s floor salesmen 
work on a salary and commission 
basis. When they make a sale in 
the store they get a specified com- 
mission in addition to their fixed 
salaries. If they turn over a pros- 
pect to an outside salesman and a 
sale is completed, they also receive 
a small commission on that par- 
ticular sale. 

During the past year, Wassberg’s 
has remodeled its basement to pro- 
vide several thousand extra feet of 
appliance display space. Finished 
with knotty pine paneling, the new 
basement area also includes a com- 
plete model kitchen—a popular ad- 
dition. 

Though newspaper advertising is 
the mainstay of the firm’s promo- 
tions, it also sends out a quantity of 
direct mail pieces, the advertising 
budget being scaled to about 2% 
pet of sales, a slight increase over 
the amount allotted for advertising 
in former years. 


At Wassberg’s, every cut 
tomer who buys a hand 
tool is possibly a prospect 
for a power tool. Custom- 
ers never cease being pros- 
pects for additional mer- 
chandise. 


’ ‘ \4ah 
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22% of Volume in Power Tools 


“The important thing in develop- 
ing a good business in power tools 
and accessories,” says Joseph P. 
Gailagher, Gallagher & Mooney, 318 
Main St., Pawtucket, R. I., “is to 
keep after it year after year. These 
lines now account for 22 pct of our 
total annual sales volume, a_busi- 
ness that has been built up from 
the time small power tools first 
came on the market for home use. 
We have consistently promoted this 
merchandise so that it is now iden- 
tified with our store by those in the 
market for it.” 

Excellent display and demonstra- 
tion facilities in a warehouse near 
the company’s store, window dis- 





piays, newspaper and direct mail 
advertising are correlated to sell a 
stock that includes items in the $600 
bracket. Sales are made to home 
hobby fans, small industrial plants, 
maintenance workers and to men 
doing woodworking as a side line. 

Although a small display of power 
tool equipment is maintained at the 
main store, emphasis on the line is 
in a nearby warehouse display and 
demonstration room about 40 by 50 
ft. It is in charge of one machine 
tool specialist although there are 
three other men trained to demon- 
strate and sell power tool units and 
accessories. 

The main store display features 





Special warehouse display and demonstration room 
ties in with main store showings for Gallagher & 
Mooney’'s power tool section. One specialist and 
several other well trained men keep sales rolling 


the most popular items in power 
tools including a drill press selling 
at about $100 and a machine saw at 
$98.50, the two best sellers. Of that 
display Mr. Gallagher says, “This 
small display is the stepping stone 
by which men become acquainted 
with our larger display and demon- 
stration room. They inquire about 
various items and we refer them to 
the warehouse where they may see 
the complete line and try out vari- 
ous units.” 

Considerable emphasis is placed 
on window displays which are often 
devoted entirely to power tools and 
accessories and hand tools. The 


(Continued on page 128) 





Complete Line of 


-OWER TOOLS 





Typical of the store's windows featuring a wide range of power and hand tools. 
Large price tags and manufacturers’ display material give concise sales talks. 
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Vernon E. Cherry and J. H. McBride 

discuss the latest colors in paint. Mr. 

McBride manages the newest Cherry 

Co. store in Westchester, Los Angeles 

while Mr. Cherry manages all four of 
the Cherry hardware stores. 
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Good Display 
Makes Selling Effortless 


California store sells-up because it builds up 
desire to buy with self-service displays—with 
color to heighten merchandise appeal 


All merchandise out on display, 
arranged for customer convenience ; 
all displays always in order and 
fully stocked; store color tones that 
complement the different merchan- 
dise departments, these are the 
basic ingredients that have made 
the new Cherry Co., Inc., hardware 
store a selling success ever since its 
recent opening. 

This store, the fourth and new- 
est, at 8919 Speulveda Blvd., in the 





bE iat ip IF Dh 0% > 


—————— 


Westchester district of Los An- 
geles, has found that display is one 
of the most important selling tools 
of a modern retail hardware opera- 
tion; so important that it presents 
literally two display fronts to cus- 
tomers. 

One is off the rear parking lot. 
The other, the main store front, is 
a broad, unbroken expanse of plate 
glass, reaching floor to ceiling and 
flanked on each side by the store 





Burgundy and yellow tones combined with the natural wood finish of this wall case to display glassware in a jewel-like setting. 
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entrances. It exposes the entire 
store te full view of the passers-by. 

Generally the store front window 
displays consist of major item dis- 
plays such as fireplace equipment, 
gardening tools, occupying a 6- 
in. platform at the center of the 
window. At the left is a jutting 
alcove which displays paint, wall 
paper and accessories and at the 
right, a display of housewares. 

At the rear, opening onto the 
parking lot are shadow box display 
windows that show impulse or sea- 
sonal items. The utilization of this 
area for window displays is one of 
the store’s methods for increasing 
its per customer sales by suggest- 
ing items they perhaps, originally 
had not planned to buy. 

Landscaping is used to enhance 
the attractiveness and modernity of 
the store front and also to elimi- 
nate drabness from the parking:lot 
for the owners feel that it is impor- 
tant to make a rear store approach 
something more than a _ dingy 
back alley or a neglected service 
entrance. 

Vernon E. Cherry, general man- 
ager and co-owner with his father, 
Frank E. Cherry, worked out the 
interior and exterior display ar- 
rangements with the assistance of 
J. H. McBride. Mr. McBride is 
manager of the new Westchester 
store. 

He sees to it that merchandise on 
display is kept in order at all times. 
Displays may require filling and re- 
arranging several times during the 
day. The entire store has been de- 
partmentalized. Storage space is 
concealed behind the wall displays. 

Typical of the store’s planning 


A china display is 
created against a dark 
background to set off 
the merchandise. Note 
how skylight openings 
are covered with an 
egg-crate design. The 
ceiling is a gray-green. 
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The wall paper department is promoted throughout the store because paper panels are 
used as part of the decorative motif. Pattern books may be leisurely inspected and 
rolls displayed for comparison. 


for customer convenience, is its 
wall paper department. Paper pat- 
terns are displayed in sample books 
placed on tables, near which are 
settees so that customers may leis- 
urely and comfortably inspect the 
patterns. Then when a customer 
makes a selection of one or more 
patterns, a roll is brought out of 
stock and draped over a special rack 
that is designed to show several 
rolls at a time. This arrangement 
makes it possible for customers to 
compare the patterns with each 
other and visualize how they will 
look on a wall. 

Wall paper patterns, set in panels, 


throughout the store, form part of 
its decorative scheme and also serve 
to call attention to the department. 
These wall paper panels blend in 
with the store’s dominant color 
scheme, tones of red and green and 
natural wood finish on the fixtures. 

In the china and glassware sec- 
tion yellow and burgundy are the 
color accents used. A gray-green 
ceiling with skylight openings cov- 
ered by wood slats in an egg-crate 
design and the fluorescent lighting 
complete the restful but vital ap- 
pearance of the store. 

A lawn and garden department 


(Continued on page 127) 
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Table Top Units for Selling 








Power Tool Accessories 




















Sales of related lines can add 
great volume in the course of a year 
for any hardware store. Power 
tools are a big line with many hard- 
ware dealers and aggressive firms 
use every means they can to add 


extra dollars through the sales of 
accessories. 

In the January 25 issue of Hard- 
ware Age, page 114, we showed 
methods of setting up demonstra- 
tion displays for selling power, tools 
and showed how and where to lo- 
cate these displays. Strongly ad- 
vocated was the setting up of nearby 
units for featuring accessories for 
which we show ideas in this and the 
following page. 

Fig. 1 shows a display top, the 
slope and center back panel of 
which may be constructed of ply- 
wood, using 34-in. stock for panel 
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and %-in. for the top of the slope. 
Standard metal hooks—6 or 9 in.— 
are screwed on to the slope and back 
panel, as shown, to hold assorted 
styles and sizes of pulleys and V- 
belts. This would be on one of a 
bank of two tables placed back-to- 
back. 

Other power tool accessories, in- 
cluding buffing sets, sanding drums, 
fiber and wire wheel brushes, may 
also be sampled by wiring to the 
plywood slope. Each size V-belt 
shown on the hooks attached to the 
center panel and all samples on the 
slope should be priced by means of 
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small metal ticket holders. When 9- 
in. hooks are used a stock of V-belts 
and pulleys may be piled up on the 
hooks. The table may be equipped 
with drawers or sliding doors se 
that under stock is carried right 
at the point of sale. . 

Because a painted finish on the 
slope would soon be scratched or 
Marred we suggest it be covered 
with a maroon-colored linoleum top 
and that the center panel be painted 
to match. 

Fig. 1 A, showing the other side 
of the bank of tables, is devoted to 
a feature display of various sizes 
of electric drills. The center panel 
is used, in this instance, to display 
art work or signs concerning the 
items on display. An outstanding 
feature of this display is that all 
drills are connected and plugged 
into the electric outlet strip so that 
the salesman can lift any one of 
them out of the length of pipe which 
is inserted in the plywood slope and 
press the trigger for an actual 
demonstration. 

Cutaway section of special ply- 
wood slope riser shows the plug-in 
strip and how cords from drills may 
be plugged into it. Any surplus 
length of cord may be. hidden under 
the slope riser held in position with 
a metal staple. 

The detail, at the right, shows 
how a length of 2 by 2-in. lumber is 


nailed under the plywood slope to 
give additional support to the length 
of pipe which is driven into the 
hole as shown. A 4-in. twist drill 
is inserted into the electric drill 
which is then supported by insert- 
ing it into the length of pipe. It is 
a good idea to countersink a steel 
washer around the hole to protect 
the wooden slope from damage. 
This top should also have a linoleum 
top for durability. 

When a prospective customer is 
shopping for an electric drill he 
likes to be able to pick up a sample 
to get the feel of it. If the salesman 
can say, “Press the trigger and try 
the drill,” sales are more easily 
made. 

If your tables are round 30-in. 
wide there will be sufficient room 





1940 and Today 


If a man is not making more 
money today than he was in 1940, 
his actual income in terms of pur- 
chasing power is down, the Na- 
tional Industrial Conference Board 
says. A man making $3,000 a year 
in 1940 must now be making $5,440 
a year just to keep even in terms of 
food, clothing, housing and other 
things. A man making $10,000 a 
year in 1940 would have to make 
$19,801 now to get the same goods 
and services he got then. 
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left between the slope riser hold- 
ing the electric drills and the front 
of the table for display of drill sets, 
chucks and otner items in separate 
glass bins. These bins may be set 
up in any suitable size by use of 
standard metal corners and bin 
glass. 

The side of the bank, shown in 
Fig. 1 A, may also have drawers 
for a back-up stock of drill sets and 
assorted sizes of twist drills. For 
easy service these drawers may also 
be binned off with the same equip- 
ment and gomplete with a tag in- 
dicating size and price. 

The center back panel may be 
used for art work, signs, or samples 
of various size drills wired on. If 
drills are shown they should have 
a tag indicating size and price next 
to them. 

To securely hold the center panel 
in place attach the electric drill 
slope riser to the table top with 
metal angle irons. Make the other 
slope for the pulleys a wedge fit 
up to the front rim of the table as 
shown. 

Because of variance we cannot 
list actual measurements which 
will fit all height and size tables. 
However, each should have a center 
height not to exceed 56 in. By keep- 
ing the unit at about this level it 
will not obstruct customer vision 
of other sections of the store. 
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CREDIT 








and Collection Methods 


Credit extension involves some risk of bad debts or slow 
payment. Experience over many years has shown that certain 
methods of handling collection letters are more successful 


than others. 


Here is an authoritative discussion of the Do's 


and Don'ts of collection letter writing for hardware dealers 


By LEONARD BERRY 
Educational Director, 
National Retail Credit Assn., 
St. Louis, Mo. 


A credit account that is well 
opened and properly cleared 
through a local credit bureau, based 
on the factors of good credit anal- 
ysis, theoretically should be paid in 
full according to terms. Neverthe- 
less, there are always a certain 
number of accounts that require 
collection attention. 

Unforeseen events change well- 
intentioned plans and upset fi- 
nances. 

The credit grantor should ap- 
proach this part of his work with 
the resolve to collect accounts ow- 
ing his firm in the shortest time, 
using the least amount of effort, 
and above all, retaining the good 
will of the customer. 

Explain your terms carefully 
when the account is opened, repeat 
them when the account is acknowl- 
edged, and if the bill is not paid 
when due, start collection pro- 
cedures as soon as possible, and fol- 
low closely until you receive your 
money. 

Money tied up in accounts re- 
ceivable is not working for you. 

Remember that the collectibility 
of an account decreases with its 
age. A dealer is entitled to be paid 
as the customer agrees to pay. 





Editor’s Note—This is the sec- 
ond part of a comprehensive discus- 
sion of credit problems. The first 
part appeared in HARDWARE 
AGE, Feb. 8, 1951, page 73. 
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Laxity in enforcing payment not 
only is costly to the merchant but 
induces poor pay habits in the cus- 
tomer, and tends to break down the 
respect for all credit obligations. 

While dealers are advised to 
make every consistent effort to col- 
lect promptly, care must be taken 
to do so with friendliness and con- 
sideration. The art of collecting 
money is to get results and at the 
same time maintain the good will 
of the customer. 

The most widely used method of 
communicating with a past-due 
customer is by letter. Words are 
powerful tools, and in collection let- 
ters, particularly, can be construc- 
tive and effective, or destructive 
and antagonistic. 

Collection correspondents should 
know the art of letter writing and 
avail themselves of the many excel- 
lent books on the subject. Every 
letter that leaves a business estab- 
lishment is an agent of good or ill 
will. Your reputation, even your 
continued success as a dealer, de- 
pends in a large measure on the 
effect of your letters on your cus- 
tomers. 

Therefore, collect your accounts 
promptly, but be sure your cus- 
tomer will centinue to trade with 
vou. Customers are important and 
lost good will is difficult, if not im- 
possible, to regain. 

There are several principles 
which must be followed in order to 
operate a credit business success- 
fully: 

(1) Check every credit applicant 
through the credit bureau. This 
goes even for the customers you 
have known personally for years. 
Sometimes otherwise fine and lova- 


ble people have a habit of being 
slow pay. You have no assurance 
that they will pay you better than 
anyone else. 

(2) Bill promptly and make sure 
the customers understand your 
terms. 

(3) Follow up closely and per- 
sistently when accounts are not 
paid. 

(4) Do not allow accounts to 
pyramid. When a customer fails 
to pay within 60 days restrict fur- 
ther credit and get the collection 
machinery in high gear. 

Let us now concentrate on collec- 
tion procedures since collection 
problems are uppermost in the 
minds of dealers. 

Letter writing is one of the 
forms of expression that requires 
specialized ability because it is di- 
rected to a particular person. As 
we begin to write let us try to 
imagine the person receiving the 





The Seven C's of a 
Good Credit Letter 


Courteous 
Complete 
Co-operative 
Confident 
Compelling 
Constructive 


Concise 
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letter and the effect the letter will 
have. Consider the job the letter 
must do, and think of the words we 
will select to do the job. First no- 
tice how emotions are likely to color 
our selection of words. Here is an 
actual collection letter, asking for 
payment of a small balance: 

Dear Sir: Sometimes we wonder 
how many letters and ordinary 
month-end notices are required in 
order to obtain payment of an ac- 
count that was incurred several 
months ago. 

It is quite beside the point, of 
course, to mention that the goods 
were supplied to you on the as- 
sumption that payment would be 
received a few days after delivery 
and in spite of all our friendly re- 
quests, you prefer to remain one 
of a small number who ignore set- 
tlement of balance owing. In order 
that we may have a clear, concise 
understanding in connection with 
this matter, would it not be best to 
advise us as to why you persist in 
following the course of a non-payer 
and then we will know precisely 
the course to pursue in endeavoring 
to obtain payment. 

To the writer, however, it seems 
so unreasonable that anyone would 
constantly disregard such a small 
balance, especially since even a 
small delinquency in time affects 
your credit elsewhere. Therefore, 
why not reciprocate for past favors 
and arrange to mail a check right 
now. Yours. very truly. 

There is probably good reason 
for the writer of this letter to feel 
annoyed. Customers who delay 
payments of a small balance do 
tempt us to “tell them a thing or 
two.” But never yield to that 
temptation. 

A letter of this kind creates re- 
sentment and annoyance. Not only 
is the “small balance” in danger, 
for it is unprofitable to sue for 
small amounts, but good will and 
future business might also be lost. 

Now read this letter: 

Dear Sir: Both of us know that 
small balances are apt to be over- 
looked in the press of other mat- 
ters. However, both of us know, 
too, that these small balances do 
add up to quite a large sum. Hence 
this little note. Will you please 
send us $.. to pay yours? 
Thank you. Cordially yours. 

Which letter do you think would 
produce better results? Inciden- 
tally, the first letter has 175 words 


.while the second uses only 44. Four 


to one! 


Note the quality of the words, 


HARDWARE AGE, FEBRUARY 22, 1951 


DON'T DO THIS— 


aN 

















DO THIS INSTEAD— 

















“It is easy to tear down, to blame and denounce. It is far more difficult, 
but infinitely better to add to the customer's respect for himself." 


too. In our first letter many of 
them are fighting, almost insolent 
words. That touch of sarcasm in 
the second paragraph would dis- 
turb many people. Nothing is 
gained by having your customer 
humiliated and made to feel small. 
Indeed, that is the surest way to 
lose friendship. Use words that 
build people up; make them feel 
better, happier, more effective. 

In the second letter, mark the 
skillful manner in which the writer 
links himself and the reader to- 
gether. Note the deliberate play- 
ing down of importance. After 
all, this is no matter of life and 
death—all we have to do is get a 
small bill paid. 

The basic requisite of good busi- 
ness letters is courtesy. The first 
letter violates the prime rule, while 
the second letter fulfills it. 


A large part of the secret of 


writing better letters is found in 
the advice, be natural. In our so- 
cial contacts, most of us are never 
deliberately rude or offensive. The 
successful letter writer carries that 
natural courtesy over into his let- 
ters. 

All of us have received letters, 
which instead of possessing sparkle, 
individuality and spontaneity, were 
dull, uninteresting and frozen to 
an outmoded pattern. Compare 
these opening words of two letters: 

“We beg to acknowledge your 
kind favor of the 10th inst.” 

“Thank you for your fine letter.” 

The first is stiff and formal, 
while the second is natural, friendly 
and easy to read and 40 pct shorter. 

Interestingly enough, the man 
who wrote the first is alert, vigor- 
ous and has an attractive per- 
sonality. Like many others, how- 
ever, the minute he begins to write 





without your help 


hoping, wishing etc. 





DON'T do this in a credit letter 


Keep this reminder in front of you 
when you write collection letters 


Don't arouse antagonism by bluster or arrogance 
Don't use words that have more than one meaning 
Don't use ancient phrases or involved sentences 


Don't provide excuses for the customer; he will think of them 


Don't whine, fret or upbraid. 


Don't end your letter tentatively; avoid participal endings as 


Don't lose a customer; you may need him someday. 

















Prompt Payment 
of your account 
is solicited in the 
same courteous 
manner as your 
patronage.: Both 
are appreciated. 











lg 
Your S#& 
RECORD 


is the measuring stick by 
which all credit granters 
judge you. 

Do you realize that your 
failure to pay this account 
may affect your credit 
standing? 


PROTECT YOUR CREDIT 
BY PAYING PROMPTLY 


These are typical stickers, in actual size, which can be attached to collection statements. 
They represent an impersonal approach. 


he seems to freeze up, clings to 
worn-out phrases of another gen- 
eration, use trite and hackneyed ex- 
pressions, instead of being himself 
and writing as he talks. Admit- 
tedly it is a little difficult to rid one- 
self of this cold and formal man- 
ner of writing, but your success as 
a letter writer depends on your do- 
ing so. 

Most stores use credit as a pow- 
erful sales promotion device, hence 
there will always be a certain num- 
ber of accounts needing collection 
efforts. A liberal credit policy will 
increase sales, and we must accept 
the fact that collection problems in- 
evitably go along with liberal credit 
extension. Let us do our best to 


collect the amounts as_ quickly, 
easily and as economically as pos- 
sible. The last requirement is 
especially important these days 
when costs are being sharply scru- 
tinized. Many firms are finding 
ways of reducing costs in collection 
routine by using printed notices 
and stickers. 

Asking for credit creates a deli- 
cate situation. That is why collec- 
tion correspondents have such a 
formidable task. The pocketbook 
must be coaxed open, the customer 
induced to pay your bill, and the 
bonds of friendship still left intact. 
Collection activities abound in pos- 
sibilities for misunderstandings 
and misinterpretations. Every let- 


‘ 


These are two typical collection reminders of the type which can be inserted with monthly 
statements or mailed separately. They are especially recommended for accounts owing 
by responsible customers which have run over three months. 
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ter should comply with the seven 
“C’s” requirements of good letter 
writing. These are: 


Courteous 
Complete 
Co-operative 
Confident 
Compelling 
Constructive 
Concise 


Collection letters or communica- 
tions also require three other quali- 
ties; they must be: 


Effective 
Appropriate 
Friendly 


Occasionally we come across a 
letter, which in the effort to be con- 
cise, has become blunt to the point 
of rudeness. It is disastrously easy 
to allow a peevish and chiding tone 
to come in. Collection correspond- 
ents must approach their problems 
without rancor or anger. 

Good natured determination to 
collect the amount in the shortest 
possible time and using the least 
amount of pressure is the method 
most likely to keep the goodwill of 
the customer. Collection corre- 
spondents are well advised to sub- 
due any irritation, stifle the harsh 
rebuke, and maintain an attitude 
of courtesy and agreeableness de- 
spite all provocation. 

Most collection departments use 
a combination of the “impersonal” 
and the “personal” collection sys- 
tems. Some prefer to use only one 
or the other. In the former, a 

(Continued on page 138) 








We have YOUR NAME 
in this “Who's Whe” 


As a member of the Credit Bureau we are 
called upon to report, at frequent intervals, 
the credit standing of our customers. This 
report is available to every merchant or pro- 
essional man who is a member of the Credit 
Bureau, 

Your account with us at the present time is 
PAST DUE. To maintain a good credit rec- 
ord, you should make a payment NOW or 
arrange for an early settlement. 


Customer’s Name 











Firm Owed 
Balance $..... plbiciais Past Dut $occcsni § 
Date 

Guard Your Credit as a Sacred Trust 
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Remington Dealer Letter 








CONN. 








The man who said, ‘‘Knowledge is 
power, ’’must have had the hardware 
business in mind. From pothooks 
to power mowers, from rifles to 
fishing tackle, the dealer is expect- 
ed to know the answers. When he 
doesn’t know them, the customer 
gets the uneasy idea that the dealer 
down the street is the expert... 
and promptly goes there. 


That’s why a liberal amount of 





KNOWLEDGE IS POWER 


midnight oil has smoothed the path 
of most successful dealers we’ve 
met. They studied and memorized 
a vast amount of data. Whether it’s 
shotgun chokes or stove bolts, 
they’re able to give their customers 
the right answer. 

The midnight oil they burned has 
paid off .. . insales and in customer 
good will. 








SELL REMINGTON OIL 
FOR GENERAL UTILITY USES 
AS WELL AS FOR GUN AID 

H.) 


Especially good for 
guns, rods and reels, 
Remington Oil canalso 
be pushed for general 
lubrication purposes. 
It’s not only a fine lu- 
bricant, but a rust pre- 
ventive, too. It con- 
tains a special ingredi- 
Were ent—Du Pont ‘E.P.’’ 

Remington (Extreme pressure) 
we —§ Wr lubricant. This makes 
—* Remington Oil spread 
more evenly and adhere more tena- 
ciously to metal surfaces. 





LUBRICATES 
PREVENTS RUST 


Homes, farms, shops—there are doz- 
ens of places, countless potential users 
of Remington Oil. Put a carton on your 


it.” 





IT’S HISTORY NOW: 
A FATHER'S “NO” CREATES 
FIRST REMINGTON RIFLE 


On a spring day in the year 1816, young 
Eliphalet Remington and his blacksmith 
father were working at their forge in 
Ilion, New York. The whole valley 
abounded with game. So it was only 
natural that young Remington wanted 
arifle. Tradition says he asked his father 
for money to buy one. But the father 
refused. 

This didn’t discourage young Rem- 
ington. He began saving scrap from the 
forge. And when he’d saved enough, he 
fashioned a rifle from it. 

The new rifle was a superb piece of 
workmanship! Neighbors saw it and 
ordered Remington rifles for themselves. 
Before long, father and son devoted full 
time to making rifles! 

Today, 135 years later, fine-quality 
arms are still being made in the modern 
Remington factory not many miles from 
the original forge. 
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Why we say, 
“If It’s Remington 
—It’s Right!” 


Keeping Remington “‘right”’ has been our 
job for 135 years. Staying “‘right”’ through 
the years is a demanding and expensive 
business. It demands constant research 
and results in new methods and new prod- 
ucts. It entails tremendous investment in 
new machinery, equipment and buildings. 


Remington research has resulted in six 
brand new guns—with many exclusive 





This elaborate machine is really a rifle connected 


with an electronic timer. It checks bullet velocity. 


eatures—in the past four years. Every 
one of them has proved tremendously 
successful. Research has also given us the 
new and extremely popular 222 Reming- 
ton cartridge and the new 45 Wad Cutter. 


In the past few years Remington has 
invested millions of dollars in new ma- 
chinery and methods to make better prod- 
ucts than ever before. Every operation 
contributing to the making of guns artd 
ammunition has been carefully studied 
with an eye toward producing the finest 
quality possible. Even with all this, our 
busy technical experts continue to sam- 
ple and test all products from the pro- 
duction lines to be sure we stay “right.” 
No product leaves the factory until we 
have done everything possible to see that 
it “measures up”’ to our long-standing 
reputation for quality. 


Research into new methods and prod- 
ucts as well asimprovementsin machinery 
and equipment will continue so that you 
may always be assured of getting a prod- 
uct that reflects our slogan, “If It’s Rem- 
ington—It’s Right!” 
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Between 60,000 to 100,000 motorists pass this store every day and many of them are 
stopped by the high visibility strip sign which covers two sides of the establishment. 


Detours Traffic Into His Store 


Lou Brouillard flags down some of the 60,000 

to 100,000 motorists who pass his Minneapolis 

store every day. Spent $1,000 on store signs 
which are his best advertisements. 


When Lou Brouillard opened his 
hardware store, at the corner of 
Lyndale and Lake Sts., in Minneap- 
olis, Minn., he was faced with the 
problem of how to tap the constant 
stream of vehicular traffic which 
Passes through the intersection 
every day. 

A traffic survey, made before Mr. 
Brouillard moved his store to the 
location, revealed that between 
60,000 and 100,000 cars pass this 
corner in the course of a day, mak- 
ing it one of the most heavily trav- 
eled intersections in the Minneap- 
olis-St. Paul area. 

Lyndale Ave., running southwest 
out of Minneapolis is the longest 
street in the city and leads out to 
a heavily populated residential area, 
and also to suburban areas where 
there has been much building. 
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problem was how to stop home- 
ward-bound motorists, and to get 
them to shop at his store on their 


This heavy traffic stream was the 
principal thing that induced Mr. 
Brouillard to locate on it, but his 


This waiting bench 
for bus and street- 
car riders wins new 
customers for this 
Minneapolis store. 
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way from work, rather than at 
downtown stores. 


This Minneapolis hardware dealer 
found a good answer to his problem 
by spending about $1,000 to paint 
conspicuous signs on the front and 
side of his building. 

The name “Brouillard ‘Our Own’ 
Hardware” is lettered in huge block 
letters on a continuous strip type 
sign which runs around the out- 
side of the store. 


Striking colors were used so that 
the sign would be visible at a long 
distance. The sign is three feet 
high. The words “Our Own” are 
in traditional orange of the affili- 
ated hardware stores group. The 
name of the store and other copy 
is lettered boldly in black with 
white edges. 


“Without the extra volume of 
business we get from passing mo- 
torists we would have just another 
neighborhood store,’ comments Mr. 
Brouillard. 


Another form of advertising is a 
curbside bench for the use of those 
who ride buses and street cars. This 
bench is rented from a city-wide 
company for $7.50 per month, and 
it is painted with advertising copy 
in the same colors used on the 
building exterior. 

The store has a new sports de- 
partment, the fixtures of which 
were of the owner’s own design and 
were made locally. The sports de- 
partment has a background made 
of striated plywood. The plywood 
is finished in contrasting colors 
and forms an interesting pattern 
against which to display fishing 
rods, guns and other sports equip- 
ment. 

The showcases in the sports de- 
partment are glass-enclosed except 
for a one-foot strip at the back 
which is covered with red linoleum. 
This is used to show guns and other 
heavy objects which would scratch 
or crack the glass top. There’s still 
plenty of glass in the top so that 
the customer can see items dis- 
played in the cases. 

Mr. Brouillard has done a heavy 
volume of television and appliance 
business and attributes a lot of this 
trade to drop-in traffic. 

“Our daily traffic stream is in- 
creasing month - by - month,” says 
this Minneapolis dealer, “increasing 
our sales opportunity. During the 
past year we started to do some 
metropolitan newspaper advertis- 
ing and some occasional radio ad- 
vertising but those signs outside 
bring us most of our new cus- 
tomers.” 
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Highest Quality 


Largest Manufacturer 


Aluminum and Wood Levels 


@ Most Complete Line in the 
Entire Level Industry 


@ Competitively Priced 


@ The Finest in Construction, 
Precision and Eye-Appeal 


@ Sold thru Leading Wholesalers 





Administration Building and Part of Plant Operation 


EXACT LEVEL & TOOL MFG. CO., INC. 


HIGH 


BRIDGE ° 


NEW 


JERSEY 
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\\ 


Soldering Tools, Vulcan Electric Solder Pots, 


Makers of Vulcan Electric Screw Tip, Plug Tip, Pygmy and a 


beamy 


A finely balanced, light weight 
very efficient Soldering Tool, for 

Lone work, especially where 
space is cramped or where 
there is little clearance. 


Standard tip, 4" 
\'' tips also available. 
coil aids in getting at tight places. 
Cool wood handle permits natural 


“writing™ grip. 


VULCAN ELECTRIC COMPANY 


DANVERS 3, MASS. 


dia. 3/16" and 


Flexible 





Glue Pots and Branding 











Milton £. Burdine 
operates a year- 
round toy depart- 
ment. There is no 
narrowing of stock 
after Christmas be- 
cause he's found a 
good toy depart- 
ment makes regular 
customers for his 
New Orleans hard- 


ware store. 





In gifts, the Burdines have found that it's newness and uniqueness that counts. An item 
too long on display can't be sold. 
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The Biggest Buyer in Town 


Sound pricing and buying poli- 
cies, a keen display sense, service 
and the personal touch in handling 
customers, have built the Burdine 
Hardware store’s toy and gift vol- 
ume to the point where department 
stores consider it serious competi- 
tion. In fact, it’s not uncommon 
for other stores to shop Burdine’s 
for prices and stock. 

Commenting on the store’s toy 
and gift volume, Milton E. Burdine, 
owner of the hardware firm which 
is located at 1410 North Broad St., 
New Orleans, La., says, “Local 
wholesalers tell me that we are the 
biggest buyer in town from the 
point of variety. Of course we 
don’t always have the depth of a 
department store’s. stock; ours 
might be a dozen of an item to the 
department store’s two or three 
gross. But we offer all of the selec- 
tions they do, and more.” 

The first step in building volume 
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.../s this New Orleans store whose customer-tailored 

merchandising program also made it the biggest toy 

and gift seller in town,-a competitive threat to the 
city's department stores 


in lines which competition other- 
wise would take the lead, was to de- 
termine exactly who tae prospect is, 
what he wants, the best way to give 
it to him and the best way to keep 
him buying. 

It was decided also that to build 
giftwares or toy appeal to please 
everyone was impossible and that 
to sell on both a price and quality 
basis would result in a situation 
where no one would be satisfied and 
the store would be passed by. 

Hence Mr. and Mrs. Burdine 
aimed their merchandising sights 
at the upper middle income group, 
the people with a good home, a few 
children and enough money to buy 
good things; who know and appre- 
ciate them. 

Then the basic operating policies 
were determined upon. The store 
would have a lay-away program but 
except in the case of a very few 
customers, charge accounts would 
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not be opened, since the Burdines 
didn’t want to tie up money in ac- 
counts receivables. 

An illustration of the correctness 
of their decision to concentrate on 
the type of customer to whom price 
is not the sole factor, is the store’s 
sales of toy holsters which are con- 
centrated almost entirely in the 
$11.98 to $15 price range, despite 
the fact that lower priced items are 
also carried. 

The most popular doll seller is 
one which retails for $25. “In De- 
cember, we had to send out four 
hurry-up wires to replenish our de- 
pleted stock of this single doll 
item,” reports Mrs. Burdine. 

A main yardstick for buying gift- 
wares is, “How will it look in a fine 
home?” If the answer is that it 
will be out of place, then it is con- 
sidered that it will be out of place 
in the Burdine store. 

But there is more to the Bur- 
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When buying gifts, 
an important con- 
sideration is "Will 
it look good in a 
fine home?" If not, 
then Mrs. Burdine 
feels that neither 
will it look good in 
the store. 








Phone us when you need another pad. 
BURDINE HARDWARE ~1410N. Broad 
‘*Do your shopping in comfort by phone'’’ 


Burdine _ Hardware distributes these 
memo pads to customers—a reminder 
that the store is always ready to serve. 


dines’ buying policy than that. They 
also try to concentrate on fast mov- 
ers and don’t confine themselves 
only to high-priced items. “In the 
gift department it is possible to 
find a number of items within the 
dollar price limit but they are good 
dollar buys, not trash,” reports Mr. 
Burdine. “The gifts are in good 
taste, have genuine usefulness and 
lasting quality and will look good 
in a fine home.” 

Variety in gift and toy buying is 
another rule for in those depart- 
ments, the Burdines have found 
that it is newness and uniqueness 
that counts and that once an item 
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Price is not the buying appeal the Burdines use. The appeal is built around quality and 
a wide selection. 


has been on sale for any length of 
time, it loses its appeal for the type 
of customer the store serves. There 
are exceptions, of course; some 
items sell month-in and month-out, 
year after year. 

“It’s hard to believe,” says Mrs. 
Burdine, “but two or three times a 
day, a customer will poke her head 
into the door to ask ‘What’s new?’ 
If we’re able to say that some new 
merchandise arrived, she’ll come in 
and the chances are that she will 
buy before leaving.” 

Not all the store’s gift customers 
are women. Men buy them, too, but 
for them, gift sales are generally 
impulse sales. Women most often 
come in to buy some small hard- 
ware or housewares item, the Bur- 
dines report, and they stay to buy 
$10 worth of toys or gifts. 

In buying for the year-round toy 
department, they do not narrow 
their purchases after Christmas 
but keep it going with the same 
wide toy selections. “It’s a mis- 
take,” observes Mrs. Burdine, “to 
think that today people stop buying 
toys for youngsters after Christ- 
mas. Furthermore, our year-round 
department helps make regular cus- 
tomers for the store. One woman 
was so delighted to find a child’s 
toy table set here in February that 
she became a regular customer, and 
last year she accounted for $1,100 
worth of business all by herself.” 

The Burdines “price by invoice” 
instead of letting competition de- 
termine their pricing policy. They 
don’t use loss leaders. It wouldn’t 
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work with their particular class of 
customer. 

By taking a full, fair margin on 
every item, the Burdines find they 
frequently end up with the lowest 
price in town. As an example, the 
store sells a certain kitchenware 
item for $1.98 that gift shops in 
the business district offer at $4.95 
and the Burdines only added their 
regular mark-up to the invoice 
price. 

As Mrs. Burdine sums it up, 
“Why go up to the competition’s 
price even if I can get it? I have 
a fair margin based upon invoice. 
That’s enough. We’re able to start 
with the same invoice figure as our 
bigger competitors because in many 
cases our volume purchases make 
it possible for us to buy direct, 
using pooled cars and to enjoy spe- 
cial discounts.” 


Markdowns Will Not Sell 


The Burdines have also found 
that in toys and gifts, markdowns 
will not sell. They tried putting 
soiled merchandise and slow sellers 
on special mark-down display tables, 
but they didn’t sell and only hurt 
other sales. Their policy now is to 
give such toys to a local civie club 
that distributes them at Christmas 
or to a hospital. 

Despite the success of the gift 
and toy lines, hardware is still the 
big customer attraction. It at- 
tracts the customer the first time 
and the gifts and toy departments 
keep the customer coming back. 


The store sign reads “Hardware” 
and Mr. Burdine doesn’t believe 
that volume would be increased if 
a gift and toy banner were splashed 
across the store front. 

However, two display windows 
are used for toys and giftwares, 
respectively. Mrs. Burdine, no 
mean hand with props, ribbons, and 
decorative accessories, dresses them 
as carefully and effectively as any 
big city department store’s display 
manager plans his traffic windows. 
The store also employs a porter 
whose sole job from opening to 
closing time is to go from display 
to display dusting the merchandise 
and display racks and keeping them 
in perfect condition. 

In the field of service and per- 
sonal attention, the Burdines also 
excel. They will go to any lengths 
for a customer to get merchandise 
that may be out of stock or the 
store doesn’t sell; even buying it 
from a competitor at the retail 
price and selling at the same price 
or making long distance calls to 
suppliers and not charging for the 
expense. 

It’s also not uncommon for a cus- 
tomer to buy birthday gifts by tele- 
phone, asking the Burdines to make 
the selection themselves and to de- 
liver it, to the donee. 

Another extra service touch is to 
see that all toys, requiring it, are 
assembled. As Mr. Burdine ob- 
serves, “I have sat up on Christmas 
Eve cursing the dealer who sent 
me a knocked-down toy, and I’m a 
machinist by background and so 
shouldn’t have too much trouble as- 
sembling anything. 

“Hence, it has become our prac- 
tice to tell the customer to just give 
us a call the day before the toy is 
to be delivered. We will then as- 
semble the toy and in that way we 
can spot any missing parts before 
the customer notices them and be- 
comes annoyed.” 

When the Burdine delivery man 
calls at a house with a toy, he first 
rings the bell, empty-handed, hav- 
ing left the toy in his truck. That 
gives the customer the opportunity 
to shoo the youngster out of sight 
so he won’t see what “Santa” is 
bringing or what the birthday pres- 
ent is to be. 

“T remember my own rage, many 
years ago when I went into the 
hardware business,” recalls Mr. 
Burdine, “when a store delivered 
my youngster’s Christmas presents, 
unwrapped, right to the front porch 
and right before the child’s eyes. 
That won’t ever happen to a Bur- 
dine toy customer.” 
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GET SET UP FOR GENERAL ELECTRIC'S 


CIEAN UP LIGHT UP TIME! 


SELLS CLEANING SUPPLIES WHILE IT SELLS LAMP BULBS! 

















Starts April 2 


HAT better way for a housewife to brighten up 

for Spring than to light up... with G-E lamps? 
General Electric’s Spring “Clean-up... Light-up’’ Time 
helps her do it, by reminding her to get the lamp bulbs 
she needs at the same time she buys her housecleaning 
supplies so she can be sure to have the right bulb in 
the right socket. 





“Clean-up . . . Light-up” Time is 


backed by General Electric’s natiomal 
advertising. And there’ll be counter 
and window cards, streamers, and 


other display materials you need to 
feature “Clean-up ... Light-up” Time LAMPS 


in your store. 

















GENERAL @@) ELECTRIC 
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How to Reduce Your Taxes | 


(Continued from page 98) 


of getting your deduction if you 
can show: 

(A) Your trip followed a serious 
illness. 

(B) You stayed at a hospital or 
a rest home rather than at a hotel. 

(C) You visited a spa or a com- 
munity known as a health resort, 
rather than a community catering 
chiefly to those on vacations. 


Travel and Entertainment 


This is the tax examiner’s pet 
disallowance. Just because it has 
been abused, extra care is needed to 
get the proper allowance. So let’s 
understand the rules. 

If you are in business for your- 
self, you can take expenses in get- 
ting your gross income and then 


take the standard deduction either 


by using the tax tables or by de- 
ducting the lower of 10 pct of ad- 
justed gross income or $1,000. 

If you are an employee, you are 


entitled to take all expenses neces- | 
sarily incurred in your work. But | 
if you take the standard deduction, | 


you give up all actual expenses ex- 


cept traveling away from home and | 


expenses reimbursable by your em- 
ployer on overnight trips. 


Salesmen and others who draw | 
pay from a single company can take | 


all actual expenses plus standard 
deduction only if they qualify as 
independent contractors. 


reliable guide as to whether you are 


an independent contractor. 


To be safe in deducting actual | 
expenses plus standard deduction, | 


one should get some form of writ- 


ten agreement recognizing that you | 


are responsible for results but re- 


main free in the use of your time | 


and in your method of operation. 

Executives and salesmen who are 
employees can best get tax credit 
for their entertaining, on top of the 
standard deduction, by arranging 
for reimbursement as part of their 
compensation. They report reim- 
bursements and deduct the offset- 
ting expenses. 

Reimbursement may be a fixed 
allowance over and above salary or 
merely the right to put in expense 
slips. A smaller salary or commis- 
sion, plus expense allowance, fre- 
quently produces more “take home 
pay” than a higher salary or com- 
mission rate with no expense allow- 
ance and no tax credit for expenses 
except “travel away from home.” 


You want to get all possible ex- | 


Hitch your business to 


STAR BRIM 


THE SHININ 


LINE THAT GIVES Y 
* STARRED for quality. des 


SOLD THROUGH 
WHOLESALERS 


G CABINET HARDWARE 


OU EVERYTHING 
ign and precision fit. 


#215 
ORNAMENTAL HINGE 
For flush doors 


Overall sizes: 
2%" x 2/4" 
“STAR-BRITE" 
Chrome, nickel 
and brass 
Complete 

with screws 





#285 

CHAIN DOOR FASTENER 
Wrought steel; non-welded chain 
Size of plate: 4" x 1%" 
“STAR-BRITE" 

Nickel 
and brass 





2275 

SCREEN HANGER 
Wrought str >! 
Size: Eye plate, 
2" x Ih" 

Hook plate, 
1%" x 3%" 
“STAR-BRITE" 
Cadmium plate 


Complete 
with screws 








The fact | 
that your pay slip shows no social | 
security deduction is no longer a | 


#125 


SASH LOCK 
Wrought steel 
Overall size: 

1%" x 2/." 

“STAR-BRITE” 
Chrome, nickel 
and brass 
Complete 

with screws 


#216 


SEMI-CONCEALED HINGE 
Raised knuckle 

¥"" offset 
“STAR-BRITE" 
Chrome, nickel 

and brass 


Complete 
with screws 





#225 
SURFACE BOLT 
Length size: 
3" to 16" 

Bor size: %" 
“STAR-BRITE" 
Nickel 

and brass 
Complete 
with 

screws 


#200 
CUPBOARD TURN 
Wrought steel 
Overall size: 
yy 2" 
“STAR-BRITE" 


Chrome, nickel 
and brass 


Complete 
with screws 








#277 STORM SASH HANGER 

Hook Plate: I'/4"' x 15%"" Eye Plate: 11/4" x 24" 
“STAR-BRITE" Cadmium Plate 

| doz. pr. to box; 36 doz. to carton 
Complete with screws 


STAR META 


KvAe Butler Street, 


Brooklyn 17, N. 


#297 

CONCAVE KNOB 
“STAR-BRITE™ 
Chrome 

| Dozen to Box 
with Screws 

36 Doz. to Carton 


| PRODUCTS Co- 
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TO OUR JOBBERS © TO OUR REPRESENTATIVES 


THANKS! 


for making Our Sales Policy a Success 

AFTER 2 YEARS OF ITS OPERATION WE REITERATE 
BUCH’S SALES POLICY 
“Our Exy of Confidence in Independent Business” 











1. Quality* Buch Products enjoy a reputation for quality that dates back 
over four generations. Our constant aim is to maintain and improve this rep- 
4 utation. 

2. Sales* We firmly and irrevocably believe in the sale of our products 
through wholesalers only. 

3. Price* Our prices will always be competitive, in so far as a compromise 
with quality is not involved. 





*Our success depends 
maintain our relations with our 
success. 


= I I OE ee Oe A ee ee 
vw 


on the success of our wholesalers, and we shall always endeavor to 
customers in a manner which will insure our mutual 








The Oldham-Rust Co., Inc. 
10 Murray St. 
New York 7, N. Y. 


George H. Anderson Co. 
P. ©. Box 2235 
Memphis 2, Tennessee 


W. H. Paradise & Associates 
2108 Harvey Ave. 
Berwyn, Ill. 


William J. Hailer 
512 North Eutaw St. 
Baltimore 1, Maryland 


J. T. Scott & Company 
3020 Sunset Bivd. 
Los Angeles 26, Calif. 


Emery B. Hatch Company 
208 Melrose St. 
Melrose 76, Mass. 





Carrying the Load 
Since 1868 


S & S Sales Company 
4229 West Lovers Lane 
Dallas 9, Texas. 


Edward D. McGinley 
2938 West Liberty Ave. 
Pittsburgh 16, Pa. 


R. B. Pilkington 
231 Healey Building 
Atlanta 3, Georgia 


BUCH MFG. CO. > ELIZABETHTOWN, PA. 


CHAMPION 


CHEST HANDEES of Wrought Steel 
SURFACE TYPE 









For use on chests or 
boxes where sturdy 
handles are required. | 





No. 262 handle furnished 
without screw holes for 
use on metal boxes 
where spot welding is 
necessary. 





No. 262 
3", 4" and 434" 


FLUSH TYPE 











All handles are available 
in Bright Steel, Japanned, 
Electro Galvanized or 
Parkerized finish with or 
without screws. 

















No. 266—4)/," x 5!/4" 
No. 267—4!/4" x 6!/," 





The 
IAWIMUAMIALITUALRU TALE 


GENEVA, OHIO 
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penses of executives and salesmen 
tied into company purposes. Exam- 
ining agents ask whether expense 
payments to employees were actu- 
ally used in company business. Hav- 
ing the company pick up the check 
minimizes this risk. Of course, this 


doesn’t mean issuing company 
checks for purely personal ex- 
penses. The Tax Court has just 


knocked out company payments for 
the wedding party of its treasurer’s 
daughter. You are OK if you follow 
these practices— 

(A) Where possible, entertaining 
and traveling expenses should be 
directly paid for by the company. 
This can usually be arranged easily 
enough through credit cards, with 
the bill and supporting chits going 
to the company. Where the execu- 
tive must lay out cash, get a memo 
on the purpose and an accounting 
for the amount of any advances or 
reimbursement. 

(B) Where one uses an auto for 
both business and personal pur- 
poses, depreciation and operating 
expenses should be allocated on a 
mileage basis. Give the company a 
statement to cover the employee’s 
payment for personal use of a com- 
pany car or the company’s payment 
for business use of the employee’s 
car. 

(C) Where both business and 
personal use is made of a club, bills 
should be turned in to the company. 
Try to have business entertaining 
segregated on the bill. If that’s not 
feasible, work out a _ percentage 
allocation based on experience over 
a reasonable period of time. On 
business entertaining at home, put 
in a memo to the company, request- 
ing current reimbursement and 
identifying the matter or transac- 
tion against which the expenses 
should be charged. 

Tax examiners tend to claim that 
business expenses claimed by the 
employee are not really his ex- 
penses, but those of the company. 
Then, the employee is not allowed 
to deduct them on this return. Re- 
cently, a salesman for Time, suc- 
ceeded in establishing the right to 
deduct expenses incurred by him 
personally. He was helped by a 
memo from the Time management. 
It stated that Time salesmen are 
paid high salaries because their 
jobs make demands on a man’s 
time, which cannot be accounted for 
“minute by minute and penny by 
penny.” The memo went on to 
specify that Time did not. expect 
“an expense account for every 
phone call, every taxi ride, every 
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luncheon and every drink bought 
by a salesman in the course of his 
business and social existence.” A 
policy statement like this helps sus- 
tain an executive’s right to deduct 
his personal business expense. 


Keep the Evidence 


IXven where the right to an ex- 
pense deduction is established, the 
tax examiners and the courts are 
constantly disallowing deductions 
because there is no proof of the ex- 
penditure, its amount or its busi- 
ness purpose. Here are the best 
techniques for building a record in 
support of travel! and entertaining 
expenses— 

(A) Note details of appointments 
on your calendar or diary—names, 
places, purpose of meeting, amount 
and nature of expense. File this 
with your copies of your return. 

(B) Keep a separate diary or 
expense book. 

(C) Set up a folder to collect re- 
ceipts, stubs, bills and your own 
scrap notes to support cash expen- 
ditures. 

(D) Dictate brief memos stating 
the type, the amount and the pur- 
pose of all significant amounts you 
expend for business travel and 
entertainment. 


Good Display Makes 
Selling Effortless 


(Continued from page 111) 





has been arranged at the rear of 
the store, near the entrance off the 
parking lot. The department, which 
occupies the two corner sections, 
has yellow-green as its main color 
accent for the wall background 
against which steel goods are dis- 
played. Seeds and accessories are 
shown on a display island and a 
platform fixture is used for such 
items as mowers. 

Vernon Cherry has been a retail 
hardware man since 1932. His 
father started the first Cherry Co. 
hardware store in 1923. In addi- 
tion to the new store, recently 
opened in the Westchester district 
of Los Angeles, there are two 
others, all in Los Angeles. 


Here and There 


Seventy-eight out of every hun- 
dred families in this country do not 
Owe one cent on instalment in- 
debtedness. 








Between 1940 and the summer 
of 1950, the estimated increase in 








the cost of living was 73.0 pct. 








DROP FORGED HEAVY 
& SHELF HARDWARE 


Whatever you may need — Drop Forged 
Hooks, Shackles, Wire Rope Sockets, 
Chain Connecting Links, Turnbuckles, 
Thimbles, Eye & Ring Bolts, Swivels, 
Blocks or Pulleys — Wilcox-Crittenden 
is prepared to take care of your needs! 
All items are made in a variety of styles 
and sizes. Drop Forged goods are weld- 
less. Galvanized items are thoroughly 
coated — even the threads —by the Hot 
Dip Galvanizing Process. 

Our Catalog ‘K’ will give you all the 
information you need. If it isn’t at your 
fingertips, write for a free copy today. 


WILCOX-CRITTENDEN 


"TA CENTURY OF DEPENDABILITY’’ 
77 SO. MAIN STREET, MIDDLETOWN, CONN. 



































GET BEHIND THE LINE THAT 
FEATURES CONTINENTAL 
RED SEAL POWER 


In the lawnmower and light tractor field, leading 
manufacturers’ adoption of Continental air-cooled 
four-cycle engines is bringing home to hardware 
men a fact the heavy equipment folks have 
known for years: machinery powered by the 
engine with the famous Red Sedl trademark is 
easier to sell—because the engine is already sold. 
The Continental name has stood for dependa- 
bility ever since 1902. Today, more than ever, 
it pays to stock the line that features Continental 
Red Seal power. 

















Continental Motors 
[orporation 


AIR-COOLED INDUSTRIAL 
ENGINE DIVISION 


620 FORD BUILDING 
DETROIT 26, MICHIGAN 
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Toys Bring in 50% of Volume 


This store finds pre-Easter toy sales equal Christmas 
volume. Makes inflated toys its specialty to build 
toy department up for year-'round selling. 








Large, colorful inflated plastic toys are the specialty of the 12-month 
toy department operated by this store. Last year, by August, $4,000 of 
just these had been sold. 


Toy sales are playing an _ in- 
creasingly profitable role in the 
merchandising plans of the J. C. 
Hardware, 2811 Eighth St., River- 
side, Calif., where pre-Easter sales 
last year were as big as Christmas 
sales. And, on a year-round basis, 
they account for 50 pct of store 
volume. 

This enormous toy volume is 
done in one-third of the store’s 
space and although it results from 
the variety of toys Mr. and Mrs. 
Joseph R. Collier stock, it receives 
its impetus from their specialty— 
inflated plastic toys. 

They are large and colorful and 
lend themselves more easily to dis- 
plays that attract traffic and inci- 


128 


In fact, 
according to Mr. Collier, one reason 


dentally sell other toys. 


22°% Volume in Power Tools 
(Continued from page 109) 


store’s location in a downtown shop- 
ping center assures it of a large 
motor and pedestrian traffic. Prices 
are plainly marked on each item dis- 
played in a window or in the store 
or warehouse. The firm believes 
that people who know the cost of 
such equipment, in advance, will 
be talking performance, quality or 
some other feature right from the 
start which automatically and 


for the store’s large pre-Easter toy 
sales were the inflated plastic rab- 
bits which were put on display. 
They came in three sizes, ranging 
in price from 79 cents to $5.00 and 
made amusing gifts or home deco- 
rations for the Easter holiday 
period. 


Excellent Summer Sales 


The Colliers also enjoy excellent 
summer sales of inflated plastic 
wading pools, their sales ranging 
in price from $5 to $20. Last year, 
by August they had sold $4,000 
worth of just these inflated plastic 
toys. 

“Parents, accompanied by their 
children, when they come into the 
store to buy hardware or house- 
wares items, generally will also buy 
small toys,” says Mrs. Collier. “Our 
best sellers then are the 10-cent to 
$1 items.” 

To take care of that trade they 
have a stock of small plastic and 
metal toys such as airplanes, cars, 
trucks, and buses. They also stock 
dolls and the higher-priced gift toys 
for children’s birthdays. 

Toy displays are arranged on 
open tables so that customers can 
serve themselves. The big plastic 
toys, however, are displayed on a 
window ledge but in good weather, 
they are inflated and displayed 
right out on the sidewalk where 
passers-by can’t miss them. 


speedily removes the factor of price 
resistance. 

Window displays usually include 
posters, booklets and sales-making 
package displays provided by vari- 
ous manufacturers thus inducing 
many passersby to visit the store 
for circular matter. 

Newspaper advertising regularly 
carries the firm’s power tool story 
throughout a wide area. Ads are run 
in space three columns by 10 to 12 
in. Manufacturers’ printed folders 
are also mailed three or four times 
a year to a list of about 600. 
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NOW! Professional-quality sandpaper 
“ur home power tools 


Tough aluminum-oxide mineral coat- 
ing lasts ten times as long as ordinary 
sandpaper— cuts faster, gives cleaner 
results on metal, wood or plastics. 








Yes, 3M Home Workshop Sandpaper is the 
same “‘production” type sandpaper with the same 
tough aluminum-oxide mineral coating used in wood- 
working plants. It’s tougher than flint or garnet 
—many times tougher than emery! 


Never before has this fast-cutting, professional 
sandpaper been available to you in handy packs 
for home use. But now you can get discs, belts and 
sheets of aluminum-oxide pre-cut to fit everything 


SANDING)TIP e machine ata {rom the popular 3M Sanding Block to most home 
20° angle to t ef 1” of disc surface for power tools. 
Gates. nd . results, use the new 3M Home 

orkshof, Sanat iscs with aluminum-oxide mineral coating. Your hardware dealer has 3M Home Workshop 
For {” to ®’ arbor, 5” and 6” diameters. 5 sheets to a pack, 


“» Sandpaper now. Ask him for it and you’ll see the 
difference. Try it and you’ll feel the difference. 








Get “production” type 3M Sandpaper 
NOW from your hardware dealer! 3M Rubber Sanding Block 


takes pre-cut sandpaper 





3M SANDING BLOCK “PRODUCTION” PAPER SHEETS 


Solid rubber. Easy to handle. 234"”x9" (for 3M Sanding 
Pre-cut sheets available. Block) and 33g” x 9”. 





“PRODUCTION” PAPER DISCS “PRODUCTION” CLOTH BELTS 
5” & 6” diameter. 14” to 1” Six sizes for most portable 


arbor. Fine to very coarse. belt sanders. 5 to a box. 


“PRODUCTION” PAPER 
FACE PLATE DISCS 
8”, 10”, 12” diameters. 





Made in U.S.A. by MINNESOTA MINING & MFG. CO.. St. Paul 6, Minn. 


also makers of “Scotch” Brand Pressure- 
sensitive Ta “Scotch” Sound Recording 
Tape, ‘“‘Un erseal’’? Rubberized Coating 
“Scotchlite” Reflective Sheeting, “Safety- 
Walk”? Non-Slip Surfacing, ‘‘3M”’ Adhesives. 
General Export: Durex Abrasives Corp., New 
Rochelle, Y. In Canada: Canadian Durex 





THE FAVORITE sanding block of professional finishers 
is now available for home use with convenient packs of 
pre-cut sheets. Block is solid rubber, 2%” wide, 5” long. 
Abrasives Lid., Brantford, Ontario. HOME WORKSHOP 3M Home Worksho Sandpaper is coated with alu- 

SANDPAPER minum-oxide mineral for longer life, faster cutting. 
10 sheets to pack in fine, medium and coarse grits, 








HARDWARE AGE, FEBRUARY 22, 1951 129 








MAKE YOUR STORE — 


WICKWIRE BROTHERS 


POULTRY NETTING HEADQUARTERS 


a Make your store poultry 
oo netting and hardware cloth 
headquarters with Cortland Brand Wire Nettings 
and Hardware Cloth. They're heavily galvanized 
and uniformly woven — easy to handle because 
they lie flat when unrolled. Made from finest 
corrosion-resisting open-hearth steel. Meet U. S. 
Department of Commerce, National Bureau of 
Standards’ specifications. 


STOCK THESE POPULAR 2.20a’ BRANDS 


@ HEXAGON POULTRY NETTING 

Finest poultry netting made — in 1”, 1'2” and 2” mesh. 
20 gauge wire. Standard widths, 12” to 72”, and furnished 
in 150 Greer ft. bales. Galvanized before or after weaving. 


@ ANIMAL PEN NETTING 

Heavy grade hexagon netting, galvanized after weaving 
for heavy-dut purposes. Includes Fox, Mink and Crab-Pot 
Netting. In ft , 1", 1A", 2” and 3” mesh. Wire gauges, 
14 to 19. Standard widths, 12” to 72”. Furnished in 150 
linear ft. rolls. 


@ HARDWARE CLOTH 


Standard and heavy grades. Uniformly woven, heavily 
galvanized, in all standard widths and meshes. Come in 
100 linear ft. rolls. All-welded Wire Cloths also available 


in 2", %4” and |” mesh. Wo 


staelite) 


WIRE SCREENING © NAILS & BRADS © WIRE 


WICKWIRE BROTHERS, INC., Cortland N. Y. 











Profit Sharing 


(Continued from page 102) 


as a new employee. But in certain 
cases the plan provides for more 
liberal handling. 

Income from trust: Any earn- 
ings, profits, interest, dividends or 
realized accretions from the trust 
fund shall be added thereto. Like- 
wise any losses and expenses of 
administration of the trust shall 
be deducted therefrom. Net earn- 
ings shall be pro-rated at the anni- 
versary date among the partici- 
pants in direct proportion to the 
amount credited to each remaining 
participant at the beginning of the 
fiscal year. 

Discontinuance: The plan is pure- 
ly voluntary on the part of the 
company, and it may change, sus- 
pend or discontinue it at any time. 
However, in no case can any funds 
contributed to the trust be recov- 
ered by the company, and in the 
event of discontinuance, the plan 
provides for gradual liquidation of 
the trust to the participants. The 
company hopes to continue the plan 
indefinitely, and every effort has 
been made to arrange the plan to 
meet future conditions. But to 
protect the company against un- 
foreseen conditions, the right to 
amend or discontinue the plan is 
necessarily reserved by the com- 
pany. 

Other provisions: Contributions 
to the fund are not taxable. When 
participant receives payments from 
the plan they are then subject to 
his income tax. The plan is entirely 
separate and distinct from Social 
Security. 


Administration Methods 


The plan is administered by an 
Advisory Board of three members, 
all of whom shall be employees and 
participants, and two of whom shall 
be members of the board of direc- 
tors of the company. James A. 
Schofield, the firm’s treasurer, is 
one member of the Advisory Board. 
He is its secretary and maintains 
its records. 

The advisory board directs the 
investment of the funds in the 
trust in collaboration with the trus- 
tee (a bank in the community). 
Either has a right to veto any con- 
templated investment. 

By July 15 of each year, the trus- 
tee makes a detailed report to the 
advisory board as of the anniver- 
sary date showing condition of the 
trust. 
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HOLD-E-ZEE 


The Original 
Automatic Grip 
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. ++ and here’s why: 
Features are outstand- 
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and 











ing. Promotion is This compact wall unit shows bulk seeds to advantage. sTOC 
steady and right! Repu- . . A 

bere Pg pie Portable Seed Bins Fit Regular Shelving @ FLIT | 
- +. and quality, Portability and convenience are jars at a higher level above the —? 
from hand-ground ORDER combined in the sectional seed bins bins. A scale is also on one of the @ FLIT | 
chrome-vanadium aoe used by Heimbrook Hardware, wall shelves. @ FLIT 
bits to unbreak- JOBBER! Chillicothe, Mo. Two of these units “We experimented for several Insect 
shite, tussiatie —each 12 ft. long—fit into regular years to get a good seed display lo- Holds 

3 g ; : ; é 
Seale te step-up wall shelving. Constructed cation before trying a wall spot, @ Sturd: 
of % in. lumber these sturdy units says E. Seidel, assistant manager. for ev 

unsurpassed! will hold large quantities of pea, “The seeds are located high enough 
bean, and corn seed each of which to be seen easily. When the seed © A SHI 
is properly placarded. season is over we can easily dis- Red, \ 
Other bulk seeds are kept in glass mantle the rack and store it.” ® A SUF 
that c 
® Backe 
HARDWARE HUMOR ore 
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@ The Saturday Evening 
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® Collier's 
@ Popular Mechanics 
RS | © Popular Science 
Monthly 
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JOIN FAMOUS 


Flit Protit 


FEATURE FLIT—Get ready for BEST 
and BIGGEST SALES YEAR EVER! 


STOCK THE COMPLETE FLIT LINE 


@ FLIT with Lindane for fast action (in pints, quarts 
and gallons). 

® FLIT With 5% DDT. 

@ FLIT Aerosol Bomb—Handy, highly effective 


Insect Killer. For easy push-button spraying. 
Holds 12 ounces. 


@ Sturdy FLIT Sprayers—10 and 20 ounce sizes 
for every household use. 

® A SHELF-STANDOUT in ’50 . . . in sparkling NEW KZ 
Red, White, and Blue Containers! a ] 


@ A SURE SELLER for ’51 . . . a popular item 
that customers will want! 


® Backed by a Strong Advertising Campaign. ~ 


® POWERFUL POINT-OF-SALE SUPPORT. 
Colorful, Attractive Displays,. 
Streamers, and Cards. 




















Order early from your wholesaler 
—get ready now for your 
BIG FLIT PARADE 
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THE WORLD’S LARGEST SELLING HOUSEHOLD INSECTICIDE 





HARDWARE AGE, FEBRUARY 22, 1951 13% 








Profits From Cameras 


Profitable camera and photo supplies section 

attracts both novices and experienced photog- 

raphers for Stambaugh-Thompson. Finishing 
service builds traffic. 





Interest a fan in buying sup- 
plies for his hobby in your store 
and you get a repeat customer for 
that particular section as well as 
an enthusiastic patron for other 
departments. The Stambaugh- 
Thompson Co., Youngstown, Ohio, 
finds this as true of its camera 
and photo supplies department as 
it does for other hobby items. 

Whether the customer is a con- 
firmed shutterbug, with his own 
dark room and several cameras, 
or the fellow who owns but one 
inexpensive outfit, the department 
is set to appeal to him. Camera 
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Section of the photographic department. Cases, the tops of which are used for open display, 
show the same classifications of equipment and supplies as the wall units in back of them. 


fans of the fair sex are also at- 
tracted to the department. 
Located just inside one of the 
store’s entrances, the camera de- 
partment is a real traffic and profit 
builder. Says Conrad Thompson, 
department manager, “Our promi- 
nent location attracts all types of 
shoppers, because of the ease with 
which they can make purchases 
or discuss cameras or photo- 
graphic supplies. A camera de- 
partment is not only a source of 
sales for things a customer came 
in to buy but also for numerous 
items purchased on impulse. 


People buying rolls of film, on im- 
pulse, often look at and make pur- 
chases of other supplies and 
equipment. 

“All the sales clerks in this de- 
partment have at one time or an- 
other been in the photographic 
field and can speak intelligently 
about the equipment and supplies 
in the department. They are able 
to give customers correct informa- 
tion and offer helpful suggestions 
for improving the quality of their 
photographic work. 

A staff of experienced per- 
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About the Rod and 
Reel Revolution! 


THE LAST FOUR YEARS have marked 
a sensational revolution in sport fishing 
tackle. Old style heavy gear has been 
replaced by modern light-weight 
equipment pioneered and perfected by 
Langley. This new concept of rod and 
reel has swept the nation because it pro- 
vides more fun and thrills, more sport, 
more action! No wonder the Langley 
name is today the “hottest” name in 
fishing...no wonder the Langley ““Cham- 
pionship Combination” leads the field! 
Everybody is going modern withLangley! 





























DESIGNED BY DICK MILLER 


Dick Miller is a world famous fisherman, casting champion 
and Executive Vice-President of Langley Corporation. 


Langley CHAMPIONSHIP 
POT COMBINATION 


—————— == e—— — 












3.7 and 4% ft. casting rods... $9.50 
5 and 5% ft... $10.50 
FAIR TRADED 





“Streamlite” Reel 


7“ 


“ANTI-INERTIA” REELS 


All Langley Reels have the 
famous Anti - Inertia Spool. It e- 
liminates the “‘fly-wheelaction” 
that causes back-lash and cast- 
ing drag. Starts and stops in- 
stantly - gives perfect casts every 
time with light or heavy lures. 
Casting reels from $5.95 to $15 



















“LONGITUDINAL” RODS 


Tubular glass rods with Jongi- 
tudinal tibece running length- 
wise from butt to tip. RE-EN- 
FORCED WITH NYLON! De- 
signed by Dick Miller with his 
own secret rod-balance meas- 
urements. The action is terrific. 
Complete line - Casting, Fly, 
Spinning - from $9.50 to $20 


































= YW rae nearer 
© Copyright 1950 OF YOUR REEL 


LANGLEY CORPORATION 
660 Second Avenve 
San Diego, California 
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sonnel is an absolute must in a At the time of the special offer 
camera department, if you want samples of photo-flash pictures 
your customers to have the proper made right in the store, with the 
equipment and supplies. Our cam- low-priced outfits, were  incor- 
era department salesmen do not porated in the window display. 
overload any customer, but sell Pictures showed a coffee-maker 
_ him what he needs, thus building demonstration, a knife-sharpening 
Sak goodwill for the store. demonstration and hardware dis- 
icp Set up quite like an exclusive plays. “Quite a few people came 
om camera shop, the department oc- into the store to see just where 
tier WAVY-TEETH cupies 50 ft. of wall space, care- _the pictures were taken,” relates 
; fully arranged according to types Mr. Thompson. “This increased 
4 of merchandise. Wall cases are our store traffic and heightened 
used to display gadget bags, movie interest in our photographic 
: cameras and still cameras. There equipment department.” Ye 
is a complete section featuring all Another recent window display m 
types of roll and pack films, plus featured medium-priced camera 
. three supply and equipment cases. equipment that an average pho- DE 
why this Considerable traffic is attracted tography fan could afford. At the it’ 
i by the photo developing and print- same time a waist-high platform, qu 
“wavy tooth ing services offered, that phase of located between two entrances to 
f the department attracting young the store, was utilized for a mass 
file means and old photo fans of both sexes. display of tripods—some in oper- No 
“We have tied in with the in- ating positions, others being offe 
4 creasing interest in photo-flash folded. An assortment of camera by 
photography by having both win- cases was shown with the tripods. que 
HH : ‘ as : Wa 
better filing dow and store displays to attract All items were plainly price- rep 
enthusiasts for this type of pic- marked. As tripods were sold and qua 
for your ture taking,” said Mr. Thompson. removed from the display, enlarg- you 
“As a special we offered those pur- ing equipment replaced them. 
customer chasing a _ certain low-priced Sales of tripods were numerous as 
photo-flash camera a free roll of a result of that display, although ! 
¢ film and free developing and print- very little salesmanship was 
d ing of that film.” required. 
for you... 
: 
Cleaner, faster filing for 
your customer! Filing SHA 
without clogging, scrap- MAS 
ing or skidding! Filing pert. 
that leaves a smooth sur- omne 
face! There, briefly, you 
have NUCUT filing. 
NUCUTS will prove 
Pp your best bet for build- 
A ing file sales. Write! 
T 
E 
N 
T 
E 
D 
DEE 
TEN 
Mode 
elect 
oper: 
wind! 
NUCUT FILE DISPLAY No. 
18” wide x 23” high. No 
charge for display — pay 
only for files. Shipping 
weight 5 lbs. 
ASK ALSO ABOUT our complete line of Hammers; 
Masterenches; Craftmaster Scrapers; Trowels and _ 
other quality tools. ; 
HELLER BROTHERS COMPANY 
America's Oldest File Manufacturer 
Newcomerstown, Ohio Display unit between entrances showing tripods and enlargers in varied price ranges. 
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You make more 
money selling 
DEMPSTER because 
it’s America’s 
quality water system! 


No wonder the farmer won’t have anything else! Dempster 
offers him a tried-and-tested water-supply system—backed 
by the 73-year-old Dempster reputation for unquestioned 
quality. It’s just plain sense that you can sell more Dempster 
Water Systems. In a day of increasing shortages, with 
replacement materials harder to get, your customer is more 
quality-conscious than ever before. You sell quality when 
you sell the Dempster Water System—it’s America’s finest! 


These Dempster Pumps are star 
members of America’s finest line... 





DEEP-WELL JETMASTER 
— Ideal for offset installation or 
to be set directly over the well. 
Unusually simple in operation- 
only one moving part. 


SHALLOW-WELL JET- 
MASTER — Only one moving 
part. No special pressure tank 
needed. Easily installed and 
exceptionally efficient. 





DEEP-WELL WATER SYS- 
TEM — Positive lubrication. 
Modern design. Availab!e for 
electric motor or gasoline engine 
operation. Can be supplied with 
windmill attachment. 


CENTRIFUGAL PUMPS — 
Impellers are semi-enclosed 
for greater efficiency. Balanced 
drive shafts ride on double Tim- 
ken Bearings. There are no bet- 
ter irrigation pumps made than 





Dempster Centrifugal Pumps. 


America’s Quality Line of Farm 


| 


WATER SUPPLY — Supply EQUIPMENT 
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Pumps @ Tanks @ Windmills @ 


Irrigation Equipment 


DEMPSTER 
MILL MFG. CO. 


Beatrice, Nebraska 

















Gradvated 
Jar 







Spinner 







VS-600 








New 

Pump 

Assembly Mow 
UL-Approved 









t's AU-Purpose... 
Tu0uble-Pree... Fas 
Exclusive WMilti-Vein Spinner Noggle 


@ Here at last is an electric utility sprayer that has 
everything! Sprays all kinds of paint, lacquer, enamel, 
insecticides, oil or water base garden sprays perfectly, 
without any possibility of damaging mechanism. 
New, precision-flow nozzle assembly and precision- 
built, non-clog pump... all exclusive with Burgess! 
Entire unit is approved . . . electrically safe! 

In addition, only the Burgess Model VS-600 has: 
co-ordinating spray-adjuster for regulating both vol- 
ume and spray pattern; interchangeable, coarse and 
fine multi-vein spinners for heavy and light liquids; 
free-floating ball check; instant pump disassembly for 
easy cleaning ... Plus new, informative, 3-color jar 
label. A deluxe sprayer in every respect! 

Contact your jobber or write for information about 
this new and better famous-name sprayer. Fully 
guaranteed by Burgess. Get your order in now for 
quick, easy sales and fast profits. 








vibro Approved and Sold 


. ae 


7prayer, Leading Paint Manufacturers 














Manufactured and Guaranteed by 


§ Burgess Worocrafiers bac 


180 N. WABASH AVE. « CHICAGO 1, ILLINOIS 
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Packaged to Sell... 


Brass or steel escutcheon pins of fine quality...Packed in attrac- 
tive metal-edge boxes that act as sturdy containers and make 
eye-catching displays—or, if you prefer, in 100 lb. kegs... Stand- 
ard or special sizes...plain or plated finishes...made in special 
metals on request. Special nails, rivets and screws made to order 
..-Economy, quality and quick delivery in large or small orders 
.»-WRITE FOR PRICES...We will send quotations promptly... Ask 
for free Catalog and Decimal Equivalents Chart. 


JOHN HASSALL, INC. - 





419 Oakland Street 
Brooklyn 22, N.Y. 


Manufacturers of Cold-Headed Specialties — Established 1850 














TOPS in QUALITY 
TOPS for PROFIT 
TOPS in TRADE POLICY 


You'll enjoy selling UNIVERSAL hand 
and compressed air sprayers. Exceptional 
quality produces quick sales and staunch 
repeat customers. Our method of pric- 
ing provides for the most generous 
mark-up in the trade and the same 
square deal for EVERY dealer. They are 
sold solely through the Jobbers’ sales- 
man. He can show you in a hurry why 
UNIVERSAL is by long odds the best 
line to handle. Ask him about it. 





e UNIVERSAL METAL PRODUCTS CO. 


SARANAC, MICHIGAN 
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Credit and Collection 
Methods 
(Continued from page 116) 


series of forms, printed notices or 
stickers is provided and their use 


designated. 
There is excellent justification 
for the “impersonal” approach, 


particularly in the early stages of 
past-dueness. The customer is 
comforted by the obvious fact 
that he has not personally been 
singled out for treatment; that 
others are in the same spot. The 
low cost of such impersonal com- 
munications compared with that of 
personalized letters requiring 
matched fill-ins, is a cogent argu- 
ment for them. 

It is important to start the col- 
lection procedure early and to in- 
sist on consistent and regular fol- 
low-up. The gentle but insistent 
reminding of the obligation of 
prompt payment is necessary for 
educating customers to the neces- 
sity of a proper regard for credit 
responsibilities. Your customers 
can be trained to habits of prompt 
attention to bills. 

The spectacular performance of 
those cities where a “pay promptly” 
campaign of newspaper advertising 
has been an established feature of 
merchant co-operation vividly shows 
the possibilities in the matter of 
consumer education. 

Your collection efforts begun 
early and continued consistently 
will go far toward improving col- 
lection conditions in your com- 
munity. Where all stores have a 
more or less similar understanding 
of collection policies, the total com- 
munity picture is improved. 


A Time to Get ‘Personal’ 


When an account remains unpaid 
after 90 days, the “impersonal” ap- 
proach ends and the “personal” ap- 
proach should begin. Good collec- 
tion procedure requires that the ac- 
count be classified by such factors 
as the length of time the account 
has been on the books, amount of 
the bill and its relation to other ac- 
counts the customer has owed the 
store. Intelligent inquiry will in- 
dicate whether the customer is 
habitual slow-pay or is_ usually 
prompt. 

There are many fine people who 
occasionally find themselves unable 
to pay bills. Unexpected circum- 
stances have disturbed their plans. 
The first personal letter to such a 
customer would offer the fullest 
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27"’ IMPERIAL 
\Roller Type Mower 


“KLIPPER” 
POWER MOWERS 
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fully enclosed chain drive 
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Oversize enclosed Timken bearings 
Unbreakable tubular steel handles 
Patented, positive action non-wearing clutch 
Ixtra strong, zinc die cast alloy construction 


linc die cast alloy drive pinions with hardened 
ileel inserts 

Patented “Quickset” height adjustment with a 
range of 2” to 23/4” 

Power driven weed 

tippers (optional) 


Plus the always de- 
bendable Briggs & 
Stratton motors 


0 Other Power 
tCan Match lt! 
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ealer Franchise 
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ty. Write or wire 
TODAY for in- 
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STEEL TELLS THE STORY! 


Yes, it’s steel .. . the finest SANDVIK 
Swedish Steel .. . that makes this tool 
the pride of the carpenter’s tool chest. 
The very heart of all edged tools is 
the steel from which they are made, 
and with SANDVIK “Fish & Hook” 
Saws that important basic ingredient 
is the world’s finest steel for edged 
tools . . . genuine Swedish charcoal 
steel. Keen edge? You can’t top it! 
What’s more, in a SANDVIK Saw the 
edge lasts and lasts because the steel 
is tough! 


To match such performance by the 
steel the SANDVIK #280 Hand Saw 


Ship point, pate at 
SANDVIK N°280 
— Ground The Whole Widlh 
“sep gusuon sweorsn aioe cHascOP® sgh | 












Mave PROM Pr 


rasmsoue 


%, + 
© rasa, oO 






is balanced to meet exacting profes- 
sional requirements, and finished to 
win the acclaim of men who earn their 
living with fine tools as the finest. 


The SANDVIK trade mark .. . the fa- 
mous “Fish & Hook” .. . on the blade. 
of SANDVIK hand saws tells your cus- 
tomer this is the Swedish steel... and 
the saw .. . he wants to own. 





SANDVIK SAW & TOOL 


DIVISION OF SANDVIK STEEL INC. 
47 Warren St., New York 7, N. Y. 








IT’S SENSATIONAL! FOR 


ENING ond LOOSENING 
SCREWS 


TIGHT 
NUTS, BOLTS and 


FA PENDING 


sete RELIC FY eS Wo 


oo AGO EAPO OTE 


1437 


Phe 1 TIT Tie by ow, 
a SS oN a a 


When problem nuts, bolts or screws must be turned, 
why waste time with screwdriver, wrench, cold chisel 
or hacksaw? Use a Porter IMPAKDRIVER and say 
GOODBYE to ‘‘ornery” screws, bolts or nuts that 
won’t start ... GOODBYE to hours spent trying to 
loosen or tighten fasteners in hard-to-get-at places. 


Complete Sets 


with specially designed attachments 
including HEX sockets up to %._" and 
two sizes of Phillips and plain screw- 
driver bits. Ask your jobber (or mill 
supply house) for complete informa- 


tion. 


H. K. PORTER, INC., SOMERVILLE 43, MASS. 


PORTER-FERGUSON Auto Body and Fender Repair Tools 
vt PORTER CUTTERS and PORTER PRUNERS 
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possible co-operation in the emer- 
gency. Lasting friends can be made 
for the store by an understanding 
attitude to a good customer tem- 
porarily unable to pay. 

The collection analyst is required 
to make the proper discrimination 
between customers and from a 
variety of letters select the most 
appropriate. Throughout the col- 
lection procedure friendliness is 
essential. 

A co-operative “you” attitude 
should be the central theme. Even 
when it is necessary to be stern and 
direct, the letter must still be 
friendly. Many “last minute” col- 
lections have been effected by main- 
taining a friendly attitude when a 
belligerent tone would simply stiffen 
the customer’s resolve to delay pay- 
ment as long as possible. 


Seven C's of Letter Writing 


Letters should always be positive 
and affirmative, so let us consider 
those positive qualities that make 
a good letter. 

Your letters should always be 
courteous. This is an_ essential 
quality of good letters. Courtesy is 
a basic requisite of good manners. 
Often a friendly courteous letter 
will gain results, when a perfectly 
well-written, but cold letter will 
fail to arouse action. 

Remember, that courtesy cannot 
be put on as one would put on a 
cloak. It must spring from the 
inner self; we must be genuinely 
interested in the problems and dif- 
ficulties of the other person if we 
are to be ¢ruly courteous. Courtesy 
will be instantly recognized and ap- 
preciated in your letters. Notice 
the difference in the words, civil, 
polite, courteous. Good letters are 
the ones that tell the recipient the 
message of the letter, but clothe 
the words with the courtesy of con- 
sideration and warmth. 

Your letters must also be concise. 
Clear writing makes easy reading. 
Your thoughts must be transferred 
to the reader in words that are 
understandable and intelligible. No 
one can possibly tell you the exact 
length your letters should be unless 
all the relevant facts are known. 
The only safe rule to follow is to 
use enough words to tell your story 
completely. 

Try this test on your letters. 
Strike out the words you feel able 
to without destroying the meaning 
or reducing the letter to curtness. 
Consider how much a letter is im- 
proved by eliminating excess 
verbiage. 
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emer- Your letter must be complete. b tt th 

» made Arrange the facts of the matter now! e er an ever! 
nding logically and tell them coherently. a 
- tem- The customer must know what you 


are talking about if you expect s 
quired definite action. Be sure that you 
nation have all the information necessary 
om a 


to complete understanding. 














» Most Your letters must be confident. 
le col- Assume an attitude of expectation ‘ 
-SS 1S of success. Take it for granted that 
P the customer will do as you sug- SWI N (; { N S D RAY 
ititude gest. Avoid a whining, begging, 
Even effusively thankful tone. Be sure | 
rn and you are right and then, confidently | . 
ill be and courteously suggest a course of | with ew tubular 
i col- action. ——— 
— Your letters must be co-operative. | : 
vhen Remember there are two sides to a uminum runners 
stiffen every question. People do not like to —-~~ > 
y pay- be driven. Seldom is it wise to be tm 
bluntly positive. If you close the 
ing door tight to every possibility of 
further consideration ‘and com- 
ositive promise you might be sorry later. 
nsider Far more successful is the co-opera- 
make tive attitude. Come more than half- 
way to meet your customer. Sug- 
ys be gest rather than command. Offer 
sential something to the customer’s benefit 
tesy is rather than a cold, unrelenting 
inners. ultimatum. 
letter Your letter must be compelling. 
rfectly Your letter is written to gain a 
r will definite objective. Do not confuse 
your customer by offering an al- 
cannot ternate course of action. You must 
L on a evoke a positive response so your 
mn the letter must point the way. If there 
pnd are several possibilities, select the 
—. one most acceptable to you and make @ NOW — sturdier construction, stands absolutely rigid. 
if that the direction of your letter. 
—— Usually this will come at the end of @ NOW —easy-to-set adjustment for smaller areas. 
= +f the letter and will be the final 
en thought the reader gets from you. @ NOW —no plastic or fiber parts to wear out. 
’ pgp Make the appeal to action compel- , 
aor rt a, Show hm customer the road, © NOW — fine spray covers entire lawn area uniformly. 
clearly marked. 
Petey Your letter must be constructive. 
It is almost always possible to say It’s adjustable! It oscillates! It sprinkles rectangularly! 
lita something pleasant to your reader. 
niles, The good letter writer will try to 
ena find something that can be said to Up to 2,400 square feet in one setting! Reaches into all cor- 
at are build up the reader. It is easy to ners. Precision-built of rustproof, non-corrosive aluminum, 
le. No * gg Pag Rea = > ba brass and stainless steel, with solid bronze bearings. What’s 
> exact infinitely better to add to in ont more, its water-driven gears never need oiling. Make sure 
se tomer’s respect for himself. Search you're stocking the genuine Melnor Swingin’ Spray. Look for 
y is to aed the sire se gong use to the Melnor Warranty hangtag... just as your customers do! 
sini a a constructive note to your 
oe letter. READY NOW! Melnor’s 1951 catalog, showing the complete line of 
letters. Avoid These Faults superior hose connections and sprinklers. Write, today, for your copy. 
el able There are also a number of 
eee dangers to be avoided in letter writ- 
ae ing. i ‘ on Ss: 
is im- yy nance gern ox = MELNOR METAL PRODUCTS CO., INC. 
es bluster, arrogance and insolence. 112 Lafayette Street, New York 13, N. Y. 
DON’T create misunderstanding 
, 1951 
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Cheney 





Mr. Dealer: 
..-use this pennant 


Sales Representotives: 
JOHN H. GRAHAM & CO., INC. 
New York, M. Y. 
SANFORD BROTHERS 
Chattanooga, Tenn. 


The new Cheney nail 
pennant shown above 
creates interest and sells 
your Cheney Nailers. At- 
tractive orange back- 
ground glows in the light 
and attracts attention to 
the exclusive Cheney 
Nail Holding Device that 
saves time and effort for 
the user. You will find 
your pennants in your 
Cheney Nailer cartons— 
use them. 








HENRY CHENEY HAMMER 
CORPORATION 


LITTLE FALLS, N. Y. 


142 








by using words that have more than 
one meaning. 


DON’T use ancient phrases or 
long involved sentences. 


DON’T invent excuses and rea- 
sons why the customer cannot do as 
you wish. Your customer will think 
of enough without you putting 
words in his mouth. 


DON’T whine, fret, blame, up- 
braid. 
DON’T end your letters tenta- 


tively. Avoid the participal endings: 
hoping, trusting, wishing. 


DON’T lose a friend. You may 
need one some day. 


These are the seven deadly 
dangers of letter writing. They 
should be on every correspondent’s 
desk. Check every letter for 
evidence of these symptons of bad- 
letteritis. Cultivate, positive 
qualities. 





The concluding part of _ this 
article will be published in the next 
issue. It will contain samples of 
effective letters covering practically 
every credit situation. 





Booms Farm and Garden Tool Sales 
With Center-of-Floor Display 


Instead of displaying garden and 
farm tools along a wall, Shanks 
Supply Co., 218 E. Vista Way, Vista, 
Calif., F. M. Jones, manager and 
co-owner, shows them in the center 
of the floor. As a result he sells 
about $3,750 worth of garden and 
farm tools or an average of five or 
six items each business day. It’s a 
decidedly profitable line during the 
season. 

“Our sales of garden and farm 
tools are good because we show them 
where customers can see them from 
any section of the store. They can 
shop from two sides of our home- 





made tool rack as well as from either 
end,” says Mr. Jones. 

Made by W. E. Clark, a veteran 
member of the store sales staff, the 
rack is 10 ft. long, 6 ft. high and 
3 ft. wide at the base. End braces 
were made from 2 by 6-in. lumber 
and the top cross piece to which tool 
brackets are fastened is of 2 by 12 
in. lumber. Smaller tools, at waist 
height, are attached to a 2 by 6-in. 
board fastened to the end braces. 
One-by-one wooden dividers separ- 
ate the small tools from each other 
making the matter of selection rela- 
tively easy. 





Center-of-floor rack which helps sell garden and farm tools each business day. 
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Mey, 


And who wouldn't? For 
Channellock pliers are the finest 


braces to be bought . . . or sold. Channel- 
umber lock pliers have been known for 
= dag years as a highest quality tool— 
ies made by Champion DeArment, long 
y 6-in. recognized as synonomous with quali- 
races. ty and craftsmanship. Check the 
separ- features Longer Wearing, Closely 
oat Spaced Adjustments, No Wear on the 
n rela- 


Joint Bolt, Self Cleaning—these plus the 
skill and experience of more than 65 years 
make Channellock Pliers outstanding. When 
your customer relies on your judgment you 
can recommend Channellock pliers proudly. 
Hand him Channellock and he’ll buy. And 
Remember, ONLY Champion DeArment makes 
Channellock. . 


CHAMPION DEARMENT TOOL CO. 
Meadville, Pa. 


Send f tal ; 
eae Cane og Di verlag Channellock pliers are listed in the 


Yellow Pages of most Telephone 
.. Directories under ‘‘Tools’’ 
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GOLD SEAL TAPE 


Gold Seal Tape moves fast without 
a lot of sales-talk. Users know it 
goes further because there’s less 
waste. It sticks tight, produces more 
joints per roll. Features like these 
mean satisfied customers, and satis- 
fied customers mean repeat busi- 
ness ... more sales and profits for 
you. Packaged in single rolls and 
10-roll containers. Jenkins Bros. 
(Rubber Div.), 100 Park Ave., 
New York 17, N. Y. 





FRICTION and RUBBER TAPES 
MADE BY JENKINS BROS. 
MAKERS OF FAMOUS JENKINS VALVES 
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Building Flatware Volume 
(Continued from page 103) 


to please most individual tastes. 

“Selling complete services,” 
says Mr. Zeier, “results in larger 
first sales and eliminates absorb- 
ing the cost of extra pieces, some 
of which may never sell. Some of 
them can lie around, get mis- 
placed or tarnished and finally be- 
come a loss.” 

The store finds it necessary, 
however, to carry in open stock 
flatware classified as serving 
pieces. These are sold individu- 
ally and augment the sale of a 
complete set. They must be 
stocked as an accommodation. 


Dinnerware 


Dinnerware is handled in much 
the same manner as flatware. 
Open stock pieces are carried in 
a few of the more expensive sets, 
a sample of it being retained and 
marked with a gummed label giv- 
ing the manufacturer’s name, ad- 
dress, date of original shipment 
and the name of the design. Then 
when a request is made for such 
a dish, several years later, the 
store can locate its sample and 
seek replacements. In some in- 
stances the firm has obtained ad- 
ditional pieces for an expensive 
set as long as 10 years after the 
original purchase. 

McCracken-Mitchel does a good 
volume in shelf and heavy hard- 
ware and in sporting goods but 
fully one-third of the firm’s dollar 
volume comes from its house- 
wares department, exclusive of 
major appliances, and TV sets. 

Except for a few novelty items 
the firm features only nationally 
advertised and fast moving house- 
wares. 

With its complete housewares 
department many electrical house- 
wares items are sold by the firm 
which finds its broad thinking as 
to these lines is responsible for 
the sale of a wide variety of both 
gift and utility lines for the home. 





Regarding Aluminum 

Aluminum sheet, mounted on a 
high tower, will relay television 
microwaves into valleys which 
otherwise would not have good TV 
reception. 

Aluminum foil wrapped around 
wet paint brushes will keep the 
bristles pliable for several days. 


Why Do You See 
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(Clinton Engines Are 
Standard Equipment On 
MORE THAN 200 BRANDS 


of Lawnmowers 


Because CLINTON 
is the World’s 
QUICKEST-STARTING 


MOST RELIABLE 
Small Gasoline Engine! 


SERVICE EVERYWHERE 
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NOW YOU CAN SELL 


AS\MNGI) sTENMAN 


IMPORTED SWEDISH 


BUILDER’S HARDWARE . 


* Prompt delivery from our warehouse stocks 
* Complete range of sizes, styles and finishes 


* Competitively priced with domestic lines 


Now you can sell o line of genuine imported Swedish 
Builder's Hardware at prices comparable with or lower 
than many domestic lines. They're made by the second 
largest manufacturer in the world—and what's more, you 
can get them now when you need them. All standard U.S. 
Specifications and packaging. 










Ball bearing, regular, 
loose pin, ball or but- 
ton tips, broad and 
narrow, reversibles— 
in complete sizes and 
finishes. All are pro- 
: A ; duced with finest 
ae Swedish quality. 





Wrought steel in light 
styles, bright steel finish, 
made of finest Swedish 
cold roiled steel. 





eee OTHER ITEMS INCLUDE: 
es Barrel Bolts 
Hinge Hasps 
Safety Hasps Handles 
Shelf Brackets Window Bolts 
Spring Hinges 


Corner Irons 
Corner Braces 






Flat head, oval head, round 
head styles. Steel in bright and 
blued finish, brass in plain 
finish. Standard packaging. 








OTHER GENSCO SWEDISH PRODUCTS: 


BUSHMAN BOW 
end PRUNING 


WOOD and 


SAWS 
MORA HUNTING 
KNIVES 


GENSCO TOOL DIVISION 


GENERAL STEEL WAREHOUSE CO., INC. 
1802 North Kostner Avenue * Chicago 39, Illinois 
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This Work-Saver 
Fri Keni gets 


customers for you 


— ‘em! 


@ You’ll find no substitute for the smart- 
working, sales-making qualities that have made 
Fe[ 1D the world’s most popular pipe wrench. 
Breakproof housing, full-floating hookjaw with 
handy pipe scale, replaceable heeljaw, adjusting nut 














that spins easily in all sizes, 6’’ to 60’, comfort-grip 
handle—these plus the RII name mean more 
sales and more customer satisfaction for you. 
Feature these popular tools for extra sales now. 











FASCO PORTA-VENT 


FASCO FLOOR FANS 


FEATURE FAST-SELLING 
FASCO FANS! 


YOU CAN CASH IN 3 WAYS on the fast-growing fan market by dis- 
playing FASCO Fans prominently. They're fast-selling, with high-profit 
mark-ups . . . and they help to build store traffic. In addition, their supe- 
rior quality, construction and performance mean satisfied customers, re- 


peat orders. 


FASCO OSCILLATING FANS—Old favorites for smooth, 
long-wearing performance . . . now in sleek, modern styling, 
handsome finish, with the steady, quiet power customers look 
for. A model for every buyer's need... 10”, 12” and 16” 
blade sizes. Pedestal models in 16” and 20” sizes. 


FASCO PORTA-VENT—It's new! It's automatic! It's the 
practical modern ventilating system for all homes, both old 
and new... your market is tremendous. Fits all steel casement 
and wood sash windows. Portable . . . Simply plugs in. . . no 
installation costs. Every homeowner or renter your prospect! 





FASCO LO-LEVEL FLOOR FAN—Whips up a cooling 
breeze—but without even the suggestion of a draft. And 
FASCO'S exclusive solid base keeps floor dust out of circula- 
tion . . . keeps air in circulation, throughout the whole room. 
Ideal for offices . . . eliminates the nuisance of blowing papers. 
Available in 10” and 12” blade size models. 





WRITE FOR ’51 Catalog and prices TODAY. 


FASCO Industries, Inc. 


ROCHESTER 2.0. Y. 
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——What the Law Says—— 
Dealer's Liability 
For Explosion 


By ALBERT WOODRUFF GRAY 








A dealer is liable for the conse- 
quences of the fires from oil stoves 
or similar equipment when the 
cause of the fire is unknown and 
he has the stove under his exclusive 
control. 

A customer in Arkansas bought 
an oil stove from a dealer in that 
state and had the stove installed 
in the kitchen of his house. It did 
not operate to his satisfaction and 
a month later he asked the dealer 
to ascertain whether there were any 
defects in its manufacture or in- 
stallation. 

This stove had been purchased 
by the dealer from a manufacturer 
in another state and shipped di- 
rectly to him. At its receipt he had 
taken it from the crate and placed 
it on exhibition in his store win- 
dow where it had remained until 
later installed for this customer. 

During the next few months in 
response to requests from the cus- 
tomer three inspections of the stove 
had been made by the dealer and 
in each instance the owner had 
been assured there was nothing 
wrong and that the stove was per- 
fectly safe to operate. 

Between eight and 10 months 
after the stove had been purchased 
the oven compartment suddenly 
burst into flames starting a fire 
that destroyed not only the custom- 
er’s house but a nearby dairy barn. 

Suit was brought against the 
dealer by both the owner of the 
stove and of the barn. While in the 
lower court the case was decided 
against the dealer, it was appealed 
to the Federal Court of Appeals 
and the judgment reversed by that 
court a few months ago. 

There were no facts, said the 
court, that showed any defects in 
the stove nor any leaks. Liability 
could not thus be foisted on the 
seller of the stove on mere conjec- 
ture. 


Dealer's Responsibility 


A similar case in Michigan arose 
from the explosion of a gas stove 
Here the dealer had clearly failed 
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to make the proper repairs and in- 
spection although the stove had 
been twice brought to his store for 
that purpose by the purchaser. 

If the dealer, said the court in 
this case, was negligent in making 
the proper inspection he would be 
liable for any damages that occur- 
red not only to the purchaser of 
the stove but to any others sub- 
jected to the danger caused by his 
negligence. 


Held Responsible 


When an explosion or fire of this 
character occurs and the actual 
cause cannot be discovered or is at 
best a mere conjecture, courts fre- 
quently hold the dealer or anyone 
having exclusive control of the 
cause of the explosion or fire re- 
sponsible for the damages unless it 
can be shown that the disaster arose 
from some other cause or some out- 
side circumstances. 

Recently in New Jersey a fire oc- 
curred from an oil furnace that 
had been set up and approved by 
the contractor as safe and fit for 
operation by the owner. A few 
weeks later the furnace room was 
found in flames. The comment of 
the New Jersey court here is 
equally applicable to oil stove explo- 
sions. Only where the instrumen- 
tality from which the fire or ex- 
plosion has occurred is solely under 
the control of one person, can that 
person be held liable for the dam- 
ages that arise and then only if no 
other explanation of the disaster 
can be made. 


HARDWARE HUMOR 
By Hardware Age 


McKINNEY 


MANUFACTURING COMPANY me 2 
| Wa 
é. 


i 
: 
“a 
we 


1400 Metropolitan St., Pittsburgh 33, Pa. a4 . 





“When they say they can get it 

cheaper down the street, mention 

that this is the only hardware 
store in town.” 
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No. C-1458 
Chrome plated. 
With square 
nuts. For 
later model 









Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 


LICENSE 
PLATE 
FASTENERS 











: , sion manager, Coast-to-Coast Stores 
Builders’ Hardware Conference (Pa- Central Organization, Inc., 43 Main 


cific Coast), April 24-26, at Victoria, St. S. E., Minneapolis, Minn. 
B. C., sponsored by Districts 18, 19, 
and 20 of the National Contract 
cua ae dad ee te 31-April 8, State Fair Grounds, De- 
sultants. Managing director Consul- troit, Mich. 

tant’s group, John R. Schoemer, 420 Eastern Hardware Golf Assn. 14th 
PROOF POSITIVE Madison Ave., New York City. annual golf tournament, May 22-24, 


Shawnee Country Club, Shawnee- 


No. 012558 
Rust-proof. 
With wing National Events 
nuts. For 
older American Hardware Manufacturers’ Housewares and Home Appliance 
wot Assn., 100th semi-annual convention Manufacturers’ Exhibit, July 9-13, 
held jointly with the 60th annual at the Atlantic City, N. J., Audi- 
—_ convention of the Southern Whole- torium. Secretary, A. W. Budden- 
sale Hardware Assn., April 8-12 at berg, National Housewares Manu- 
At your the Palm Beach Biltmore Hotel, facturers’ Assn., 1140 Merchandise 
favorite jobber Palm Beach, Fla. Secretary-trea- Mart, Chicago 54. 
or write direct surer, manufacturers’ group, Arthur ; 
. ™ L. ge ok 342 Madison Ave., New Southern Wholesale Hardware Assn., 
ps "gat Yor ity 17; managing director, 60th annual convention held jointly 
Sheavone Fyotl and. Screui Co wholesalers’ group, T. W. McAllis- with the 100th semi-annual conven- 
BOSTON 10, MASS ter, 814 Metcalf Bldg., Orlando, Fla. tion of the American Hardware 
: American Toy Fair, March 5-16 at 200 Manufacturers Assn., April 8-12, at 
Fifth Ave., 1107 Broadway, and the Palm Beach Biltmore Hotel, 
other permanent showrooms and the oi oe F la. nig gene 
HIPPED ITS Hotel McAlpin and Hotel New Or, WHOLESaICES group, 4. W. Mc- 
SHARON HAS S Yorker, New York City. Sponsored Allister, 814 Metcalf Bldg., Or- 
by the Toy Manufacturers of the lando, Fla.;  secretary-treasurer, 
U. S. A., Inc., 200 Fifth Ave., New manufacturers’ group, Arthur L. 
York City, Horatio D. Clark, secre- Faubel, 342 Madison Ave., New 
tary. York City 17. 
I 
Regional Events I 
C 
Buffalo Sports and Boat Show, March Coast-to-Coast Stores Mastercraft i 
10-18, 65th Regiment Armory, Buf- convention for sales people, April ‘ 
falo, N. Y. ’ 15-17. York Langton, trade exten- 
.' 
« 
) 


Detroit Congress Sportsmen’s and 
Detroit News Travel Show, March 











Chicago International Sports and Out- on-Delaware, Pa. Secretary, H. L. 
THAT SHARON door Show, March 2-11, Inter-Na- Gillian, 30 Rockefeller Plaza, New 
tional Amphitheatre, Chicago, III. York City. 


REFILLABLE ASSORTMENTS 


TURN LOSSES ON DIME State Events 











Alabama Retail Hdwe. Assn., annual convention, June 19-20, Ocean For- 
SALES INTO PROFITS convention and exhibition, April 24- est Hotel, Myrtle Beach, S. C. Sec- 
= 25, at Admiral Semmes Hotel, Mo- retary-treasurer, Mrs. Sally Couch 
SS jt bile. Secretary, Mrs. Euna G. Ram- Masten, 118% E. Fourth St., Char~ 
Shavoit Goll and. Scheu Co sey, 509 N. 19th St., Birmingham 3. lotte 2, N. C. 
BOSTON 10, MASS. Carolinas, Hardware Association of, Florida and Georgia Retail Hdwe. 
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A New... Different... Profitable 


Cabewel Dare [a 


(J 


EASY TO 
INSTALL 


No. N61-380 


IT OPENS DOORS AUTOMATICALLY... 
AT GENTLE TOUCH OF FINGER, WRIST 
OR ELBOW...NOTHING ELSE LIKE IT 


Positive latching action... practical convenience in use... 
modern, smart appearance for all cabinets . . . these are a few 
of many reasons why homeowners are calling for National 
Tutch Latch. Easily and quickly installed, Tutch Latch is 
chock full of appealing features that mean quick sales and 
worthwhile dealer profits. This new and different latch 
comes individually packaged, complete with screws. Ask 
your supplier about the Tutch Latch counter demonstrator. ; 
OUT OF SIGHT WHEN DOOR IS CLOSED 


ORDER THESE OTHER QUALITY NATIONAL LOCK ITEMS, TOO, FOR CONSISTENT, WORTHWHILE PROFITS 


“~« ——— BU LDERS 
“g ) . 4 4 HAROWARE 
i Pes, 
be. a — CABINET HARDWARE rod 


\ #& 
SELECTED LOCKS 


NATIONAL LOCK COMPANY 


oe ee eee ee ee re Oe ee oon eee ee one al : | 
MERCHANT SALES DIVISION ° mene! amen a?) rLLINOIS 7 
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Assns. joint convention and exhibit, 
May 7-9, Geo. Washington Hotel, 
Jacksonville, Fla. Executive Man- 
ager, William W. Howell, Waycross, 
Ga. 


Louisiana Retail Hdwe. Assn., conven- 
tion, March 11-13, at the Evangeline 
Hotel, Lafayette, La. Secretary, 
David O. Mansfield, 226 S. State 
St., Jackson, Miss. 


Mississippi Retail Hdwe. and Imp. 
Assn., convention and exhibit, June 
3-5, Buena Vista Hotel, Biloxi. Sec- 
retary, David O. Mansfield, 226 S. 
State St., Jackson. 


Missouri Retail Hdwe. Assn., conven- 
tion and exhibit, March 6-8, Jeffer- 
son Hotel, St. Louis. Secretary, 
M. E. Pohlman, 812 Olive St., St. 
Louis. 


New York State Retail Hdwe. Assn., 
convention and exhibit, Feb. 27- 
March 1, Buffalo. Headquarters, 
Statler Hotel. Exhibit, Auditorium. 
Secretary, Nicholas H. Kiley, 904 
Hills Bldg., Syracuse 2. 


North Dakota Retail Hdwe. Assn., 
convention and exhibit, March 19-21, 
Fargo. Headquarters, Gardner Ho- 
tel. Exhibit, Sports Arena. Secre- 
tary, Frank M. Bayer, 54% Broad- 
way, Fargo. 


South Dakota Retail Hdwe. Assn., 
convention and exhibit, March 13- 
15, Sioux Falls, S. D. Headquarters, 
Cataract Hotel. Exhibit, Coliseum. 
Secretary, O. R. Baily, 300 S. Jef- 
ferson Ave., Sioux Falls. 


Virginia Retail Hardware Assn., con- 
vention and exhibit, March 27-29, 
Roanoke. Headquarters, Hotel 
Roanoke. F:xhibit, American Legion 
Auditorium. Secretary, G. T. Omo- 
hundro, Jr., Scottsville, Va. 





HARDWARE HUMOR 
By Hardware Age 








. ok, ok, you can have time 
off for a hair cut." 
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GENUINE 


CONOLON 





PATENT PENDING 


fer and buy! 


wot Is seated ferrules. Time-tested and field-tested 
8 ro 


wens seo ; quality in every detail 
a" ns ° 
soleGagns  eMfieens S's 


ro 
9 i 
e- 9 0 nth ot: 
10 to mo 6.3 
Earl Osten, nandcion. y oo” 
st 


America’s Foremost 
600 VICTORIA STREET 


Designer of Fiberglas 
. Fishing Rods. COSTA MESA, CALIFORNIA 
a.‘ 










For real sales action ... feature the complete 1951 line 
of CONOLON live action rods, the rods fishermen pre- 


CONOLON Fiberglas rods are of perfectly tapered, 
hollow-center construction and equipped with the 
. finest custom fittings, including nickel-silver hand 


for 











. to Operate SENSATION ELECTRIC MOWERS 
MEAN 


sunt to get PROFITS for You 


Sensation Electric Mowers take the work out of a job that 
no one really enjoys. With the labog supply growing even 
tighter, quick, easy electric lawn-mowing holds real ap- 
peal for the homeowner. A Sensation Electric Mower is 
easy to operate . . . just plug it in. And it’s cheap . . . costs 
only about 2c an hour to operate. 





The customer who mows at regular intervals likes the 
way Sensation helps build a healthier, more beautiful lawn. 
The customer who lets his lawn go too long appreciates 
the way Sensation easily cuts long, matted grass and weeds. 
Sensation sales come fast and easy, because Sensation has 
more useful features than any other mower on the market. 
And Sensation prices are right. 


For name of your nearest Sensation jobber 

and full line folder on Sensation gasoline 

and electric mowers, Snow-Blos and floor 
polishers, write factory. 


SENSATION MOWER, INC. 
BOX HA251, RALSTON, NEBR. 
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Latest Information on New Hardware Merchandise 





(Continued from page 13) 


51 steam and dry iron. The in- 
sulair boiler is electronically sealed 
and insulated by air. The iron 
holds more water and_ steams 





longer than the previous model. It 
features a maze baffle which keeps 
water inside the iron no matter how 
fast the iron is stroked. Other 
features are: Superac temperature 
control, the Du-All fabric dial and 
hinged top. Retail: $19.95. Casco 
Products Corp., Bridgeport 2, Conn. 





Automatic Tacker 


Pocket size automatic tacker 
staples braided, rubber-coated, 
single and double strand wire and 
hollow tube lines. Front and rear 
guides circle the wire and permit 
rapid drawing around difficult 
angles or corners. Tacker employs 
an improved staple made in several 
colors whose driving points easily 





penetrate plaster, composition 
board, hard and soft woods with 
holding power up to 64 lbs. It 
drives the staple to a desired depth 
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without marring or injuring the 
wire. The Heller Co., 2153-N Su- 
perior Ave., Cleveland 14, Ohio. 





Mixmaster 


The new Sunbeam Mixmaster 
features larger bowl fit beaters, 
outside beater curved to the con- 
tour of the bowl all the way to the 
bottom. Inside beater shaped to 
cover the flat bottom surface, and 
larger heat resistant bowls, 4 and 1 
qt. 26 oz. size. The unit also fea- 
tures an automatic juice extractor, 
automatic bowl-speed control, auto- 





matic beater ejector, easier porta- 
bility and new bowl shift lever. 
The mixer is equipped with the 
Mix-Finder dial. Sunbeam Corp., 
5600 Roosevelt Rd., Chicago 50, IIl. 


TV Combination Unit 


A television, radio-phonograph 
combination equipped with a 17 in. 
rectangular black tube and _ the 
Glare-Guard screen features an im- 
proved multi-play record changer. 
This unit is equipped with im- 
proved shock mountings eliminat- 
ing the mechanical overtones of 
the turntable. The player has also 
a more durable spindle mounting 
than previous models. The tone 
arm’s cartridge has a permanent 
osmium-tipped needie designed for 
the three speeds, requiring no shift 
from standard to micro-groove 
size. Two moves are required— 
selection of the record speed de- 
sired by means of the control knob 
and pulling out the record rack to 
the desired record size. Model illus- 
trated is available in both mahog- 
any and limed oak. Retail: $529.95 








and $549.95. Motorola, Inc., 4545 
W. Augusta Blvd., Chicago 51, IIl. 





Circle Cutter 


Micro circle cutter features extra 
heavy construction on the main 
beam and body. The tool is adjust- 
able in an infinite number of hole 
diameters within its range. A 
micrometer type adjusting screw 
assures precise settings. A new 
method of locking the beam has 
been incorporated. Two types are 
available—round shank for drill 
presses or hand drills and square 
tapered shank for hand braces. 
Maximum hole diameter is 4 in. for 
model 1 and 6 in. for model 5 cutter. 
All equipped with a % in. high 
speed steel cutting bit. Precise 
Measurements Co., 942 Kings High- 
way, Brooklyn 23, N. Y. 





Furniture Polish 


A new wax furniture polish, 
Pride, requires no rubbing. A 
liquid, it is applied with a cloth, 
allowed to dry until a thin haze ap- 
pears and then wiped lightly. The 
polish contains no oils. It will re- 
move grease and stains from fur- 
niture. One bottle will wax the fur- 
niture of six rooms in the average 





home. A kit of merchandise aids 
including window display material, 
pictures, shelf markers, counter 
cards, broadsides and a dealer sell- 
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c., 4545 
51, Ill. 
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or" Evans WHITE-TAPE meets and beats any push-pull 
Predies steel tape on every count—and sells for at least 
3 High- 40% less. Outselling comparable tapes 2 to 1. 
polish, 
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cloth, 
azZe ap- / 
; ta 
apt LACK MARKINGS ON SNOW WHITE Y-PACKED TOO! 
m fur- rith big bold numerals for quick, easy reading. ach White-Tape individually 
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trolled equipment. Tape stays “live”, stays white far additional counter or window 
ite both sides. digplay card. ZZ 
Y DIE-CAST CASE with exclusive “sure- BBB cvocove- ASSORTMENT = 
’, Heavily chrome plated. Now you can also buy a special 
one-dozen display unit carrying 
URES INSIDE AND OUTSIDE. all sizes for low inventory invest- 
EXCLUSIVE AUTOMATIC BRAKE prevents pny apm six 6-ft., four 8-ft, TANTEI 
does not touch either surface of tape. Can’t pa wow sence 
lur numerals or graduations. OVER 7,000,000 
eile scone BLADES-at real economy. 
e aids & Co. 
berial Y GUARANTEED for accuracy and work- S7 BRANFORD ST. NEWARK 5, N. 3. 
ger Makers of Evans 6-ft. folding rules; 
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Ladders. 


Pointed 
hinged 


LOW PRUES 


make you 


MORE 
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FRUIT STEP lad- 
der gives a steady 
stand even on 
rough ground. 


leg is 
to go 


through branches 
or over limbs. 





HOUSEHOLD 
STEP STOOL. At- 
tractive and low in 
price, this handy 
step stool is a sure 


SALES 


You sell the line that’s priced to make 
customers buy when you sell Famous 
Sound construction with 
thoroughly dry, seasoned woods. . 
strong steel braces and hinges . 
smooth, clean finish. These features 
at the Famous low price make sales 
. and satisfied cutomers. 
a Famous ladder for every need in the 
home, in industry, commercially and 
on the farm. 


BEST-SELLING FAMOUS LADDERS 


There is 


The SECURITY, a 
top-quality ladder 
at a selling price. 
All hardware fin- 
ished in Chinese 
Red. Other models 
in all price ranges. 





COMBINATION 
TRESTLE and EX- 
TENSION ladder. 
A four purpose 
ladder can be used 
as a step ladder, 
trestle, extension 
or two single 
ladders. 





Be sure to write for this free 
catalog. It includes the com- 
plete line of Famous Ladders 
plus the Famous line of Iron- 
ing Tables. 


GOSHEN CHURN & LADDER, INC. 


Dept. | 





Goshen, Indiana 


Leaders in Quality Woodenware over 48 years 





WHAT'S NEW 








ing portfolio are available. S. C. 
Johnson & Son, Inc., Racine, Wis. 





Oil Burner Wick 


Oil burner wick, Vick-Wick is 
made with 700 asbestos covered 
strands diagonally woven into the 
unit. The edges are accurately 
beveled. It will not burn up, never 





needs trimming and will not de- 
velop ragged edges. Each of the 
asbestos strands function as a pipe- 
line. The heat at the top of each 
creates a pumping action, feeding 
oil steadily to the burning surface. 
Each wick is individually boxed and 
each box carries a three year guar- 
antee. One dozen Vick-Wicks are 
packed in a counter display carton. 
Retail: $1.69. The Vick-Wick 
Corp., Old Saybrook, Conn. 





Bowl Brush Cabinet 


Bathroom accessory cabinet con- 
sists of a plastic bowl brush, two 
tank brackets and the steel cabinet 
finished in white, black, peach, 
green and blue. Stands on floor, 
hangs on wall or hooks on tank. 
Garner & Co., 1164 Broadway, New 
York City 1. 








HARDWARE AGE, FEBRUARY 22, 1951 


Electric Deep Fryer 


Automatic electric deep fryer 
is chromium plated with plastic 
handles and feet. Complete auto- 
matic control prevents overheating 
and keeps shortening at proper 
cooking temperature. Fry-O-Matic 
is equipped with a round seamless 
aluminum cooking chamber, four 
qt. capacity. The unit has Chroma- 
lox steel-clad element, faucet to 
drain liquid from fryer, wire 
basket rests on edge of fryer, pilot 





light goes out when fryer is ready 
for cooking. Retail: $24.95. Do- 
minion Electric Corp., 120 Elm St., 
Mansfield, Ohio. 





Power Lawn Mower 


A new gas-engine powered rotary 
type lawn mower, model PR-16, 


a 








cuts a 16 in. swath in any length 
grass up to 4 in. of obstacles. The 
méwer weighs 32 lbs. Its cutting 
height is adjustable from 1 to 3 in. 
Blade can be reversed, and it is pro- 
tected by a guard and slip-clutch. 
Retail: $75. Roberton, division of 
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King Pneumatic Tool Co., Chicago, 
Ill. 





Baseball Equipment 


A new line of official Little 
League baseball equipment. Carl 
E. Stotz, president of the national 
Little League organization has ap- 
proved the Draper-Maynard DB 36 
baseball for official play in all con- 
tests. The ball is made with a rub- 





THE King Cotfon LINE 








ber covered cork center and wound 
with wool yarn and finishing twine. 
The alum tanned horsehide cover 
is cemented to the ball and double 
needle stitched with red waxed | 
thread. Draper-Maynard Co., 4861 
Spring Grove Ave., Cincinnati, | 
Ohio. | 





Wood Screw 


Double-threaded screw in which 
the two separate threads start from 
opposite sides of the shank, spiral 
the root in parallel formation and 
terminate in a _ single centered 
point. Twin-thread construction 
cuts in half the number of turns 





needed to set the screw. Screw fea- 
tures the cylindrical shank provid- 
ing more metal and increasing the 
thread area for additional contact 
with the material. The shank 
diameter is also relieved to elimi- 
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JOHN H. GRAHAM & CO., INC, 
105 DUANE STREET * NEW YORK 8, N, Y. 



























BIGGER SALES! 


Here’s a tip that won’t put you to 
much trouble and may help you cash 
in on our continuous advertising in 
THE SATURDAY EVENING POST. 

Tip an ordinary chair upside down 
in your window with broad-based, 
easy-sliding Bassick Rubber-Cushion 
Glides hammered part way in. Leave 
your hammer and a few cards of glides 
alongside, with an appropriate sign. A 
lot of people already sold on Bassick 
via the advertising, and others who 
just happen by, will step in for them 
...something which doesn’t happen 
as often when they’re hidden under 
your counter. 

This little idea won’t make you a 
million. But remember, there is profit 
in volume. And this is one easy way to 
get it on Bassick Rubber-Cushion 


Glides. THE BASSICK COMPANY, 
Bridgeport 2, Conn. Divi- 
q S sion of Stewart-Warner 
ll Corp. In Canada: BAs- 
: ee SICK DIVISION, Stewart- 
' Warner - Alemite Corp., 
, ~w# Ltd., Belleville, Ont. 
SEAN (64 


MAKING MORE KINDS OF CASTERS 
MAKING CASTERS DO MORE 
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WHAT'S NEW 








nate wedge action in the material. 
The self-tapping features suggests 
this screw to wood-plastic assem- 
blies. Screws are provided with 
slotted or Phillips cross-recessed 
heads and are furnished in steel or 
brass in all standard sizes and 
finishes. New Process Screw Corp., 
Waterville 48, Conn. 





Flower Boxes 


For both indoor and outdoor use, 
the Carlco flower box is built of 
heavy gage steel, reinforced with a 
knurled edge design. The Carlcoized 





process renders the boxes leakproof. 
The boxes are available finished in 
baked enamel in pastel colors 
They range in sizes from 834 x 6 x 
15 to 834 x 6x 36 in. All five sizes 
nest. Retail: 79 cts. to $3.95. The 
Carlisle Mfg. Co., 109-135 Meeker 
Ave., Newark 8, N. J. 


Line, Surface Level 


Model No. 600 improved line and 
surface level made of heavy sheet 
aluminum. The rolled and stamped 
body is made to stand up under 
rough usage. Level vial is secured 
in the cylinder body. Level is indi- 





cated when set on 3 in. long base or 
suspended by line hooks. The E.A. 
Stevens Level Co., Newton Falls, 
Ohio. 
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Fish Bowl 

Clear plastic fish bowl in Aqua- 
Loop style. Neptune holds about 
14 gal. of water. Designed for use 





on end tables and book cases. This 
bowl holds two to three fish. Syphon 
tube accompanies each bowl for 
ease in filling. Retails for: $2.49. 
Nosco Plastics, 17th & Cascade 
Sts., Erie, Pa. 


Crab Trap 

A new yellow plastic coated model 
No. 300 X crab trap. The red top 
appears dark in the water. The 
yellow bottom and sides form a 
light background on the ocean floor. 
The heavy plastic bonds the welded 
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joints. Tapered sides open quickly 
when the trap hits bottom. The 
Washburn Co., Worcester 8, Mass. 


Cookie Press 


Plastic transparent cookie press 
and cake decorator has nine cookie 
designs and six decorating designs. 
Enclosed with each set is a diret- 
tion and recipe booklet. Each de- 
sign and holder is in a single cap 
unit—all units stored in container, 
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tubes are precision molded and 
parallel double barrels control dough 
inside. Wecolite Co., Wecolite Bldg., 
552 W. 53rd St., New York City 19. 





Paper Towel Dispenser 


Wax paper and paper towel dis- 
penser holds a standard roll of wax 








paper or foil and a standard roll of 
paper towels. Unit is made of triple 
plated chrome steel. It may be put 
on metal or wood cabinets or kit- 
chen walls. The size is 13% in. 
long, 744 in. high and 4% in. deep. 
Retail: $2.25. Kitch’n-Handy Prod- 
ucts, Tacoma, Wash. 








Fishing Lures 


Fishing lures, quite lifelike, pack- 
aged in red-capped Tulox boxes ex- 
truded of transparent Tenite plas- 
tic. Modeled in detail from live 
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DIRTEX 

No Rinsing Yes 
Ammoniated Yes 
Color Signal Yes 
Synthetic Detergent 

(works in hard water) Yes 
Economical 

(1 tblspn. to gal.) Yes 
3-Way Cleaning Yes 
Sold ONLY through Hdwre., Paint, 

Dept. Stores Yes 


BOSTON 
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ALL PAINTED AND 
WASHABLE SURFACES 


l ike Magic / 


AVOGRAN'S M/RACLE 
PAINT CLEANER 


Exterminates dirt, grease and grime. Harm- 
less to hands and all washable surfaces. 


A wonder-product of modern research, 


OUTPERFORM .. . OUTSELL 
AlL COMPETITION! 


COMPARE These BIG FEATURES 


CLEANERA CLEANER B 


No 
Yes 
Yes 
No 


Yes 
No 


No 


FULL PROFIT FOR YOU... 


SOLD ONLY THROUGH PAINT, HARDWARE & DEPT. STORES 


LIST PRICE 25¢ (24 18-0z. pkgs. to carton) 
Order DIRTEX today! 


zstuntnaon mews THE SAVOGRAN CO. 


BOSTON 16, MASS. 


85 Industrial Road 
ADDISON, ILL. 
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4, Vb, t4 You've got to have plenty 

of line to corrall consistant 
sales. To complete your line, to bulldog the 
big orders—handle the popular line. You 


can count on Murray in the fan business. 
It's the line that counts. 





MURRAY 
24-Inch Window Fan 


Most versatile fan made. Especially designed 
for apartments, offices and smaller homes. 
Light weight — easily portable — attractive 
appearance blends with any home interior 
Removable guard-screen made to protect tiny 
fingers — PATENTED, dieformed dynamically 
balanced blades — economical, quiet, 2-speed 
cperation. Ivory and stainless steel. Available 
in 20° direct or 24” belt driven sizes. 





MURRAY 
Horizontal Attic Fan 


Flat-as-a-flounder, horizontal mounted, vert- 
ical discharge fan for low pitched roofs. Car- 
ries unconditional 5-year guarantee (except 
for belt and motor). Sizes 24’' with 1/3 hp. 
motor to 48"’ and 3/4 hp. 

Housing heavy-guage steel — frame ‘‘seam- 
less,’ die-formed tubing. Torrington, PAT- 
ENTED, perfectly balanced blades — sealed 
ball bearings with permanent lubrication. All 
Murray Fans rated by ASHVE AND NAFM. 
Also available in vertical mounting, horizontal 
— discharge package units 24” — 48” 

A few territories open 
For full details, prices and literature 
Write to H.C. Biglin Company Sales Agents 
DEPT. 6.4 


THE 


M CO. of TEXAS Jue 


SALES AGENTS 


H.C.BIGLIN CO. 


177 HARRIS ST.N.W.-ATLANTA, GA. 









WHAT’S NEW 


specimens of crickets and grass- 
hoppers, the lures are made by hand 
from an improved latex formula. 
Designed primarily for the fly rod, 
they adapt successfully to casting, 
spinning and still fishing. Nature 
Faker Lures, Inc., Windsor, Mo. 








Lucite Flouring Pin 


Flouring pin lightly flours the 
pastry board as well as rolls the 








pastry. The pin features bright 
colored handles and clear plastic 
roller. It rinses clean and dries 
bright without wiping. Retail: 
$2.95. Kitchen Plastics, 111 N. La- 
Cienega Blvd., Beverly Hills, Cal. 


Power Feed Machinery 


Model GE 400 and GR 400 power 
feed machines permit builders, 
lumber yards to produce hard-to- 
get finished materials as flooring, 
window stripping, moulding. Model 
400, illustrated, is a standard De- 





Walt model GE radial arm machine 
featuring a safety power feed unit, 
and safety power feed and custom 
table top. Model GR 400 is a 





only JUICE KING has 





Cutting Mechanism 
QUICK—FOOLPROOF! 





Juice 
King 


CAN OPENER 


Sell JUICE KING and you sell 
the most dependable can opener 
made. 


@ Exclusive “ROTO ACTION” cutting 


p le... fool proof. 
@ No extra levers to set. 
@ Finish is enamel and sparkling chrome. 


®@ Available in white, red, yellow or all 
chrome. > 


@ Knife removable for easy cleaning. 





JUICE KING 
HOME JUICER 
Model JK-35 (illustrated) 

Single stroke action. 
Removable cup. Attrac- 
tively finished enamel 
and chrome. $7.95. 
Other models from $5.95 





NATIONAL DIE CASTING COMPANY 
Touhy Ave. and Lawndale, Chicago 45, Illinois 
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BUILDERS’ HARDWARE 





WINDOW 
VENTILATING 
LOCK 























4 





CHAIN DOOR 
GUARD 


Protects the home 


The IVES Window Ventilating Lock 
safeguards the home... lets fresh air 
in... keeps children in... keeps bur- 
glars out. Winter or summer, win- 
dows can be left open for ventilation 
as well as security against intrusion. A 
safety and ventilating item that should 
be used in every home. Permanent... 
easily applied ...no mortising required. 




















IVES Chain Door Guard protects the 
home against unwelcome intruders... 
door opens approximately 4 inches, 
just enough to see and carry on a con- 
versation with a visitor...and it’s fool- 
proof. It will pay you to stock these 
two items... one item helps to sell 
the other. 





| 





BUILDERS HARDWARE ) | 
_B. IVES CO. New Haven, Conn. U.S.A. 








WHAT'S NEW 








standard model GR with the same 
features. Custom table of the 400 
line has a pressure arm, spring 
hold-in and a spring tensioned 
hold-down. Safety power feed unit 
can be swung out of position when 
not required. Thus models 400 can 
be used for cross-cutting, mitering, 
cross-dadoing and sanding. DeWalt, 
Inc., Lancaster, Pa. 





Canister Set 


Junior all plastic canister set fea- 
turing daisy decoration, white tovs 
and opaque bottoms. Lid with 
molded-in knob is snug fitting to 








preserve food flavors and seal out | 
foreign odors. Small size is 354 x 
4% in.; large size, 534 x 7 in. Avail- | 
able in kitchen colors. Retail: $2.98. | 
Columbus Plastic Products, Inc., | 
1625 West Mound St., Columbus, | 
Ohio. 


- . | 
Paint Spray Unit | 
A new portable paint spray unit | 
gives the user a choice for best | 








atomization for all types of mate- 
rials. The guns are precision ma- 
chined and made to feature the self- 
centering principle of fluid tip and 
air nozzle construction. Gun fea- 





tures internal mix pressure, ex- 
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TAMPER 


PROOF 
FASTENINGS 








Popular sizes now available from 
stock, This scientifically de- 
signed Atlas spanner-head makes 
these fastenings ideal for a wide 
variety of uses . . . especially 
where things must stay put. 


When these screws go in, un- 
authorized persons can’t take 
them out. You can use these 
Atlas tamper-proof fastenings on 
vendirig machines, radio and tel- 
evision”sets and other products. 


Spanner-head fastenings are 
available in wood screws, metal 
screws and machine screws... 
in all standard heads and metals. 






Drivers can be supplied 
inexpensively. 


ATLAS 


SCREW & SPECIALTY CORP. 
450 BROOME STREET 
NEW YORK 13,N.Y. 





ft see eee oe ee 
. Please send me complete information 
a on Atlas tamper-proof fastenings. 
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Why tie up capital in obsolete mer- 
chandise . . . instead of making a small 
investment in modern, fast-selling, pre- 
cision zinc-cast hardware specialties? 
Hall-Wessel shows the way! You have 
handsomely finished, super-strong rust- 


proof specialties . . . pressure-cast on 
modern equipment . . . brass, chrome, 
bright zinc or ebony finish. Nicely 
packaged, too, for easy handling, stor- 
age, identification. Ask your jobber to 
show you genuine Hall-Wessel Hard- 
ware Specialties. Modern manufactur- 
ing technique meets modern buying 
preferences—brings PROFITS! Write 
today, sure, for your free catalog — 
and please mention jobber’s name. 





WHAT'S NEW 





ternal suction or combination type 
with one quart aluminum cup. 
Ground finish nozzles of self-center 
principle are made of stainless steel 
bar stock. Sharpe Mfg. Co., 1224 
S. Wall St., Los Angeles 15, Cal. 





Crop Sprayer 

Row crop sprayer model 3034 is 
adaptable to all types of row crop 
spraying. The spray rig for low 


<3 





gallonage and low pressure com- 
plete spray coverage is available in 
2, 4, 6 or 8 row rigs and is made 
for one, two or three nozzle spray- 
ing per row. Nozzles are fully ad- 
justable. Dobbins Mfg. Co., 700 
W. Beardsley Ave., Elkhart, Ind. 





Kitchen Tool Unit 


Kitchen aid lightweight steel 
cabinet holding 18 kitchen tools— 
spatula, grapefruit corer, mixing 
spoon, bottle opener, pancake 
turner, can dpener, fowl shears, 
scouring brush, strainer, ladle, 
bottle brush and scissors. Roll- 





proof edge holds small objects. 
Movable, adjustable hooks, opens 
either way, finished in electrostati- 
cally sprayed enamel, and features 
rounded corner construction. Re- 
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tail: $3.50 and $3.98. Lennoz 
Metal Mfg. Co., Inc., Maspeth, Long 
Island, N. Y. 





Refrigerator Dishes 


Lustro-Ware refrigerator dishes 
are made so they may be safety 
stacked. They are molded of Dow 
styron which is odorless itself and 
will not absorb or retain the odor 
of highly seasoned foods. Food re- 
tains freshness due to positive 
telescope fit between cover and 
dish. Illustrated is set No. RS-1, 


~ 





Cellophane wrapped. Retail: $1.07. 
Columbus Plastic Products, Inc., 
Columbus, Ohio. 





Bilge Pump 

Bilge pump is constructed of 20 
gage galvanized steel with replace- 
able leather sucker and check valve. 


a 


The pump handles more than 10 
gals. per minute. Retail: $3.95. 
The Lafayette Supply Co., West 
Lafayette, Ohio. 





Electric Hoists 


Electric hoists are available in 
capacities from 250 to 1000 Ibs. 
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The hoists are basically the same 
as the Wright frame 1 speedway 
models but are made with a shorter, 
deeper drum and are lighter and 
better balanced. The hoists use 
two parts of 3/16 in. Trulay cable, 
a smaller load hook and a smaller 
trolley. Wright Hoist Division, 
American Chain & Cable Co., Inc., 
York, Pa. 


Minute Mop 


Hydro-Matic mop wrings water 
from the sponge automatically by 
a hand lever located high up on the 
The 


mop handle. sponge head 





cleans itself. The mophead is low 
and broad, 2 in. off the floor. Mop- 
head has cushion bumpers. Mop is 
made of metal, plated and polished 
and the sponge is treated with a 
DuPont process. Sponge heads re- 
placeable for $1.29. There is a six- 
year guarantee on all parts except 
the sponge. Retail: $3.98. Minute 
Mop Co., 17 E. 23rd St., Chicago 
16, Ill. 


Wheeltoy 


Racer special, illustrated is one 
of the eight models added to the 
juvenile wheeltoy line. Other mod- 





els in the Sportster Series include 
the hook and ladder, police car, fire 
chief, station wagon, dump truck, 
and sportster. All feature stream- 
lined styling, realistic gear shift, 
heavy gage steel construction, auto 
type front axle, ball bearing move- 
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ALLOY STEEL 


LIFE-TIME’ 
WRENCHES 


Any way you look at ‘em — they build 
oe Extta Sales* Profits Repeats 













B ecause ’ They are Alloy Steel Wrenches 


They are High Quality . .. Competitively Priced. 
They are made Exclusively for the hardware trade 
There is a Billing’s Wrench Merchandiser for 


EVERY STORE — 
EVERY SALES SITUATION — 
EVERY CUSTOMER 


MERCHANDISERS 








Get '’em from your wholesaler 


BILLINGS 


WRENCHES & SHOP TOOLS 


S.A 









CONN U 















A Complete Rubber Plumbing Specialties 
The Hoco merchandising kit brings together Department 


in one spot the fastest moving rubber 
plumbing specialties. Printed bright red 
and yellow, the display invites the 
customer to help himself. Each 
item is precision made from high- 
est quality materials and each item 
is priced right—always with your 
profit and reputation in mind. 














EACH DISPLAY CONTAINS 


THE FOLLOWING Pe ee | 
« Tank Balls 12 yd | 
e Sink Suction Stoppers 12 
e Basin Stoppers 24 
e Bath Stoppers 24 
e Closet Seat Bumper 
Assortments 24 


e Household Faucet 
Washer Assortments 24 
e Hose Washer Packages 24 


m5 = 
“FF 


The ~ 0 . PLUMBING 
® e SUPPLY COMPANY 


129 HOUSATONIC AVENUE * BRIDGEPORT |, CONN. 
Sales Offices in Principal Cities 
rotted 4)4-114.19 meee ete ee 
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WHAT'S NEW 





ment, no-mar enameled finish, ex- 
tra wide seats and adjustable ped- 


als. BMC Mfg. Co., 5-9 Griswold 
St., Binghamton, N. Y. 


Picture Hanger 


A picture hook mounted on a 
square of adhesive back tape that 
sticks to all surfaces including 
glass, tile, plaster, wood and metal. 
The unit holds up to 10 lbs., and is 





removed easily by 
moistening the tape. Jiffy hanger 
come in packs of six. Retail: 25 
cts. per package. Jiffy Enterprises, 
Inc., Victory Bldg., Philadelphia 7, 
ra: 


applied and 


Barbecue Unit 


Grillcraft barbecue unit includes 
a heavy steel frame, with baked 
enamel finish, adjustable fire basket 
with partition, grill and spit. A 
movable partition in the fire basket 





can be set in any intermediate po- 
sition from 1 to 30 in. Top grill 
and spit are tin-plated. Cooking 
surface, 19 x 20 in. Control of the 
heat is accomplished by turning 
the crank lowering or raising the 
fire basket to the height desired. 
Spit can be set in any one of six 
positions. Shown with the portable 
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steel cart which comes in four sec- 
tions. The unit is easily assembled 
with axles and nuts. Barbecue re- 
tail: $49.50; steel cart, $74.50. 
Grilleraft Co., 120 W. Sixth St., 
St. Paul 2, Minn. 


Toilet Brush Holder 


Toilet brush container conceals 
brush, features large aluminum 
drip pans, and includes a Nibco 
bowl brush bristled with white 
Tampico fibre, plastic or nylon 
bristle. All containers flower litho- 
graphed in full color with white, 


gray, rose, green, yellow, blue or 
black background. Each set is 
packed in a gift carton. Available 
in four models, 200, with Tampico 
fibre bowl brush, $2; 300, black 
plastic bristle brush, $2.29; 870, 
white plastic bristle bowl brush, 
$2.29; and 600, white nylon bristle 
bowl brush, $3.10. Hide-A-Brush 
Container Co., Brook, Ind. 


DeLuxe Sause Pans 


Matched deluxe sauce pans fea- 
tures, bakelite handles, smooth bot- 


Build 


BIGGER VOLUME 
EXTRA PROFITS 


with the ONLY TRADE-MARKED LINE 
OF BLUE STEEL KITCHENWARE 


ble pride 


Now your 


Sensational New PORT-O-OVEN 
the oven of a hundred uses! 
* Top-of-Stove Potato Baker 
* Food Warmer and Crisper 
* In-oven Roaster and Baker 
* All-purpose Outdoor Grill 
Oven and Baker 
Shipped nested 
Retails about $1.49 


customers can tell at a 
glance which is ordinary kitchenware 

and which is “blu pride”, the 
quality line preferred since Grand 
ma’s day! For now all Parkersburg 
blue steelware bears the trade mark 
blu pride symbol of the finest, the 


SINGLE LOAF PANS 
54% x 9% x 2% 


oldest line in low priced kitchenware 


* No other line of blue steel 
kitchenware is trade-marked! 

* No other line is nationally 
promoted! 

* No other line gives your cus- 
tomers so many quality fea- 
tures at such low, low prices! 


FEATURE THESE “‘blu pride’’ BEST SELLERS 


BISCUIT PANS 
9x14x1% 


A Reminder fo 


CHECK YOUR STOCK 


of Parkersburg’ Famous 


MASTR-LOK 


Stove Pipe 


and 


MASTR-LOK 


Elbows 
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DRIPPING PANS 
8x 10x 2% 12x 17x 2% 
10x 14x 2% 16x 17x 2% 


DOUBLE ROASTERS 
No. 2—8x12x6 No. 6—-11x16%x8 
No. 4—10x 15x7 No. 7—13x 18x 8 


wri 


° t wholesaler. 
names 


tom, rounded corners, strong bead. 
Shown are the three sizes—1 qt]. 
capacity, 5 lb, $1.25; 144 qt capac- 
ity, 6 Ib, $1.50; 2 qt capacity, 7 Ib, 
$1.75. The Aluminum Cooking 
Utensil Co., New Kensington, Pa. 


(Resume reading on page 13) 
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BUZZ SAW SAYS: 


What is the best way to display and 
sell power tools? 





Have your power tools displayed where 
your customers can see them and examine 
them. If possible, have one or two tools 
motorized so they can be demonstrated. 


What kind of work other than drilling 
can be done with a drill press? 


Shopmaster 
12” Drill Press 
$44.95 





Mortising is one operation. This is the cut- 
ting of square holes. The Shopmaster mor- 
tising kit is only $14.00. 






Shaping can also be done. This is cutting 
beads or mouldings. There is a shaper kit 
available for the Shopmaster drill press at 
$9.95. (Shown above) 








TO HELP YOU SELL 





New Displays and Other Dealer Sales Helps 





(Continued from page 13) 


water system can be used. It illus- 
trates the shallow and deep well 
water systems, the pump and the 
different features of construction. 
The Deming Co., Salem, Ohio. 


Screw Driver Display 
Two dozen assorted screw drivers 


| combined with a compact counter 


display. This Corsair J 184 series 
includes six J 64’s size 6 x 4 in.; 


CORSA/R 


twist . gpock ' 
proof proof 


| 





' a 

1 ig} 
“ ALLOT TOOL STEEL BLADE - SARDENED AND TEMPERED ri i 
eer ee ee ee Te ‘ = 


six J 44’s, size 4 x % in.; six 
J 18’s, size 4 x 3/16 in.; and six 
J 10 midgets. The card holds one 
dozen and is easily refilled. The 


screw drivers are made to me- 
There is also a sanding drum for curved | Chanics specifications. Blades are 
sanding at $1.95, made of alloy tool steel. The amber 


In addition there is the Routing Kit $5.95; 
Drill Press Planer Attachment $9.95; 
Sanding Disc $1.95; Column Collars $1.50; 
Drill Press Vise $5.95. 


(Prices shown are in Zone 2. 
Slightly lower in Zone 1.) 


SHOPMASTER Tools are stocked by 
leading jobbers everywhere 


There are 16 different SHOPMASTER Tools 
to ft every purse To fit every job. 


=e a 


i P rm a: 





SHOPMASTER, INC. 


1214 Third St. S., Minneapolis, Minn 









transparent handles are made of 
unbreakable shock-proof Tenite No. 
2 plastic. Great Neck Saw Manu- 
facturers, Inc., Mineola, N. Y. 


Power Tool Catalog 


Complete specifications of tools 
comprising the portable tools for 
industry line are presented in a 
new condensed catalog. Included 
are heavy duty drills, %4 and % in. 
models; standard duty drills, 5/16 
and % in.; and the super special, 
14 in. Saws listed are builders’ spe- 
cial models, 700 and 800 and heavy 
construction models, 905 and 1000. 
Two models of disc sanders, 7 and 
9 in. are described; and a list of 
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accessories. Catalog is four pages. 
Cummins Portable Tools, division 
of Cummins-Chicago Corp., 4740 
N. Ravenswood Ave., Chicago 40, 
Ill. 


Roper Catalog 


A novel visual catalog features 
Out of This World . . . But So 
Down to Earth as its theme. Em- 
ploying the use of full color illus- 
tration and double gatefold con- 
struction, the presentation points 
up the beauty, speed, convenience, 
automatic features, results and 
other advantages of the modern 
Roper gas range. ‘The book is de- 
signed to serve both as a sales 
training manual and a visual sales- 
man. Geo. D. Roper Corp., Rock- 
ford, Ill. 


Philco Appliance Film 


Featured in a 25 minute film pro- 
duced by Philco is the Philco Elec- 
tric Kitchen Appliance Center, full 
scale model kitchen provides poten- 
tial customers with the chance to 
work controls and investigate ap- 
pliances under actual operating 
conditions. What’s Cooking, the 
first part of the film, shows a dealer 
losing an electric range sale be- 
cause it isn’t powered. Philco sales- 
men then describe the new center. 
The second part, filmed in 16 mm 
Kodachrome, shows the complete 
Phileo electric range line for 1951. 
Phileo Corp., Philadelphia, Pa. 





Trapping Booklet 


A booklet for beginning trappers 
illustrated with half-tones and line 
drawings. The 40-page booklet gives 
detailed instructions for catching 
most of the popular fur bearers. 
The sets, techniques and scent for- 
mula described are applicable any- 
where during ice and snow free 
periods. Extension Service, Ala- 
bama Polytechnic Institute, Au- 
burn, Ala. 


Enamel Display 
A 12 x 18-in. display consisting 
of three colors of Super Deluxe 
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enamel. White plaque painted with 
the enamel shows the qualities of 
the paint. Twentieth Century Paint 





SUPER DELUXE 
} non 
center yellowin 
pages. tease ENAME| 
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igo 40, : 
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But So 

> Em- 

r illus- & Varnish Corp., 456 Driggs Ave., 

id con- Brooklyn 11, N. Y. 

points eee | 

snience, 

is and Electrical Planning 

— Peps, or Plan, Equip, Promote 

ation and Sell, is the theme of a 20-page 
booklet published as a guide for 

1 sales- Look for the Gold Strand woven 


ashe. builders and contractors. Electri-| — 
cal Planning for the Modern Home | into the selvage. Always your 
through photographs, diagrams and | assurance of the best in insect wire 
sketches provides the builder with | screening...long-wearing, reliable 
ideas that will help to make his 
house a more attractive package to | 





screen cloth that is precision 


Im pro- the prompestive burer. Westlne- | manufactured to most rigid stand- 
0 Elec- house Electric Corp., Better Home | 2's of testing and inspection. 
er, full Bureau, P. O. Box 868, Pittsburgh | Gojd Strand wire screening is 
| poten- 30, Pa. as . 
“an 1 ; supplied in Galvanoid (steel 
ate ap- electro-galvanized after weaving), _—¢ 
erating David Round Catalog Aluminum and Bronze—a grade 
ig, the A 92-page catalog No. 81 con- to suit every purse and purpose. : 
. dealer tains product illustrations, complete | ¢ “oe ful 
ale be- engineering specifications and list P ~ <a 
o sales- prices currently effective on the en- | booklet “Surface Tables and 
center. tire line of David Round hoisting | Retail Sales Prices” are available ~ 
16 mm equipment. Full data on repair | upon request for distribution 
omplete parts for each is supplied. David | jg your dealers, Write for them 
r 1951. Round & Son, Cleveland 5, Ohio. ; 
Pa. 4 ‘ today. 
; Of ceurse, Gold Strand Screening 
Bulb Catalog is manufactured in strict 


Stassen cooperative spring-sum- accordance with U. S.'Dept. of 
rappers mer bulb catalog is illustrated in | Commerce Standard CS-138-49 


ind line natural color and includes the fin- 
et gives est bulbs and tubers for spring and 
atching summer planting. By employing 


earers. the cooperative plan, the small deal- 


Ps 
- _ a GSS SH ae BRESou 
ent for- 9 er may purchase the six-page cata-| Ji moons SSeS SSeS eeeeesis) 


le any- logs with his name imprinted on 


w free | the cover. Dealer is allowed 40 pct.| AMERICAN WIRE FABRICS CORPORATION 


2, Ala- discount on bulbs shipped by Stas- 
e, Au- sen under dealer label and 45 pct. Subsidiary of THE COLORADO FUEL and IRON CORPORATION 


on items he purchases for his own 500 Fifth Ave., New York 18, N.Y. 
stock. Catalogs cost from $25 for 
500 copies to $45 per 1,000. This 
plan permits the dealer to buy the 
isisting desired quantity of bulbs and the 
Deluxe necessary printed matter to help 





In the East—Wickwire Spencer Steel Division, 500 Fifth Ave., New York 18, N. Y. 
In the West—The Colorado Fuel & Iron Corporation, Denver 1, Colorado 
On the Pacific Coast—The California Wire Cloth Corporation, Oakland 6, Cal. 








Sales Offices in Key Cities Everywhere 
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Ho cigetin more people tnto VOUR store... 


It’s a proven fact! Heller fixture 
equipped stores attract more trade. 
Heller store fixtures possess more 
selling features than any other 
line of fixtures on the market 
today. You will be amazed at the 
greater sales producing possibili- 
ties of Heller fixtures, and you get 
more value per dollar invested. 
















Send size of store today for free 
plan. Ask for new manual No. 514A, 


aa W.C.HELLER&CO. Montpelier, Ohio 















ANOTHER 
Minti “THERE’S AN R. MURPHY 
EXCLUSIVE STAY-SHARP KNIFE TOR 





PLEASE EVERY 
CUSTOMER’’ 







Sawing 


64%" ring adds 
‘ouch for keeping 
handy in bath- einit 
room or kitch eal for use in sets, Knife 
so women” $ buy several. Of 
at {they're Jeasy to clean, and 
: “ai not crack; Peel or chip... always 
; ling naw. Your customers 
opping “them and over 80 & 
ustto-Waregplastic housewares. 
line thatibears the Good 


eeping qué ranty seal. 
a @ PROD., INC. | 
Manual 


Columbus 4, Ohio | Training po oang 
Knife 











Whether for everyday kitchen or 
tooling needs... for specialized 
trade or precision work—there’s 
an R. Murphy knife specially de- 
signed, honed and handled to do 
its particular cutting job to per- 
fection. That’s why you can be sure 
to satisfy any and every cus- 
tomer when you carry the com- 
plete R. Murphy “Stay-Sharp” 
line—blades made of the finest 
tempered steel, precision joined 
to proper-grip handles. 

Order your complete stock now. 
Write for Free catalog showing 

full line. 


Large, free s 
a new decor 
towels conve 



































— TESTED 
STOCK No. L-27 QUALITY 
Attractively carded for point-of-sale _Zicuis'° : FOR OVER 
merchandising. Complete with s "Guaranteed by gee 100 YEARS 
screws and 99 Go —— , : 
Assorted colors. “45 soveansto WS ROBERT MURPHY SONS COMPANY 








AYER, MASSACHUSETTS 


oricina. DOMES OF SILENCE 


SELL ON SIGHT when these attention-compelling con- 
tainers, box or card are displayed on counters. Genuine DOMES 
One set on « Card. OF SILENCE glide softly, silently, smoothly 














ng in @ box. over all flooring; saves floors and furniture For 
fy" Wa" Wg? years the favorite with houseowners and furtature 
ur H” manufacturers. 


Ask your jobber or write 


DOMES OF SILENCE, Division of 


ROBERT E. MILLER & CO. INC. 
35 PEARL STREET NEW YORK CITY 
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TO HELP YOU SELL 





him sell it. Stassen Floral Gardens, 
Inc., Roslyn Heights, Long Island. 





Fixture Deal 


A lacquered metal display case 
with seven bins and storage space 
in back for self-attaching fixtures. 
The stock includes Sinclair 12 and 
18 in. towe} bars, Ton kitchen Peg- 
gies, junior utility hooks, all pur- 
pose hooks, robe hooks, curtain 
brackets, paper clips, tool and kit- 
chen implement holder and rack 
and door racks. Total retail value, 





$31.67, dealer cost, $20.59. Sinclair 
Ton, 114 Essex St., Rochelle Park, 
N. J. 





Marlin Fishing Film 


Arcing Rods is an 800 ft. color 
and sound movie running 20 
minutes showing exciting sequences 
of catches of marlin, by the Lang- 
ley Corp. It features catches of 
fighting game fish by Dick Miller, 
executive vice-president of Lang- 
ley. Narration is by Van Des 
Autels. Movie Department The 
Phillips Co., Suite 604 First Na- 
tional Bank Bldg., San Diego 1, 
Cal. 





| 
Perfection Dealer Helps 


Day-Glo window streamers are 
now available for all of Perfection 
Stove’s products. A different mat 
service is designed on each of Per- 
fection’s lines. Mats will include 
1, 2, 3, and 4 column ads as well 
as cuts and logos. The point of 
purchase display material available 
includes — multi-page consumer 
folders in full colors, single color 
envelope stuffers and window and 
counter displays. Perfection Stove 
Co., 7609 Platt Ave., Cleveland 4, 
Ohio. 


(Resume reading on page 14) 
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ORDER A SUPPLY OF THESE - - - - 
BEHR-MANNING ABRASIVE ITEMS NOW 





SPORTSMAN STONE #WIP-13 
For sharpening fishhooks, knives, axes. 
A combination stone complete with 


leather sheath. 


CRYSTOLON® AXE STONE #JT-3 
Every axe user should have one. 


Round shape easy to hold for proper 
sharpening. Hes coarse and fine sides. 





—_— 


CRYSTOLON 
UTILITY FILE #JD-2 An all-pur- 


pose, coarse grit sharpening stone to 


renew edges on spades, hoes, trowels, 


sod cutters, axes, etc. 


WRITE FOR YOUR COPY OF THE DEALER GUIDE 


A handy, compact booklet with complete data on the 
whole BEHR-MANNING line of coated abrasives and 
NORTON ABRASIVES sharpening stones. Write for your 


free copy today to Dept. HA-2. 





SPEED-GRITS 
SANDER Attractive, easy-to-use 
hand sander for home and workshop. 
Uses factory-cut abrasive rolls. 





POWER TOOL SANDING DISCS, 
SHEETS, BELTS Finest quality 
ADALOX® Cloth Belts, paper discs 
and oscillating sander sheets in Retail 


Packs. 


<i 


sag , 

SANDPAPER 

HANDY PACKS 

It's time for reconditioning boats, fur- 

niture, and household repairs. Handy 

Packs for dry or wet use are just the 
thing for general sanding. 










YOU CAN SELL MORE 


DRILLS, DRILL SETS, AND WOOD BITS 
by stocking and displaying 
WHITMAN & BARNES 


nicely packaged products! 


Short Length High 
Speed Drills with 
WY," shanks. 


= beautiful new catalog has been prepared exclusively for 
t 


he HARDWARE TRA} 
tools which are of integ 
gested re-sale prices Chott fol- 


lowed—will provide @caiinemrtn. 2 . 


PROFIT OF 34a : 
A copy will be ont i “re 


as 


Drills in Folding 
Metal Containers. 


It lists and illustrates those 
fF retail stores, and also gives sug- 


: 


e 


— | 
THe 


= 


aa Sr 


Carbon Steel 
Wood Bits with 
WY,” shanks. 


i“ 


Glass Covered 
Drill Dispenser. 


a Viale CL Or Sine —bcts Hive IF 


WHITMAN s BARNES 


PLYMOUTH, MICHIGAN 


NEW YORK -e 


CHICAGO + LOS ANGELES + HOUSTON 
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NEWS and Views 


Reports on Events Affecting 
The Hardware Business 


(Continued from page 10) 


pricing orders for all products or 
industries that present legitimate 
“hardship” cases to the Office of 
Price Stabilization. 

Part of this campaign is revealed 
through the periodic question-and- 
answer explanations now being 
issued by OPS. For example, in 
a current announcement, Mr. Di- 
Salle explains a wholesale hard- 
ware pricing problem this way: 

“A wholesaler of hardware has 
been invoiced since Jan. 25 at 
prices higher than those estab- 
lished by him up to midnight, Jan. 
25. The customary method of 
pricing in this branch of this in- 
dustry is to apply mark-up on their 
cost. Can he establish his prices 
on the basis of cost reflected in the 
invoices ?” 

Although issuance of an OPS 
order granting permission for 
mark-up freezes to certain retail 
trades was expected to be issued 
momentarily as this issue of HARD- 
WARE AGE went to press, Mr. Di- 
Salle answers the trade question 
this way: 

“No, since these goods were not 
offered for delivery by this whole- 
saler in the base period at the in- 
creased price passed on to him by 
the supplier, the wholesaler must 
hold his ceilings to the highest 
price at which these goods were 
delivered by him during the base 
period.” 

Meanwhile, pricing problems re- 
lated directly to the hardware trade 
are being handled by the Hardware 
Section of the Building Materials 
Branch of the Industrial Materials 
and Manufactured Goods Division 
of the Economic Stabilization 
Agency. Staffing of the Hardware 
Section had not been completed as 
this issue went to press. Tenta- 
tive plans call for control of 
plumbing and heating equipment, 
oil burners, and electrical control 
machinery, ‘as well as all hardware 
items, by the Hardware Section. 


OUTLOOK—One form of relief 
from price-wage restrictions that 
is now definitely “in the works” at 
ESA will take the form of an 
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order exempting from the wage 
freeze all retail stores employing 
fewer than eight persons. The 
great majority of hardware stores 
will, of course, be covered by this 
order which is expected to be pat- 
terned after the similar exemption 
granted during World War II. 
Selective pricing orders on specific 
commodities also are being studied, 
although issuance of a_ general 
order freezing mark-up percent- 
ages is scheduled to take effect be- 
fore any individual orders are 
issued. 


Congress Gives Fishy 
Stare to HST Tax Hike 


Any way you look at it, the big- 
gest news bomb dropped on the 
business and retailing community 
in the past two weeks is President 
Truman’s demand for an “immedi- 
ate hike of $10 billion in federal 
taxes.” 


Almost equally startling was the 
quick reply of congressional tax- 
writers to Mr. Truman and Trea- 
sury Secretary John Snyder: 
“We’ve got news for you. There 
isn’t going to be any ‘quickie’ tax 
bill.” 

Mr. Snyder’s revelation of White 
House plans for a fast $10 billion 
tax nick ($4 billion from indi- 
viduals, $3 billion from corpora- 
tions, $3 billion in new and higher 
excises) met a stony silence at the 
Capitol. 


OUTLOOK—Although nearly all 
congressmen agree that substantial 
tax hikes are necessary to support 
the Administration’s rearmament 
program, they are steadfast in 
their refusal to be pressured into a 
“quickie” tax bill as proposed by 
the White House. Members of both 
Senate and House tax committees 


take the position that they will ex- | 


ercise their constitutional right to 
raise taxes in their own way and 
in their own good time. The way 
things stand now, it will be several 
months before any tax bill can be 


(Continued on page 211) 
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Greater Sales Volume 
Higher Profits 


AXE AND 
HAMMER WEDGES 
Four convenient 
sizes. Made of 
light, tough, alumi- 
num - magnesium 
alloy—strong, Pos- 
itive- Holding 


Here’s what puts the SELL in the line of 
BLACK PANTHER TOOLS 


er century of research with 


KNOW HOW—A Quart vsers—told us what you 


the trade—and actual 
want. 


DESIGN—Beautifully finished tools es. But 
Black Panther Tools are engineered ‘0 make 
work easier. Constructed to last longer. Built 
to user requirements. 


her Tools are 
Black Pant en 
ee rranpetter materials, Dut N fering 
not ney yu make 3 higher pm 
= woality ata competitive pri } 
m 


Y | LINOLEUM KNIVES é WALL SCRAPERS 
fd. GLASS CUTTERS << GLAZIERS POINTS 
4 WOOD SCRAPERS 
” 9 > HAMMER AND AXE WEDGES 
(| ELECTRIC FLOOR POLISHERS 
HARDWARE SPECIALTIES 


S pur KNIVES 


Black Panthe, 


Longer-lasting, finely finished 
TOOLS 


Sold Only Through Jobbers 
Send for Catalog 
BLACK PANTHER TOOL COMPANY 
401 N. Broad St Philadelphia 8, Pa 
Miles Blunt, President 





Retail Trades Await 
Margin Control Order; 
Prices Still Creep 


Pricing of merchandise is still 
confounded with confusion in the 
minds of businessmen at this writ- 
ing when a new order is imminent. 

Series of questions-and-answers 
such as those in the adjoining 
columns were intended by the Office 
of Price Stabilization to clarify the 
problem of how to mark goods un- 
der the recent price control regu- 
lations—but there are just too 
many questions. 

Some relief has been promised 
by OPS to certain trades which 
think they are unduly injured by 
price controls. 

It is expected, at the time this 
issue goes to press, that OPS will 
likely allow various trades to make 
their traditional mark-ups on cost. 

Regardless of what system for 
control is hit upon by OPS, prices 
will continue to “creep” as the 
price administration itself has ad- 
mitted. 

Retailers should take this op- 
portunity to get their price records 
in shape, for no matter what form 
price control takes these records 
will undoubtedly be required. 

(See Feb. 8 issue, p. 105, for de- 
tails of required records.) 

Additional restrictions, applied 
by NPA, have cut deeper into 
hardware lines. The new alumi- 
num order specifically hits some 
200 items sold by dealers. 

The use of a Controlled Mate- 
rial Plan, such as that used during 
the last war, grows closer. 


Builders’ Hardware 
Order Being Prepared 


Representatives of the builders’ 
hardware industry were informed 
at a meeting with NPA officials, 
Jan. 26, that an order to provide 
for simplification of hardware de- 
sign and to conserve critical ma- 
terials for defense is under con- 
sideration. 
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News and Interpretations of Government Orders 


Members of the Builders Hard- 
ware Industry Advisory Committee 
(see p. 174) stated that unless they 
are exempted from the recent cop- 
per order it will be impossible for 
them to continue brass plating 
most of their products after March 
i 

They said they could substitute 
steel for copper and brass in most 
of their products if they were per- 
mitted to brass-plate the steel. 

They asked for time to finish 
production on which processing has 
begun, contending that their 
schedules require four months for 
completion. The present copper or- 
der permits them only two months. 


200 Aluminum Items 
‘Out’ After April 1 


Aluminum has been denied for 
use in more than 200 less essential] 
civilian items after April 1, by an 
amendment of the aluminum con- 
servation order (M-7, Amend. 2). 

On the same day, Feb. 3, NPA 
also revised rules for handling de- 
fense orders for aluminum under 
the priorities system (M-5, Amend. 
1) to require aluminum producers 
and fabricators to accept a larger 
percentage of defense rated (DO) 
orders. ; 

Even though further expansion 

(Continued on page 172) 





—Questions and Answers 





Price Control Rules Are Explained 


The following list of questions and answers have been selected from a series issued by 
the Office of Frice Stabilization, as being most applicable to the hardware industry. 
These, it should be noted, are not legal rulings, which will be issued only on specific cases. 





Q—What is a retailer’s ceiling price for the same commodity or service 


as he sold in the base period? 


A—He may not charge more than the highest price for the same 
commodity or service at which he delivered them between Dec. 19, 
1950 and Jan. 25, 1951, which is called the “base period.” Example, 
a brand of cigarettes was marked at a retail list price of 18¢ all dur- 
ing the base period but all sales and deliveries by the retailer were 
made at 17¢. His ceiling price is 17¢ since that was the highest price 
at which deliveries were actually made by him during the base period. 





Q—What is meant by delivery? 


A—Delivery occurs when the merchandise is either handed to a cus- 
tomer in the store or it leaves the store or warehouse on its way to 


the customer. 





Q—What is the retailer’s ceiling price if he did not deliver the article but 
offered it for delivery during that period? 
A—If he did not deliver it during the base period but he did offer it 
for base period delivery his ceiling price is the offering price. 


Q—What is meant by offering price in the case of retailers? 
A—A retailer's offering price is the price at which the article was 
offered for sale at the immediate point of sale in the store, that is, 
the price marked on the article itself or on the counters, shelves or 
racks, or on price lists available for examination by customers in the 
store or in written advertisements. 





Q—What provision is made if the retailer sold at different prices to dif- 


ferent customers? 


A—A retailer is entitled to charge all his customers the highest 
price charged to any customer of the same class for such goods dur- 
ing the base period. However, if the retailer normally gave lower 
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Everysopy WILL RAVE 


Libbey “Party Pepper-U ppers.” 


speed and ease with which t 
Customers, for the “new life 


get-togethers at home. 


kind in beautiful gift boxes, they'll prove real sales 
pepper-uppers at your gift counters. 


The glasses are practical, 


LIBBEY 


ESTABLISUE 
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* they bring to family 
Prepackaged eight of a 


for your Libbey Glassware sales 


about these new won’t wash or wear off. Rims are chip-resistant, 


Salespeople, forthe fully guaranteed: “A new glass if the rim of a Libbey 


he glassware moves. — “Safedge’ glass ever chips!” 

Prepare your counters for the added impact 
full-color ad in April House & 
Garden, Stock up on the 4“ 


of this full-page. 


Party Pepper-l ppers” 


now! Contact your near-by Libbey supply dealer, 
Ohio, 


too. Bright colors 


Toledo a 


GLASS Kew Cee 


pb 43 18 


or write direct to Libbey Glass, 





LIBBEY GLASS, Division of Owens-Illinois Glass Company, Toledo 1, Ohio 
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Now available in 


up to 36” 


” Ah taith 


MASONRY 
DRILL BITS 


standard lengths and 
extra long lengths 





ELECTRICIANS 
PLUMBERS 
HOME CRAFTSM 


BECAUSE THEY: 


@ Positively expel dust 
as they drill. 


@ Are the strongest drill 


diameter as 
the carbide tip. 


RETAILERS 
PRAISE 


Cee 


BECAUSE: 
They WIN 


Any PLACE 
They SHOW 


New E 


58 BROOKLINE STREET 
CAMBRIDGE, MASS. 








and others PREFER 


hp wwisl 


DRILL BITS 


available .. . for the steel 
shank with double flutes 

running from cutting edge 
to shank end has the same 


Ss 





Cyclo-Twist stands and 
kits are available to you 
at no extra cost. Ask your 
dealer or write direct. 


CARBIDE TOOL CO., INC. 
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prices for larger quantities, or for different groups of customers 
(teachers, employees, public institutions, etc.), or under different 


conditions of sales (e.g., lower prices for cash as against credit sales), 


these lower prices or discounts must be continued. 





Q—How does a retailer price articles which are not the same as those 
which he sold in the base period but which are similar to them? 
A—He must use the method prescribed in Section 5 of the Regula- 
tion. He determines his ceiling price by applying to his net invoice 
cost the percentage markup which he is currently receiving on a 
“comparison commodity.” The comparison commodity is one in the 
same category as the commodity being priced and must meet the 


other requirements of Section 5. 





Q—tThe regulation states that rates for professional services are exempt. 
What is meant by professional services? 
A—This term has not yet been fully defined and interpretations will 
soon be issued covering many of the cases whith will arise; however, 
radio and television repair men, household appliance repair men, and 


the like, are not exempted. 





Q—What records is the retailer required to keep? 


A—Base period records and current records. 


This requirement is 


very important. It is set forth in Section 16 of the Regulation which 


should be read carefully. 





Q—May a dealer who did not increase his price on a certain article prior 
to Jan. 25 increase the price to meet a competitor who raised the price 


on Jan. 23? 


A—-No. His ceiling price is the price at which he delivered the com- 


modity during the base period. 





Q—An article was delivered by a retailer all during the base period at 

10¢ each, three for 25¢. What is the ceiling price for the article? 
A—The ceiling price is 10¢ each, three for 25¢. The retailer must 
continue to allow his customary discount for quantity purchases. 





Q—A wholesaler has been invoiced since Jan. 25 at prices higher than 
those established by him up to midnight, Jan. 25. The customary method 
of pricing in his industry is to apply a mark-up on cost. Can he establish 
his present prices on the basis of cost reflected in the invoices? 
A—No, since these goods were not offered for delivery by this whole- 
saler in the base period at the increased price passed on to him by 
the supplier, the wholesaler must hold his ceilings to the highest price 
at which these goods were delivered by him during the base period. 





200 Aluminum Items 
“Out” After April 1 


(Continued from page 170) 


of aluminum production is under 
way, the present rapid accelera- 
tion of the mobilization program 
requires larger supplies of alumi- 
num for defense purposes in the 
second quarter of this year, NPA 
announced. 

Some of the hardware store 
items which cannot be made of 
aluminum after April 1 are: 

Animal traps, ash trays, awnings 
and venetian blinds, bicycles and 
tricycles, domestic laundry acces- 
sories, window screen frames, gar- 
den tools and equipment, garment 
hooks, brackets, racks, rods, trees 
and hangers, kick and push plates, 
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kitchen cabinets, ladders and step 
stools, lawn and garden hose acces- 
sories, lawn mowers, mail bozes, 
metal letters, mouldings and trim, 
residential type roofing, screening 
(except insect wire cloth), sporting 
goods, toys and waste baskets. 

Cleaning accessories such as car- 
pet sweepers and dust pans; cur- 
tain, drapery and carpet hardware; 
laundry tubs and boilers, giftware, 
gutters, leaders and downspouts, 
hand tool handles, hedge clipping 
machines and kitchen utensils and 
tools. 


Further Stee! Curbs 
Promised by NPA 


Steel may soon be banned com- 
pletely for some non-essential ¢cl- 
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How P&C 
merchandising 
helps you do 

















Our efficient, salesmaking displays make money for every dealer 
who takes advantage of their exclusive features. 
P&C displays to do much more than just help you sell more tools. 
We advertise and produce “The BEST tools money can buy”... 
tools you will be proud to recommend. And we’re on the job 
with the merchandising ideas that make P&C “the Proft line”. 








Yet we expect 


@ Shadow-marked tool locations and numbers 
help you control your inventory, increase your 
turnover and profits on these fast-moving, 
profitable tools. 


@ Clearly marked prices save time for your 
7p salespeople. 








a Better Job 








@ Total sales increase, because P&C displays 
draw traffic to your tool department, sug- 
gest tools your customers need. 









io.) % 


@ They save valuable space. Tools in a 











R-150 setts circles AROUND “tzepis 
ANY DISPLAY YOU EVER SAW 


Flashing beacon catches the eye. 














Rotates at finger touch. 


Self-service — tools are easy to reach. 











32” diameter space on the R-150 would 
take at least 121% ft. of wall on a 
panel 18” wide. 


Ask your distributor salesman 
to show you how P&C can help 
your tool department make 
more money. 





Sells 150 most-wanted P&C quality tools. 





More sales on smaller stock. 





Doubles and triples your turnover. 


Write today for new folder on R- 150 
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P&C HAND FORGED 
A TOOL COMPANY 


p44 PORTLAND 22, OREGON 
Cable Address: PANDCTOOL 
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THE NEW 
SANDING 
BLOCK 


KWIKSAND 





For General Sanding * Won't Clog - Removes Paint and Varnish | 


Write Today for Prices and Details 
<td 


KWIKSAND, 
529 MERCHANTS ROAD 


INC. 
ROCHESTER, N. Y. 
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DEALERS REPORT: “Sales of 
‘AUTOWASH' are so easy 
that profits are 
amazingly high.’ 


Rubber Bumper —-@ aS 
Aluminum Wp 


Head and 
Handle 


Attaches to 
Any Garden 
Hose 












Peplaceable 














Soft 1 

Horsehair Z —— 

Bristles Flare Handles 

te 4” 82" or 36” Long * 


ALL THESE FEATURES AND 
OVER 50% PROFIT FOR YOU 






AUTOWASH sells itself. Let Model 840 with 82° handle 
your customer examine it retails for only $3.49 — 
and a sale is made. It's your price a low §2.10 — 
that easy. Ideally suited your profit a high §1.39. 
for dozens of washing jobs, Model 840L retails for $3. =. 
AUTOWASH rinses, as price $2.50 — 


your 
; high profit of $l. 48 
on every sale. 


it scrubs as it 
cleans. 


FLOUR CITY BRUSH CO. 


Minneapolis 4, Minn. 


” PACIFIC COAST BRUSH CO. 


Los Angeles 21, Calif. 


Dept. 512 


Please ship. . doz. Model 840, 8%” handle, AUTOWASH 
brushes. 

Please ship .doz. Model 840L, 36” handle, AUTOWASH 
brushes. 

NAME ... 

SE. ss 60d 6 0 6B s os sR OS Ome 

CITY . ZONE STATE 

Cash must accompany order or we ship C.O. D. if not ' pated 
in D. & B. 
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DON’T FORGET 
TO PUT DOWN 

























































L-O-N-G L-A-S-T-I-N-G 


SHARPNESS 
IT’S THE BLADE YOUR 
CUSTOMER WANTS 


Got your ‘‘Want Book” handy? Put down 
“Griffin Hack Saw Blades.’ Thousands of 
hardware retailers make it a point to write 
“Griffin Hack Saw Blades’ because they 
know that Griffin means Long Lasting 
Sharpness. 


Long Lasting Sharpness is the one quality 
your customers look for in hack saw 
blades. Griffin has been making the high- 
est quality saw blades since 1880. 


{ . oY 
% no wht rhe 
* ve wit 
a jong 
rye asf 


A L- o-n9 
“), SHARPNESS, 


,% 
Display-Packed At No Extra 
Charge, For More Sales. 


G. W. GRIFFIN CO. 


Franklin, New Hampshire 


General Sales Agent 
John H. Graham & Co., tnc. 
105 Duane Street, New York 8, N. Y. 





















vilian products and manufacturers 
of hard lines such as autos, refrig- 
erators may get 25 to 40 pct less 
steel than they used for such items 
in the first half of 1950. 

NPA told members of the steel 
industry that a forthcoming order 
cutting the use of steel is con- 
cerned principally with major 
hard goods lines since they require 
more steel than other items. 


Hack and Band Saw 
Group Asks More Steel 


Members of the Hack Saw Blade 
and Metal Cutting Band Saw In- 
dustry Advisory Committee told 
the NPA, at a meeting, Jan. 31, 
that they need more high-speed and 
alloy tool steels to make blades to 
to keep defense and_ essential 
civilian industries operating. 

Committee members said they 
hope to increase production by 
shifting from use of tungsten to 
molybdenum and that NPA’s recent 
directive reserving half of the 
molybdenum supply for tool steels 
will help. 


Use of Tin Further 
Limited by Amendment 


The use of tin in art objects, 
plating and coating for decorative 
purposes, along with hollowware 
and refrigerator trays and shelves 
is banned by an amendment to the 
National Production Authorities 
M-8 order, which takes effect 
March 1. 

Items in production before March 


‘and handling food, 


1 may be finished but they must be 
finished by May 1. 

One provision of the amendment 
allows the use of pig tin or alloy to 
be used to plate or coat cutlery and 
flatware. Equipment for preparing 
including 
kitchen utensils may be coated or 
retinned with pig tin or alloys, but 
only those parts which come in di- 
rect contact with food. 

Manufacturers of kitchen equip- 
ment must use electrolytic tin plate, 
up to a specified maximum, by a 
new NPA Order, M-24. 

Earlier orders reducing the use 
of tin consumption limited usage 
in January to the average monthly 
consumption in the first half of last 
year, and to 80 pct of that base 
period in February and March. 


Natural Rubber Use 
Curbed After March 1 


Simplification of styles, types 
and colors in rubber products be- 
gan Feb. 15 and the use of natural 
rubber in non-essential products 
will be reduced or eliminated be- 
ginning March 1, NPA announced 
Feb. 3. 

NPA also served notice that by 
March 1, or as soon thereafter as 
practicable, the use of natural 
rubber will be eliminated in these 
products: 

Toys, non-functional household, 
industrial and automotive rubber 
goods not essential to mechanical 
operation of the equipment in- 
volved; rubber sundries not essen- 
tial to basic health needs; floor 
coverings, mats and matting; etc. 





Builders Hardware Industry Advisory Committee 


The Builders) Hardware Industry 
Advisory Committee which met for 
the first time, Jan. 26, in Washing- 
ton, under the chairmanship of W. 
C. Habbersett, of NPA’s Build- 
ing Materials Division, has the fol- 
lowing members: 

E. J. Parker, The American 
Hardware Corp., New Britain, 
Conn.; 

G. W. Aldeen, American Cabinet 
Hardware Corp., Rockford, Iil.; 

Johann Frohlich, Bommer Spring 
Hinge Co., Brooklyn; 

Ralph D. Maynard, Champion 
Hardware Co., Geneva, Ohio; 

C. K. Boucher, Caldwell Mfg. 
Co., Rochester, N. Y.; 

W. R. Morse, The Stanley Works 
New Britain, Conn.; 

L. M. Dexter, National Brass 
Co., Grand Rapids, Mich.; 
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N. A. Gussack, Grant Pulley & 
Hardware Co., Flushing, N. Y.; 

Archer L. Hager, C. Hager 
Hinge Mfg. Co., St. Louis; 

Benjamin Rosenthal, Technical 
Glass Co., Los Angeles; 

John J. Meyer, Independent Lock 
Co., Fitchburg, Mass.; 

Bernard Soref, Master Lock Co., 
Milwaukee, Wis.; 

A. J. Eggleston, Richard-W ilcoz 
Mfg. Co., Aurora, IIl.; 

A. H. Schleicher, Oscar C. Rixon 
Co., Chicago; 

D. E. Golden, Schlage Lock Co., 
San Francisco; 

G. F. Sutphin, Skillman Hard 
ware Mfg. Co., Trenton, N. /.; 

F. Dunning, The Yale & Towne 
Mfg. Co., Stamford, Conn.; 

Bernard D. Cirlin, Kwickset 
Locks, Ine., Anaheim, Cal. 
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PRECISION STRIKING FACES 
se 


rch 1 


s, types 
ucts be- 
natural 
products 
ated be- 
nounced 


FACTORY 
FITTED HANDLES 













No. 84-H Double Face Blacksmiths’ Sledge 
shown action-mounted with handle inserted. 


that by 
after as 


enced WARREN-TEED Sledges and Hammers 
sale TTT Say “BUY ME!” to Customers .. . 


usehold, 
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ot essen- 
is; floor 
ing; etc. 
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| ; Want to know something profitable about your customers? 


They like to see Warren-Teed tools displayed with handles 


PACKED IN 
CARTONS 


ready for instant use. They like to lift ‘em, to test the balance, to 





rub their smooth well-turned handles . . . before they buy. 








Warren Tool’s new carton also protects that eye-catching 








factory finish from unsightly surface nicks and scratches. Take 


tee 
Pulley & 
a; 2a 
Hager 
3; 
echnical 




















advantage of your customers’ wishes to see and feel attractive 
tools. 

Order today your supply of hammers and sledges, con- 
veniently packed in trim corrugated cartons and clearly marked 


ent Lock for quick identification. Whether you select handled or non- 





Lock Co., handled Warren-Teed tools, you'll like the way your inventory 


Top illustration shows six sledges with handles 
inserted. Also shown is a carton of non- 
handled siedges. Both are ecsily shipped and 
quickly identified. 






and storage work is eased by our new unit packaging. Better 





d-W ilcoz 






yet, you'll like your increased profits! Order now. 





C. Rixon 


jock Co 
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Kreiner Aids Gold Seal Head; 
Other Advancements Made 


The enlargement of the 
administrative and sales ex- 
ecutive staffs of the Gold 
Seal Co., Bismarck, N. Dak., 
has been announced ' by 
Harold Schafer, president. 

The new appointments in- 
clude: Carl B. Kreiner, Hous- 
ton, Tex., from southwest re- 
gional manager to assistant 
to the president; Warner R. 
Quale, Bismarck, from per- 
sonnel and office manager to 
assistant secretary of the 
company; James W. Smith, 





CARL B. KREINER 


Marietta, Ga., from sales 
representative to southeast 
regional manager; and Mar- 
vin Beseth, Minneapolis, 
from sales representative to 
regional manager of the ter- 
ritory where Gold _ Seal 
originated, including Minne- 
sota, the Dakotas, western 
Wisconsin, Iowa, Montana, 
Idaho and Utah. 

Also R. E. Scott, Houston, 
from sales representative to 
assistant regional manager 
of the southwest division. 

Mr. Kreiner joined the 
company in 1948 and directed 
the introduction of Glass 
Wax into Texas and adjoin- 
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ing states. He had previously 
been associated with the 
Continental Box Co., Hous- 
ton, as vice president and 
sales manager. 


Mr. Kreiner is a former 
president of the Houston 
Sales Executive Club. He 


operated his own business in 
Ottumwa before moving to 
Texas in 1932. 

Mr. Quale was director of 
the State Equalization Fund 
for the North Dakota De- 
partment of Public Instruc- 
tion before he joined the 
Gold Seal Company as office 
manager in 1948. 

Mr. Smith, whose territory 
as regional manager will in- 
clude North Carolina, South 
Carolina, Eastern Tennessee, 
Georgia, Alabama and Flori- 
da, joined Gold Seal in 1948. 
He entered sales work with 
the Central Ohio Paper Co. 
and was president of the 
James Associates in Cleve- 
land. He established James 
Smith Parts Co., serving the 
automotive field, in Ashta- 
bula, Ohio. Before joining the 
Gold Seal Company he was 
sales manager for the Dur- 
din Bakery Co., in Marietta. 

Mr. Beseth, who is the 
fourth oldest sales represen- 
tative of the company in 
point of service, joined the 
firm in 1946, as a salesman 
in the St. Cloud, Minn., terri- 
tory. He later took over the 
Minneapolis-St. Paul area and 
most of Minnesota, northern 
Iowa and western Wisconsin. 
Mr. Beseth joined the Fargo 
Paint & Glass Co. as a sales- 
man in 1936. 

Mr. Scott joined the Gold 
Seal in 1950. Previously he 
had been industrial sales 
manager for Napko Paint & 
Varnish Works, Houston, and 
Houston sales manager for 
the Gulf Brewing Co. 


Brown-Darnell Has 
25th Anniversary 


Brown-Darnell Co., 1024 
Oakman Blvd., Detroit 6, 
Mich., has recently celebrated 
its 25th anniversary as a 
manufacturers’ agent. The 
business was started as a 
one-man company in a ga- 
rage, and today has over 30 
employees and does a busi- 
ness volume of over a million. 
The company owns its mod- 
ern warehouse. 

Covering part of the lower 
peninsula in Michigan, 
Brown-Darnell handles hard- 
ware, finishing materials, 
and _ industrial equipment. 
Manufacturers it represents 
include: National Brass Co., 
Grand Rapids; S-B Co., Mil- 
waukee; Colonial Bronze Co., 
Torrington, Conn.; Grant 
Pulley & Hardware Co., 


Flushing, N. Y.; Darnell 
Corp., Long Beach; West 
Bend Equipment Corp., West 
Bend, Wisc.; and Divine 
Bros. Co., Utica, N. Y. 





Martin's New Store 
Marks 50th Year 


The formal opening of 
Martin’s Hardware Store, 
New Bethlehem, Pa., marked 
the company’s 50th anniver- 
sary of service to the com- 
munity. J. E. Martin, mem- 
ber of the original Martin’s 
hardware establishment, and 
W. Clement Martin were on 
hand to greet those attending 
the opening of the new mod- 
ern store. 

The merchandise on the 
Martin Hardware floor is dis- 
played under a dozen district 
departments with signs of 
ample size indicating each. 


200 Dealers and Store Managers Attend 
Ace Hardware 27th Annual Convention 


The 27th annual conven- 
tion and exhibit of the Ace 
Hardware Corp., 1319 S. 
Michigan Ave., Chicago, held 
at the Stevens Hotel, Chi- 
cago, Jan. 29-31, attended by 
99 pet of the dealer stores, 
brought forth the comment 
from all that “Ace Sets the 
Pace.” The exhibition hall 
was filled with 204 manufac- 
turers’ displays, and the bus- 
iness sessions held each morn- 
ing were attended by 200 
dealers and store managers. 

The volume in 1950 was 
over $11,000,000, according to 
Richard Hesse, president, who 
presided at the meetings. In- 
ventories were in a fine bal- 
anced condition and _ stocks 
of critical merchandise were 
ample. 1950 was the first 
full year in which Ace oper- 
ated in its own 200,000 ft. 
warehouse. The operating 
expense, said Mr. Hesse, was 
the lowest in the company’s 
history, attributable in a 
jarge measure to the efficient 
handling of merchandise in 
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the warehouse through the 
use of electric conveyors, gas- 
oline driven stock handling 
trucks, and enclosed shipping 
and receiving facilities cap- 
able of handling 12 trucks 
and several freight cars sim- 
ultaneously. These facilities, 
coupled with a unique stock 
control system and _ heavy 
anticipatory buying of all 
lines carried, served to re- 
duce back orders to a mini- 
mum and provide dealers 
with adequate stocks when 
and as required. 

The company added 12 new 
accounts during the year. To- 
day’s market conditions were 
outlined by Henry Oetjen, 
merchandise manager, whe 
also discussed the buying 
program for the coming year. 
He presented in turn, each 
of the six buyers, who dis- 
cussed specific items and dem- 
onstrated new additions to 
their departments. 

Samples of booklets, news 
mats and store display mate- 


(Continued on page 182 
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Chicago Electric Names 
Orr General Sales, Head 


Chicago Electric Mfg. Co., 
has announced the appoint- 
ment of G. W. Orr as general 
sales manager. 

Mr. Orr has been asso- 
ciated with the company for 
the past two years as vice 
president of the National 





G. W. ORR 


Stamping & Electric Works, 
a wholly-owned subsidiary of 
Chicago Electric. 

He was first employed by 
the General Electric Co. and 
served in various sales posi- 
tions in the appliance and 
merchandise department un- 








til he entered the Navy in 
1944. After release from ser- 
vice, he became midwestern 
manager for the D. E. San- 
ford Co., in Chicago, and re- 
signed to become vice presi- 
dent of National Stamping 
& Electric Works. 

Mr. Orr will continue to 
serve in this capacity with 
the subsidiary as well as 
assume the duties of his new 
position with the parent com- 
pany. 





Lea Joins Olin Industries 
In Executive Capacity 


Robert W. Lea, who has 
retired as president of the 
Johns-Manville Corp. has 
joined Olin Industries, Inc., 
East Alton, IIl., in an execu- 
tive capacity. Mr. Lea has 
been a director of Olin In- 
dustries since 1950. 

Mr. Lea has had wide ex- 
perience in manufacturing, 
sales, business management 
and banking. The corpora- 
tion’s operations are being 
expanded in the fields of cel- 
lophane, cigarette and other 
fine papers as well as in dry 
cell batteries for hearing 
aids. 

Mr. Lea joined Johns-Man- 
ville in 1939 as vice president 
for finance and was elected a 
director in 1940. He became 








Republic Reports Theft of Steel Drills 
A shipment of 29 cases of finished drills enroute to the 
United States Corps of Engineers was broken into and nine 
cases removed, it has been reported by the Republic Drill 
Division of the Century Drill & Tool Works, 322 South 
Green St., Chicago 7, Ill. Included in the portion of the 
shipment which was stolen were 416 sets of high speed wire 
gage drills No. 1-60 packed in Huot containers and bearing 
the following information on the label: 
Drill, twist, high speed steel, straight shank, 
wire gage sizes, Type H. Number 1 to 60, set 


of 61 items. 


(SNL-40-4465.400-200) 


One each box metal, drill, 


40-9135.230-160. 


indexed, folding. 


This affair is of specific interest to the FBI, as it con- 
cerns an interstate shipment. If anyone should hear or see 
anything which might be linked with this theft, it is re- 
quested that the person contact by wire or letter, Frank Lee 
of Century Drill & Tool. 
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executive vice president in 
1946 and in September of 
that year was elected presi- 
dent. 

Previous to 1940 Mr. Lea 
was president of the West 
Virginia Coal & Coke Corp., 
and the Ohio River Company, 
a waterways transportation 
company. 

During 1933 and 1934 Mr. 
Lea served as Assistant Ad- 
ministrator of the National 
Recovery Act under General 
Hugh S. Johnson. He has 
been president and general 
manager of Lea Fabrics, Inc., 
Newark, N. J.; president and 
general manager of the Mo- 
line Implement Co., at Mo- 
line, Ill., and vice president 
and general manager of the 
Stephens Motor Car Co., 
Freeport, Il. 





S. V. Kubly President 
Wolff, Kubly, Hirsig 


S. V. Kubly, former vice 
president, Wolff, Kubly & 
Hirsig Co., Madison, Wis., 
was recently elected presi- 
dent of the company suczeed- 
ing Louis Hirsig who was 


made chairman of the board. 
Mr. Kubly, who has _ been 
with the company since 1928, 





S. V. KUBLY 


is the retiring president of 
the Wisconsin Retail Hard- 
ware Association. L. S. Bak- 
ken is vice president, R. Guy 
Martin is treasurer and F. X. 
Weber is secretary of the 
concern. G. Frederick Wolff 
is a new member of the 
board. 


isco Emphasizes Need for Hard Selling 


Since Consumers Have Less Money to Spend 


Economists and sales ex- 
ecutives outlined business 
trends of the past, present 
and future at the annual 
Merchandising School and 
Sales Show, Jan. 29-31, of 
Wisco Hardware Co., 15 S. 
Brearly St., Madison, Wis., 
dealer owned wholesale 
house. Officers of the com- 
pany reported that business 
and earnings for the past 
year had been good, with a 
substantial increase in vol- 
ume, and forecast good busi- 
ness for this year. All ses- 
sions and meals were in the 
new wing of the company’s 
headquarters. 

Arthur J. O’Hara, econ- 
omist, Northern Trust Co., 
Chicago, Ill., discussed 
“Changing Economic Condi- 
tions and Their Influence on 





Your Business,” emphasizing 
that inflation concerns all of 
us. 
J. Allyn Fitschen, president 
and general” manager, re- 
ported on the company’s 
operations and told of higher 
inventories now on hand to 
meet business needs. He em- 
phasized the need for harder 
selling since consumers will 
have less money to spend. 

In a brief address, Ralph 
Harter, general sales man- 
ager, John Lucas & Co., 
Philadelphia, Pa., stressed 
the fact that we are in for a 
very difficult year in 1951. 
However, we must conduct 
ourselves as real American 
business men and approach 
our problems with a firm 
heart, staying with the task. 

(Continued on page 190) 
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Estate Stove to Protect 
Established Dealers 


The necessity this year of 
working closely with Estate 
distributors to protect deal- 
ers already established rather 
than securing new dealers 





GORDON P. HENTZ 


who, in this period of alloca- 
tion, are seeking other lines, 
was emphasized by Gordon 
P. Hentz, general sales man- 
ager, the Estate Stove Co., 
Hamilton, Ohio. 

“In July orders were turn- 
ed down for over a million 
dollars worth of merchan- 
dise, and it was estimated 
that since that time the com- 
pany could have sold four to 
six times its production,” ac- 
cording to Mr. Hentz. 

“Like other manufactur- 
ers, we have been working 
from hand to mouth on many 
components but, by careful 
scheduling and intensive ex- 
pediting, we have been able 
to maintain production at ap- 
proximately the same level 
as iast year. Barring unfore- 
seen contingencies, we expect 
to be able to continue this 
production rate during the 
first quarter, although sub- 
stitutions will be necessary. 
The second quarter of 1951 
is anybody’s guess,” conclud- 
ed Mr. Hentz. 





Vichek Elects Wilson 
Vice-President 


D. B. Wilson has been 
elected vice-president and 
treasurer of The Vichek Tool 
Co., 3001 E. 87th St., Cleve- 
land 4, Ohio. Mr. Wilson 
joined Vichek in 1921 as a 
cost accountant. Two years 
later he was advanced to the 
position of chief accountant 
and in 1928 was elected a 
director. In 1930 he became 
secretary of the company. 
Seventeen years later Mr. 
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Wilson was elected secretary 
and treasurer. 

Mr. Wilson started his bus- 
iness career as an engineer 
with C. A. P. Turner, New 
York City. He then served 
as an accountant with Nau, 
Rusk & Swearingen, Cleve- 
land and in 1917, for a year 
was production manager at 
the former Van Dorn Elec- 
tric Co., now a paft of Black 
& Decker. 





Watkins Manages Sales 
American Swiss File 


American Swiss File & 
Tool Co., Newark, N. J., has 
appointed C. Fred Watkins 
as general sales manager. 
Mr. Watkins has béen asso- 
ciated with the company 
since 1945. During World 





C. FRED WATKINS 


War II, he served in the arm- 
ed forces from August, 1941, 
to October, 1945, rising to 
the rank of Captain of In- 
fantry. In the course of his 
work at American Swiss, Mr. 
Watkins has traveled the en- 
tire Middle West, and also 


New England and the states’ 


of New York and New Jer- 
sey. Prior to his recent ap- 
pointment, Mr. Watkins had 
been assistant to the vice 
president in charge of sales. 


U. S. Steel Elects Tyson 


Robert C. Tyson, comp- 
troller of United States Steel 
Corp., has been elected a 
vice-president of the corpora- 
tion. He will continue as 
comptroller in addition to his 
new post. 

In 1927 he became associ- 
ated with Price, Waterhouse 
& Co. He joined United 
States Steel in 1939 as as- 
sistant audit supervisor, ris- 
ing later to the posts of gen- 
eral accountant and assistant 
comptroller. He became 
comptroller in 1950. 





Sellers Heads Effanbee 
Doll Company Sales 


Arthur W. Sellers has been 
named as sales manager for 
Effanbee Doll Co., Noma 
Electric subsidiary. Mr. Sel- 
lers has been with the com- 
pany since 1950. He was 
formerly assistant to the 
president and general sales 
manager of the Koldweld 
Corp., New York. 





Carborundum Offers 
New Hardware Wheels 


The Carborundum Co., Ni- 
agra Falls, N. Y., has re- 
cently completed a series of 
four regional sales meetings 
in New York, Cleveland, St. 
Louis, and Chicago, attended 
by approximately 250 of- 
ficials and salesmen. The 
meetings outlined detailed 
plans to provide both peace- 
time and defense needs of 
industry, and the expanding 
demands of the hardware 
market. Policies outlined in 
these meetings will be work- 
ed out through distributors 
and dealers in all principal 


distributing areas in the 
United States. 
Increased emphasis was 


placed on the job of the pro- 
motional salesman in increas- 
ing the effectiveness of the 
hardware dealer in all abra- 
sive lines. Areas of emphasis 
and ways to better distribu- 
tion were discussed. An- 
nounced coincidentally with 
these meetings was a new 
line of hardware wheels—the 


Niagara Brand wheels. 
Through an entirely new 
process, manufacturing costs 
have been reduced, permit- 
ting the resultant savings to 
be passed on to the dealer. 
The new line of Niagara 
Brand wheels will replace the 
present hardware wheel line. 





Elect Chirgwin Lux 
Clock Sales Head 


R. H. Chirgwin has recent- 
ly been appointed general 
sales manager of The Lux 
Clock Mfg. Co., Waterbury 
20, Conn. The company just 
recently moved its executive 
sales offices from New York 
City to Waterbury in order 
to co-ordinate all sales activi- 
ties more closely with the 
plant. 

Mr. Chirgwin started his 
career with the New Haven 
Clock & Watch Co., where he 
was successively, advertising 
manager, industrial sales 
manager, general sales man- 
ager and finally vice-presi- 
dent in charge of production. 
Mor two years, he was dis- 
trict sales manager for the 
E. Ingraham Co., Bristol, 
Conn. 





Rockwell to Build Plant 


The Rockwell Mfg. Co., 
Pittsburgh, will build a new 
150,000 sq. ft. manufactur- 
ing plant in Tupelo, Miss. 

It is expected that ground 
will be broken for the new 
Mississippi plant within 30 
days. 








Honor Our Own President, S. P. Duffy 





The department manager of the Our Own Hardware Co., 
Minneapolis, Minn., recently honored S. P. Duffy, president 
of the company, at a luncheon to commemorate his 35 years 


of service. 


Mr. Duffy started as a warehouse employee in 


1915 and he was advanced to the position of general manager 
21 years later. In 1945 he was elected president. Mr. Duffy 
was presented with a cigarette lighter engraved with his 


name and 35 years. 


The employees gave Mr. Duffy a pair 


of diamond studded gold cuff links. The 20 persons present 
at the luncheon represented an average of 20 years of ser- 
vice each. Left to right: Edward Ralph, buyer, plumbing 
and heating; H. P. Sundeen, treasurer; C. G. Brandtner, buyer 
electrical goods and toys; Mr. Duffy, Mary A. Casey, secre- 
tary, T. M. Jacobson, housewares buyer, and E. Walter Bih- 
ner, buyer steel goods and builders hardware. 
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NOW! SIMONIZ LAUNCHES BIG 
NEW “ROAD RAVAGE” CAMPAIGN 


to make more sales for you! 





LOOK HOW MUCH YOU MAKE 
on these faster-moving, 
nationally advertised favorites 
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THAN EVER...GET YOUR SHARE! 


Huge Ad Campaign | 
will reach over 31,000,000 Readers 


It’s here! Simoniz’ big smashing ad campaign to warn your cus- 
tomers about Road Ravage—tell them how Simoniz protects and 
beautifies car finishes as no wax or polish can. 

This red hot Road Ravage campaign is designed to reach and 
sell millions . . . in Life, Look, Collier’s, Saturday Evening Post... 
in Better Homes and Gardens and in Sunday Magazine Sections in 
huge metropolitan markets! Be prepared for the Simoniz rush— 
have ample stocks on hand! Don’t miss the big profits! Order your 
supply of Simoniz today! ® Trade Mark Reg. U.S. Pat. Off. 








Cash in on this BIG SALES DRIVE! 
ORDER YOUR SIMONIZ TODAY! 
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for volume sales 
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ever since! 














EROYAL WIRE ' 


engineered for [§ 


DEPENDABILITY 3 


merchandised for ‘ 


VOLUME SALES § 
Ask for details of the t 
No. 1 deal — 1250 feet 
of ROYAL quality wire 
plus a steel counter 
display rack. 









aged for quick 
turn-over and 
greater volume 
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write for catalogs 
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i $ Guaranteed by > 
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ELECTRIC WIRES 
CORD SETS © TROUBLE LITES 
FUSES * CHRISTMAS LIGHTING 


ROYAL ELECTRIC CO., INC. » PAWTUCKET, R. 1. 
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Elect Judson S. Sayre 
Avco Vice-President 


The election of Judson S. 
Sayre, genera] manager of 
the Bendix Home Appliances 


| Division of Avco Mfg. Corp., 





JUDSON 8. SAYRE 


as a vice president of the 


corporation, has been an- 
nounced, 
Mr. Sayre formerly was 


president of Bendix Home 
Appliances, Inc., which com- 
pany recently was acquired 
by Aveo. Headquarters of 
Bendix Home Appliances are 
located at South Bend, Ind. 





Name Aid to Ingersoli 
Products President 

Thur Schmidt has been ap- 
pointed assistant to the presi- 


dent, Ingersoll Products Di- 
vision, Borg-Warner Corp. 


| Mr. Schmidt previously was 


general manager of the High- 


way Steel Products Co., 
Chicago Heights, Il. 
Mr. Schmidt will handle 


product development opera- 
tions for the Ingersoll Prod- 
ucts Division. 





Stewart-Warner Elects 
H. T. Heald Director 


The expansion of the board 
Stewart-Warner Corp., 
1826 Diversey Pkwy., Chi- 
cago 14, Ill., from seven to 
eight members and election 
of Henry T. Heald, president 
of Illinois Institute of Tech- 
nology, to fill the newly cre- 
ated seat, was announced. 


Charles Disch Retires 
From Wrought Washer 


Culminating 44 years of 
continuous service, Charles 
H. Disch, who has occupied 
the position of vice-president 
and director of purchases 
with Wrought Washer Mfg. 
Co., Milwaukee, Wis., for the 





HARDWARE 


past 25 years, retired re- 
cently. 

Mr. Disch joined the 
Wrought company in 1907 


and through the years pro- 
gressed steadily to one of the 
top executive posts in the or- 
ganization. In addition to 
having served as vice-presi- 
dent and director of pur- 
chases for a score of years, 
Mr. Disch has also held the 
offices of secretary and trea- 
surer. 





Cory Promotes Dale to 
Research Director 


The promotion of Sheldon 
Dale, formerly service mana- 
ger, to the newly created 
position of director of re- 
search and development for 





SHELDON DALE 


221 N. La Salle 
Ill., has just 


Cory Corp., 
St., Chicago, 
been made. 

Mr. Dale will be respon- 
sible for coordination of en- 
gineering and manufacturing 
of all Cory developed prod- 
ucts. Prior to his promotion 
as service manager, he had 
established the Cory service 
organization of over 100 ser- 
vice stations in this country 
and abroad. 

Before joining Cory Mr. 
Dale was a design engineer 
with Pullman Standard Car 
Mfg. Co. He also was en- 
gaged in aircraft manufac- 
turing and design with such 
companies as Curtis-Wright, 
Consolidated Vultee and Pull- 
man. 


Lewyt Vice-President 


Walter J. Daily, manager 
of Lewyt Corp., 60 Broad- 
way, Brooklyn, N. Y., has 


been named vice-president in 
charge of the vacuum cleaner 
division. Mr. Daily is a vet- 
eran of more than 20 years 
in the appliance business. 
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Thor Offers Plan to Convert Warehouse 
Facilities Into Packaging Centers 


A plan to bring appliance every key industrial and 
distributors, who daily are transportation center in the 
getting fewer products to country, according to M. R. 
sell, directly into the defense Wilson, a company executive. 
production effort, was ad- t¢ would give distributors 
vanced recently by Thor g direct part in the defense 
Corp., Chicago, Ill. , effort and would keep at full 
— company submitted . capacity warehouse facilities 
the government a proposal which face reduced opera- 
to convert into packaging tions because of cutbacks in 
centers for the armed forces appliance production. 
more than 3,500,000 sq. ft. ie diiaiad ie t — 
of warehouse facilities oper- the fi “a ‘0 = “”d . i 
ated by its 77 distributors. Pe Sates aaundiinieds 

Under the proposal Thor — cr Srereron 
would act as a prime contrac- when it arrives, it must be 
tor on defense packaging properly and speedily pack- 
projects. Its distributors 22¢4- In many cases—such 
would be its subcontractors. @S8 medical kits, life raft 

The plan took two months kits, food rations and escape 
to develop and, if adopted, kits—a combination package, 
would give the armed forces or ‘packages within a pack- 
efficient packaging centers age,’ is required,” concluded 
immediately available at Mr. Wilson. 











Chicago Paint Salesmen ing Maytag, he was in the 


Honor E. J. Dreckman insurance and_ accounting 
3 ; business in and around Char- 
The Chicago Paint Sales- lotte, N. C. 


men’s Club held a special din- 
ner meeting recently in honor 
of Elmer J. Dreckman, presi- 
dent of the National Paint 
Salesmen’s Association. Of- 
ficers and members of all 
other Industry groups and of 
Salesmen’s Clubs in nearby 
cities were invited. 

General Joseph Battley, 
president of the NPV & LA 
was the principal guest and 
speaker of the evening. 





Maytag Assigns Two 
Region Sales Heads 


Two new Maytag regional 
sales managers were assigned 
by The Maytag Co., Newton, 
Iowa. 

Dwight G. Grubbs has been 
assigned to 18 counties in 
North Carolina. Before join- 





WILLIAM S. CARR 


William S. Carr has taken 
over 16 counties in Maine 
and two in New Hampshire. 
Before joining the company, 
he was a sales supervisor for 
Canada Dry Ginger Ale Co. 


Heymann ‘Moves Offices 


Edw. W. Heymann Hard- 
ware, Inc., 1042 Ridge Ave., 
Philadelphia 23, Pa., has re- 
cently announced that its 
stock and offices have been 
moved to the southwest cor- 
ner of Front & Oxford Sts., 
Philadelphia 22, Pa. The 
new location provides consid- 
erably more warehouse space, 
all on the first floor. The 
parking, shipping and receiv- 
ing facilities have been much 
improved. 





DWIGHT G. GRUBBS 
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COFFEE-MILL’ 


| 
| 
PAYS FOR ITSELF 
IN THE FLAVOR IT SAVES! 
| 
| 
| 






on Present 
High Orfeo 







Choice of Red, White, j 
or Yellow 


198 


All Chrome Model 


$] 075" 


Here’s the new, beautiful appliance every woman 
wants—to serve her family - som coffee—and also ve 
save money. Rival COFFEE-MILL will more than 

pay its way because FRESH grinding means 
using less coffee for each cup because the rich 
FULL-BODIED flavor is retained only in the 
whole bean...and buying whole coffee beans costs 

less, often ten cents per pound less! 


Rival COFFEE-MILL adjusts to any grind from 
coarse to fine, and it’s easy to use because each 
bean is cracked before it is ground .. . the ball- 
bearing handle turns the individually fitted 





abrasive-resistant chrome nickel grinding burrs 
swiftly, smoothly...and it’s the perfect gift idea 
for 1951! 


FITS RIVAL WALL BRACKET 
Pressing button on either side 
releases graduated, transparent, 
measuring cup. 


1. Vacuum Pot 3. Percolator 
2. Drip Pot 4. Open Pot 


Handy selector dial sets Rival 
COFFEE-MILL for any grind. 





Revolutionary Rival Grinding 
Principle! Feed screw cracks 
each coffee bean before reaching 
grinding burrs-smoother, easier, 
quieter grinding. 


~ 
yw 
ex OF 
——" YS 
Juice-O-Mat Steam-0-Matic Shred-O-Mat 
Rival 
MANUFACTURING 


COMPANY 


Kansas City, Mo. 
Rival Manufacturing Co. of Canada, Ltd., Montreal 





Can-O-Mat 






%& TRADE MARK %* Subject to change withoct notice 
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Consider Promotion Costs in Fixing 
Prices in Government Contract Dealings 


Appropriate allowance 
should be made for the cost 
of advertising in the fixing 
of price ceilings and the ne- 
gotiation of government 
“cost plus” contracts, accord- 
ing to Henry E. Abt, presi- 
dent of Brand Names Foun- 
dation, Inc., 37 W. 57th St., 
New York City 19. 

Discussing the possibility 
of a mobilization period last- 
ing 20 years, Mr. Abt pre- 
dicted permanently lowered 
living standards for Ameri- 
cans unless American busi- 
ness “keeps this country’s 
qualitative and spiritual 
standards alive in the period 
when they may otherwise die 
through slow starvation.” 

“The basic values in the 
system of free brand offer- 
ing and free brand choice 
must be kept vividly etched 
in the publie’s thinking,” he 
said, “so that no doubt exists 
as to what we expect to re- 
sume when the victory has 
been won.” 

Cautioning manufacturers 
to do their utmost to main- 
tain the standards upon 
which their reputations have 
been built, Mr. Abt sug- 


gested that, as so many did 
during the last war, many 
manufacturers may have to 
curtail their output of goods 
bearing their trusted labels 
rather than attempt to put 
out quantities of “debased 
merchandise bearing the 
same labels and thus debase 
consumer standards.” 

“When the inevitable op- 
portunists take advantage of 
the shortage to bring their 
so-called ‘new’ brands. to 
market,” he said, “let us hope 
that retailers will take a 
long-pull view of their sig- 
nificance and make sure that 
such items are offered in a 
manner that will keep para- 
mount the true standards of 
the American people.” 

Mr. Abt called on the gov- 
ernment to make certain that 
newspapers, magazines and 
other printed media of ad- 
vertising do not become vic- 
tims of the wood pulp short- 
age. 

“The greatest peril of this 
era,” Mr. Abt said, “lies in 
the possibility that we will 
not be able to use our free- 
dom once it is over.” 








Rogers Weed Assists 
Bird Vice-President 


Rogers Weed, sales mana- 
ger for the northern division 
for the past 12 years, re- 
cently moved up to the newly 
created job of assistant to 
the vice president of Bird & 
Son, Inc., East Walpole, 
Mass. 

Stepping into Mr. Weed’s 
place is Edmund F. Murphy, 
who has been selling Bird 
building products for over 25 
years. Until his recent pro- 
motion he covered the Bos- 
ton territory. 

Both men will have head- 
quarters at East Walpole, 
Mass., location of the com- 
pany’s main office. 


Elect Worth B. Plyler 
Monroe President 


Worth B. Plyler has re- 
cently been elected president 
of Monroe Hardware Co., 
wholesalers, Monroe, N. C., 
succeeding Dr. W. C. Hou- 
ston, who retired from that 
position. Dr. Houston was 
elected chairman of the board 
of directors. 

Mr. Plyler has been with 
the company for 35 years, 
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having started at the age of 
16. He has served in several 
capacities and covered the 
western North Carolina area 
for many years. Edwin Niven 
was re-elected vice-president 
and treasurer; R. A. Morrow, 
secretary and W. F. Laney, 
sales manager. 





Swanson Heads Sales 
For 20th Century 


Harold Swanson has been 
appointed sales manager cf 
20th Century Paint & Var- 
nish Corp., 456 Driggs Ave., 
Brooklyn 11, N. Y. Mr. Swan- 


son has had 10 years of ex- 
perience with several build- 
ing material and paint and 
varnish manufacturers dur- 
ing which time he served as 
advertising and sales promo- 
tion manager. Until recently 
he had operated his own busi- 
ness as advertising and mer- 
chandising consultant to sev- 
eral manufacturers in the 
building and construction in- 
dustry. 





Woodhouse Chain Names 
General Manager's Aid 


The appointment of J. L. 
Hiers as assistant general 





J. L. HIERS 


Woodhouse Chain 
Works, Round Associate 
Chain Co., Trenton, N. J., 
was announced. 

For the past two years, 
Mr. Hiers has served as 
Woodhouse district sales man- 
ager in charge of the com- 
pany’s northern New Jersey, 
New York and western Penn- 
sylvania territory. Prior to 
joining Woodhouse, he was 
affiillated for three years 
with the chemical sales de- 
partment of The American 
Agricultural Chemical Co. 


manager, 





Seek Hardware Buyer 


The City of New York 
Municipal Civil Service Com- 











mission, 299 Broadway, New 
York City 7, from March 6- 
21, will issue applications for 
the position of buyer, hard- 
ware, tools and metals. This 
position will pay a starting 
salary of $4,400 a year. Ap- 
plicants will need experience 
in the purchasing of hard- 
ware of all kinds, cutlery and 
cutting devices, metals, wire, 
all sorts of metal products 
and tools of all categories. 





Swartzbaugh Resumes 
Operations 


The Swartzbaugh Mfg. 
Co., Toledo, Ohio, has re- 
sumed operations and has re- 
opened its manufacturing fa- 
cilities, following the settle- 
ment of a 91-day strike. 

Contracts held up by this 
strike will now be filled. 





Ace Stores Meeting 
(Continued from page 176) 


rial that will be furnished 
during the coming year, were 
shown by James Prasch, ad- 
vertising and promotion man- 
ager. The distribution of 
last year’s Spring and Fall 
booklets exceeded 500,000 
copies, Mr. Prasch stated. 
The service rendered by 
the Ace fixture manufactur- 
ing plant in Geneva, IIl., was 
reviewed by Rudy Koller, 
merchandising service man- 
ager. The newly designed 
paint stocking fixture fea- 
tured at the show, claimed to 
stock and display more paint 
per square foot of floor space 
than any previously devised, 
was described by Mr. Koller. 
A gold watch was given to 
E. G. Lindquist, vice-presi- 
dent and secretary, by the 
dealers as a going away gift 
for his trip to the Hawaiian 
Islands. The final event, the 
Ace banquet, was held in the 
Grand Ballroom of the Stev- 
ens and more than 700 deal- 
ers, exhibitors and _ their 
wives enjoyed the affair. 


Officers of Ace Hardware Corp. 





The officers of Ace Hardware Corp. and wives who attended the annual banquet at the 
Hotel Stevens are left to right: Mrs. Stauber, W. E. Stauber, treasurer; Mrs. Hesse, R. 





Hesse, president; Mrs. Lindquist, 








and E. G. Lindquist, vice-president and secretary 
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The famous Sherwin-Williams Paint and Color Style Guide 
is back ... bigger and better than ever... in an all-new 
edition to increase paint sales and profits for Sherwin- 
Williams Dealers in 1951. 


No Other Sales Aid Equals the All-Time 

Paint Selling Record of the Style Guide! 
Put the Style Guide to work for you. For complete details, write, 
wire or phone your Sherwin-Williams Representative . . . or 
The Sherwin-Williams Co., Cleveland 1, Ohio... TODAY! 


FLAT- TONE 


eT 


i» sel.. SHERWIN-WILLIAMS 
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THE NEW STYLE GUIDE BRINGS 


BIGGER SALES 


To SHERWIN-WILLIAMS DEALERS ! 






























Sutton Names Emery 
Service Manager 


O. C. Emery was recently 
appointed service manager of 





0. C. EMERY 


the O. A. Sutton Corp., mak- 
ers of the Vornado air circu- 
lator. Mr. Emery has been 
associated with Vornado in 
the service engineering de- 
partment for the last five 
years. 


Englishtown Cutlery 
Expands Sales Staff 


Englishtown Cutlery, Ltd., 
N. Y., completely recovered 


from the fire which razed its 
factory three years ago, is 
expanding its sales staff. 

The new appointments are 
as follows: Joseph Green- 
berg, sales assistant to the 
president; Lloyd Osterman, 
sales representative for Ohio; 
Albert Miller, sales represen- 
tative for the South and 
southwest; and Don Rose, 
sales representative for Mich- 
igan. 


Berdis General Super 
U. S. Steel Plant 


The appointment of Albert 
J. Berdis as general superin- 
tendent of United States 
Steel Co.’s Fairless Works 
was announced. Mr. Berdis 
will manage operations of the 
new, wholly-integrated plant 
which U. S. Steel recently an- 
nounced it would build along 
the banks of the Delaware 
River near Morrisville, Pa. 
Construction of the Fairless 
Works will begin early in the 
spring. 

When completed, the new 
plant will be able to provide 
1,800,000 ingot tons annually 
for national defense require- 
ments and essential civilian 
uses. 


Westinghouse Elects 4 
New Vice-Presidents 


The election of four new 
vice-presidents of the West- 
inghouse Electric Corp., 
Pittsburgh, Pa.,° was an- 
nounced recently. 

They are Tomlinson Fort, 
who is manager of the com- 
pany’s headquarters appa- 
ratus sales department at 
Pittsburgh, Pa.; L. W. Mce- 
Leod, southwestern district 
manager, with headquarters 
at St. Louis; Emery W. 
Loomis, middle Atlantic dis- 
trict manager, Philadelphia, 
and L. E. Lynde, who has 
been New England district 
manager at Boston, but now 
will head the company’s 
Washington, D. C., govern- 
ment office. 

Mr. Fort has been with the 
company since 1923, holding 
sales positions in Albany, 
N. Y., New York City and 
Pittsburgh. He was named 
manager of central station 
sales in 1943, and manager of 
the apparatus sales depart- 
ment, the post he now holds, 
in 1949. 

Mr. Loomis, who has been 
manager of the middle At- 
lantic district since 
joined the company in 1914 


1931, 


as a graduate student at the 
East Pittsburgh Works, and 
from 1915 to 1931 was in the 
New York sales office. 

Mr. Lynde has been man- 
ager of the New England dis- 
trict at Boston since 1946. 
He joined Westinghouse at 
East Pittsburgh, Pa., in 1920, 
and since then has served in 
the New York office and at 
Boston, where he has been 
stationed since 1927. 

Mr. McLeod has been with 
Westinghouse since 1925. He 
has held sales positions in the 
company’s offices in Houston 
and San Antonio, Tex., Wich- 
ita, Kans., and Memphis, 
Tenn., before being assigned 
to the St. Louis office in 1939 
as central station division 
manager. He was appointed 
southwestern district man- 
ager in 1946. 


R. Bruce Vasey Joins 
Cleveland Chain 


R. Bruce Vasey, formerly 
advertising and sales promo- 
tion manager for many years 
for The Cleveland Chain & 
Mfg. Co. and its associates 
has joined David Round & 
Son, Cleveland, in the same 
capacity. 





THE SENSATIONAL NEW ALL-METAL ADJUSTABLE ACTION 


_ Riselre OCEAN MODELS 














Actual : 

Size featuring 

Ocean the EXCLUSIVE 
_ Offset RUSSELL HOOK* 


(A) 


sell Hook, 












reception by fishermen everywhere 


new Russelure Ocean Models No. 3% 


















































Model | Size of Size of Fair Trade 
No. | *°"9"* | tail Hook | Body Hook | Price Each 
| 24\ Treble Hook |Russell Hook 
33544\39/4""| “No. 2-0 | No. 5-0" 
COLORS: Silver, Gold, Orange, Green, Red, s 
Biack, Blue, Oxidized Bronze 
Khas ee . 
Model | pcnsaitt Size of Size of Fair Trade Actual Size 
No. |-°"9 Tail Hook, | Body Hook | Price Each | FLYROD MODEL 
4a \Treble Hook (Russell Hook No. 1 
5 | 5” | ‘No. 3-0 No. 6-0* 
COLORS: Silver, Gold, Orange, Green, Red, a 
Black, Blue, Oxidized Bronze 
Model Saale Size of Size of Fair Trade 
No. —e Tail Hook Body Hook | Price Each 
a1\Treble Hook |Russell Hook 
612162""\ "No. 4-0 | No. 7-0" $3 00 
COLORS: Silver, Gold, Orange, Green, Red, . 
Biack, Blue, Oxidized Bronze 











RUSSELURE MFG CO., INC. 





184 


Dept. 42, 


OFFSET RUSSELL HOOK* 
This amazing new design in hooks for fishing 
lures, a new type of offset hook, called the Rus- 
now gives all the advantages of 
twin single hooks tHat extend well beyond 
each side of the lure so that maximum strik- 
ing surface is always exposed to the fish. The 
single point of suspension allows free and un- 
obstructed pendulum movement of the twin-barb Russell 
Hook without affecting the popular life-like swimming 
action of the Russelure which has had such tremendous 


The new Russell Hook, will be standard equipment on the 


, 5, and 614, 
on the Russelure Casting Models No, 2¥g, and 2%. 


Actual Size 


TROLLING on, 
a 


2514 S. Grand, 


for LARGE GAME FISH 
for FRESH and SALT WATER TROLLING 






and also 






Fishermen will welcome the most recent addition to the 
famous line of Russelures, the new Ocean Models designed 
for trolling for large game fish in fresh or salt water. 

Featuring the same exclusive adjustable life-like action 
and all-metal body found in the rest of the Russelure line of 
lures, the new Ocean Models also are equipped with the 
new revolutionary offset Russell Hooks. 

The Ocean Model Russelures are electroplated in the fol- 
lowing 8 lustrous tarnish proof Alumilite finishes—Silver, 
Gold, Orange, Green, Red, Black, Blue, Oxidized Bronze 
and are available in 334”, 5”, and 6! 
able are Color Jackets in the same colors which give 2-color 
combination lures at reasonable cost. Each Ocean Model and 
Color Jacket comes packaged in an individual transparent 
crystal styrene display box 

Russelure Patents and Trademarks registered in the United 

States and Foreign Countries. 

*RUSSELL HOOK Patent Pending in the United States and 
Foreign Countries. 


5” lengths. Also avail 


Risstlarg 


FLYROD MODELS 
TROLLING MODELS 





CASTING MODELS with Color Jackets 


an 





Los Angeles 7 













WRITE TODAY! 
for 4-Page Catalog Sheet 
FORM 1025 


Contains complete informa: 


tion on the complete Russelure 
Line of all-metal adjustable 
action lures, new Transparent 
Packaging, Dealer Displays, et¢ 
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Water System Month 
Slogan, Food Production 


“Produce More Food—Pro- 
duce Better Food; Save La- 
bor—Guard Health” is the 
slogan set for National 
Water Systems Month during 
May, 1951, according to Her- 
bert C. Angster, executive 
secretary and director of the 
National Association of Do- 
mestic & Farm Pump Manu- 
facturers. 

The slogan, featuring in- 
creased food production, has 
been adopted to direct atten- 
tion to the importance of mo- 
bilization on the farm as well 
as in the factory, Mr. Ang- 
ster points out. Industry- 
wide promotional efforts in 
195i will stress more and 
better food, labor saving and 
protection of health through 
running water. 

Mr. Angster urges dealers 
to tie in with the 1951 cam- 
paign as it is more signifi- 
cant than ever, since the in- 
ternational situation points 
to the need for stepped-up 
farm production. 

During National Water 
Systems Month last year, 
more farmers availed them- 
selves of the advantages of 
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AVAILABLE IN 


CANS OR PAILS in bulk 
for Professional Users 


SPOUTED CARTRIDGES 
for skeleton guns 

REGULAR CARTRIDGES 
for conventional guns 


COLLAPSIBLE TUBES 
for Occasional Users 





FREE DEALER HELPS ON REQUEST 


electric water systems than 
ever before. It is therefore 
to the advantage of every 
dealer to make use of the 
great opportunities offered 
to him during this campaign. 
From now until the end of 
May promises to be_ the 
greatest special emphasis pe- 
riod in the history of run- 
ning water for homes in the 
suburbs and on the farm, 
Mr. Angster says. To make 
the utmost of this special 
emphasis period, the dealer 
must be prepared to give ex- 
pert service and installation. 
That service is the dealers’ 
contribution toward increased 
food production. 





Disston Promotes Chain 
Saw Efficiency 


The chain saw is being en- 
listed in the nation’s program 
to arm itself against aggres- 
sion. 

Pressing a _ fight - waste 
drive, country- and industry- 
wide in scope, Henry Disston 
& Sons, Inc., of Philadelphia, 
is seeking to keep every 
chain saw in the field at top 
working efficiency. 

Pointed at all tool users— 
as well as chain saw owners 


\\ 


HERE’S YOUR DEAL: 


1. Dozen Twistocaulk Guns 
2 Dozen Flexiseal Alba White 
Spouted Cartridges 


YOUR MARKUP 50% 


and operators —the Disston 
campaign calls for every ef- 
fective means of forestalling 
tool breakdown and misuse 
through a sound, down-to- 
earth system of preventive 
maintenance, implemented by 
the national organization of 
Disston service dealers. 

In the case of chain saws, 
the company will seek to 
keep them working not only 
in the timber stands of the 
Northwest, but in farming 
and pulp wood areas where 
they have been increasingly 
employed in recent years. 

Disston’s fight-waste op- 
eration in the chain saw field 


is based on: Dealer coopera- 
tion—Disston will school hun- 
dreds of its service stations 
in more efficient methods of 
repair and maintenance tech- 
niques; owner education— 
Disston will augment its op- 
erating manual with a series 
of simple check charts that 
tell at a glance symptoms of 
a saw’s mechanical failure, 
the probable cause and sug- 
gested corrective measures; 
traveling fight-waste class- 
rooms. Disston’s cross-coun- 
try mobile units will switch 
from field demonstration ac- 
tivities to service training 
and an advertising campaign. 





Nash Hardware 





Sales Meeting 





The organization of the Nash Hardware Co., wholesalers, 
Ft. Worth, Tex., at a sales meeting held at the Hotel Texas 
in that city recently. One of the features of the meeting was 
a sales film presented by representatives of The Imperial Brass 
Mfg. Co., Chicago. 


cost you $7.84 


cost you $8.00 


retail at $11.76 


retail at $12.00 


THIS FLEXISEAL DEAL will create new 
Customers and build REPEAT BUSINESS 
for you -- - 












YOUR PROFIT $7.92 


Each initial sale of 1 gun and 2 cartridges at $1.98 not only gives 


you a good profit—BUT BEST OF ALL, your customers will be back 


for more cartridges. 


FLEXISEAL, THE SUPERIOR CAULKING COMPOUND 


Technical research, continued laboratory development plus constant production control are good 
reasons for FLEXISEAL'S ever-increasing demand. More and more homeowners, contractors, roofers 
and others are insisting on the extreme whiteness, ease of application and tough surface skin — the 
long life and non-staining qualities of waterproof and weatherproof FLEXISEAL Caulking Compound. 
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Don’t miss out — order from your jobber or write 


LANDEN PUTTY WORKS, Inc. 





MALDEN, 
MASS. 
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Since 1857 



























FOR MEN 
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DEMAND 
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Ve ighest 
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Anyone who knows and appreciates 
quality in tools recognizes that Klein 


chased. 

Many inferior pliers cost as much 
or almost as much as Kleins. Your 
customers will appreciate the extra 
quality they receive in genuine Klein 
Pliers—the plus service these tools 
render. 

Klein Pliers are available in'a 
wide range of sizes and types. Be 
sure you have a stock of these more 
popular styles on hand for your cus- 
tomers who appreciate the best. 


Distributed Through Jobbers 
Foreign Distributor: 


International Standard Electric Corp., 


a 


oxo MLE INeo: 


The New Klein Catalog giving 
full information on the conplete 
Klein line will be sent on re- 
quest. 
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Pliers are the finest that can be pur- 












Corning Glass to Build 
The Glass Center 


Dedicated to the history, 
art, science and industry of 
glassmaking, is the Glass 
Center to be built in Corning, 
N. Y., by the Corning Glass 
Works. The building will em- 
brace a reference library of 
glass in existence and a mu- 
seum housing collections of 
glass objects representing all 
fields of glassmaking in his- 
tory. Included will be a new 
Steuben Glass factory with 
spectators’ galleries from 
which may be observed at 
close view the production op- 
erations in making hand- 
blown fine glass from furnace 
to finishing room. 

The opening of the Glass 
Center is planned for early 
summer of 1951, which is the 
centennial of Corning. In- 
stead of commemorating the 
100th year with a series of 
events emphasizing Corning 
history, the company is di- 
recting its efforts to the needs 
of the future by the establish- 
ment of this glass center. It 
was stated that if needed, this 


| plant will be readily conver- 
| tible to defense purposes. 


The two-story building will 


have over 100,000 sq. ft. of 





floor space and wili contain 
facilities for employee activi- 
ties and a 2,000 seat audi- 
torium for company and com- 
munity purposes. In the lobby 
will be displayed the original 


200 in. 20 ton telescope disc, 
predecessor to the disc now in 
service in the Mount Palomar, 
Cal. observatory. These were 
the two largest pieces of 
glass ever cast. In construct- 
ing the Corning Glass Center, 
glass will be used for the ex- 
terior walls where it will be 
combined with steel. The 
building will demonstrate the 


varied uses of glass from 
glass blocks to glass fibre 
draperies. 


Nesco Opens Showroom 


Nesco, Inc., Milwaukee, 
Wis., has recently estab- 
lished new executive office 
and sales showroom at 201 
North Michigan Ave., Chi- 
cago. A feature of the show- 
room is the animated win- 
dow displays mounted on 
three rotating tracks moving 
Nesco products past three 
show windows facing Michi- 
gan Ave. Nesco’s total facili- 
ties on Michigan Ave., in- 
clude 4,410 sq. ft. of ground 
floor space devoted to prod- 
uct displays and a reception 
lounge Additional offices and 
utility rooms are on the first 
floor. The total space occu- 
pied by Nesco is 7,870 sq ft. 





McCormack-Medl Moves 


McCormack - Med] Corp. 
has recently moved to its new 
plant located on U. S. Rout 
13 and Beaver Dam Rd. 
Bristol, Pa. 








H 





At the 53rd annual convention of the Texas Hardware & 
Implement Association held in San Antonio recently, L. 
Nolen, Seymour, advanced from first vice-president to presi 
dent, succeeding R. E. Lindsey, Lott. E. B. Schaeffer, Schulen- 


berg, named first vice-president and J. C. Stevens, Coleman, 


Texas Dealers Elect Nolen President 


second vice-president. Resolutions urged curtailment of Com- 
munistic activities; price controls permitting reasonable mat 
gins of profit; taxation of co-ops; formation of a dealer 
council of manufacturers representatives to serve as liaison 
group between manufacturers and dealers, and that dealers 
take steps to guard against permitting equipment to get on 
a black or gray market. Left to right: L. P. Nolen, Seymour, 
president; R. H. Lindop, Dallas, director; Frank L. Halla, 

Paso, director; R. E. Lindsey, Seymour, retiring president; 
Joe C. Stevens, Coleman, second vice-president; Charles A 
Washmon, Harlingen, director; Joe L. Bruns, Seguin, direc 


Bernie O. Goldthorne, 


tor; 


vice-president. 
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Alice, 
Houston, director, and Elmo M. Schaefer, Schulenberg, first 


Dick Bowser, 


director; 
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New England Sales Heads 
For Boyle-Midway 


James V. Mulhern and 
Clark S. Quinlan, both mem- 
bers of the sales division of 
Boyle-Midway Inc., New 
York, have been named New 
England division managers. 

Mr. Mulhern is a veteran 
of sales promotion work in 
the New England area, hav- 
ing served with Pillsbury 
Mills, Inc., before joining 
Boyle-Midway. 

Mr. Quinlan has_ served 
with the Boyle-Midway sales 
organization for 10 years, 
handling hardware, grocery, 
department, drug and va- 
riety trade sales. Previously, 
he had been active in sales 
promotion work for depart- 
ment and syndicate stores, 
and for the Salem Chemical 
& Supply Co. 





Deliver 1,000th Wire 
Rope Merchandiser 


The 1,000th Tiger brand 
wire rope merchandiser of 
the American Steel & Wire 


ware store, associated with 
the Weber Hardware & Sup- 
ply Co., Chagrin Falls, Ohio. 





Sher & Pechin Moves 
To New Offices 


Sher & Pechin, hardware 
wholesalers, formerly located 
at 217 N. Jefferson St., Chi- 
cago 6, Ill, has recently 
moved to 1801 North Central 
Park Ave., where new offices 
and the warehouse will be 
maintained. Private truck 
loading docks for shipping 
and receiving merchandise 
have been installed and also 
a private railroad siding ad- 
jacent to the building. Park- 





| 
| 
| 





ing facilities for dealers have | 
been provided and new meth- | 


ods of materials handling 
have been employed. A total 


of 90,000 sq. ft. is available | 


for the company’s use. 





Coolerator Distributor 


Adams Distributors Co., 
Inc., 70 Brookline Ave., Bos- 
ton, has been named as dis- 
tributors for Coolerator Co., 
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Co., was delivered to Maxwell 
Everett, owner-manager of 
the Garrettsville, Ohio, hard- 


Duluth, Minn., electric 
ranges, freezers and refrig- 
erators in the Boston area. 








Minnesota Dealers Elect Doug Carlson 





+ RS 





At its 54th annual convention and exhibit, Jan. 23-25, 
1951, at the Curtis Hotel, Minneapolis, Minn., and the Min- 
neapolis Auditorium, the Minnesota Hardware Association, 
elected Douglas Carlson, Minneapolis, president, to succeed 
C. H. Johanson, Wheaton. Jarl Sjordal, Ada, is the new vice 
president. C. J. Christopher, Minneapolis, was reelected man- 
ager-treasurer. F. Hardy Rickbeil, Worthington, is the new 
member of the executive board, other members of which are: 
F, C. Baumann, Lester Prarie, John A. Grande, Virginia and 
Robert P. Hauck, Sauk Centre. Resolutions favored: full sup- 
port of the defense program; application of price controls, 
where necessary, with regard for margins normally prevail- 
ing; taxing co-ops on the same basis as private concerns 
with which they compete; limitation of government expendi- 
tures to necessities; advertising program; National Hard- 
ware Week; work of the Minnesota State Department of 
Business; abolition or modification of personal property taxes 
on moving stocks of merchandise and collection of excise 
taxes at the manufacturers’ level. The association opposed 
extension of state licensing of plumbers to communities of 
less than 5,000 population. In the photo, left to right, are: 
F. Hardy Rickbeil, new member of executive board; Jarl 
Sjordal, vice president; Douglas Carlson, new president; C. 
H. Johanson, retiring president and C. J. Christopher, man- 
ager-treasurer. 





HARDWARE AGE, FEBRUARY 22, 1951 











THE DEALER WE’RE 
LOOKING FOR? 


We are looking for a dealer to sell fine selected, pre- 
cision-made hickory tool handles. 


—and you are looking for customers you can satisfy 
and keep satisfied with tool handles of superior quality. 

FLEISCHMANN “Seasoned Hickory” Hanotes fea- 
ture these outstanding advantages: 


Our handles are tough, strong, and unbreakable 


in conditions of regular use. No bending or 


warping. 


Manufactured exclusively from Appalachian 


Hickory, the finest in North America. 


9 
» 


SUPERIOR QUALITY IN A PRECISION-MADE 
PRODUCT ASSURES YOU MORE CUSTOMERS. 


Our seasoning treatment adds years of service 
and durability. 





Convince yourself! Write for our price list and for samples. 


Pleischmann Handle 
— Company 


A Division of the Fleischmann Corporation 


BALTIMORE 2, MD. 


TOWER BUILDING 
f Plant: Recky Mount, Va. : 





DELUXE 


UPERWAIR 






















Outstanding in Beauty - Performance - Price 


Housewives agree, Superwhirl is the finest, the smoothest 
beater ever made. Nothing has been overlooked to give 
them the quality that they demand. It’s made right — it’s 
priced right, and it’s sure to sell. Compare and you'll agree 


that the new deluxe die-cast Superwhirl is in a class by itself. 


Quality Products Ts S For Over a Century 


THE TURNER & SEYMOUR MFG. CO., Torrington, Conn. 
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HARDWARE BRIEFS 








Arizona 

General Hardware & 
Equipment Co., Inc., 3833 N. 
7th St., Phoenix, has been 
| opened. 





| Arkansas 

| Budd Post & Hardware 
| Co., Fayetteville, was dam- 
| aged by fire recently. Dam- 
|ages were set tentatively at 
| $75,000. 


Hammond Bros. Hardware 
he Furniture Store, Clarks- 
ville, has been purchased by 
Ira Foulke. The store was re- 
named Foulke Hardware & 
Furniture Store. 


| 

| California 
Charles A. Kiernan and 

Tom Lenahan have purchased 

|Blaney & Speckens Hard- 

| ware, 27-31 S. El Dorado, 

| Stockton. 


| 
} 
| 


Colorado 


Ralph Merrill has opened 
his hardware and farm sup- 
ply business on 18th St., 
Greeley. 


C. I. Nourse has sold his 
interest in Norwood Hard- 
ware, Norwood, to his part- 
ner, Sidney Wagler. 








| Connecticut 


Old Lyme Hardware Co., 
Main St., New London, has 
moved, and will be merged 
with an Essex concern. 





Polk Hardware, Harris- 
burg, was purchased from 
Charles Polk by Bob Karnes. 
The name of the store was 
changed to Karnes Hardware 
& Appliance Co. 





Robert and Stanley Little 
have purchased the LaHarpe 
Hardware, LaHarpe, from 
Mr. and Mrs. Carl Pettit. 
They had owned the company 
previously and sold it to Mr. 
and Mrs. Pettit. 





| Indiana 


Seagley Bros. Hardware, 
|W. Maumee St., Angola, was 





HARDWARE 


recently opened. The store 
has been completely redec- 
orated and outfitted with 
modern display cases and 
island tables. 


Martin Hardware Co., 
Clayton, has been sold to 
Otto and Edward Lefforge. 





Shannon & Shannon Hard- 
ware, Iola, has moved from 
12 W. Jackson to 20 W. 
Jackson. The new quarters 
have been remodeled. 


Harry F. Leiber has pur- 
chased the Leiber Hardware 
& Implement Co., Greenleaf, 
from his brother Charles. 


Anderson’s Hardware, Sel- 
den, was opened recently by 
Vic Anderson. The building 
is a quonset hut with brick 
front, and the color scheme 
in the main part of the store 
is light blue and white with 
a red concrete floor and rose 
counters and shelves. 


Kentucky 
Lewis Hardware _ Store, 
Hunter St., Dawson Springs, 


was purchased by J. J. Mc- 
Collum recently. 


Massachusetts 

Edmund J. Moriarty has 
purchased Hicks’ Hardware 
Store, Maple St., Danvers. 
The store has retained its 
name. 
Michigan 


A fire destroyed the three- 
story Baldwin Hardware Co., 
Tecumseh, with damage esti- 
mated at $250,000. E. N. 
Baldwin is the owner. 


Missouri 


Fire damaged a hardware 
store at 1210 W. 28rd St., 


Kansas City, recently. The 
store is operated by Mrs. 
Mariano Staci. 
Nebraska 

Mr. and Mrs. Clarence 


Majer have taken over the 





AGE, FEBRUARY 22, 1951 








































manage 
ford Ha 
from Mi 
gerford. 





New Je 
Broad S 
cently 

Crostra. 





New Y 


Frank 
ware dez 
retired. | 
mer owr 
John W 
2781 S. | 


Ohio 


An in 
Hardwar 
purchase 


Dresde 
den, has 
fire star 
floor of t 


Oregon 


Columb 
plement ( 
sold to \ 
Hazen by 
Hattan. ) 
ate the st 


Oklahom 
H: 


Vici 














When ad: 
tie-up prodt 
Dusek, pres 
plant opera' 
plane to fly 


HARDWARI 








| 


store 
redec- 
with 
, and 


e Co., 
ld to 


orge. 


Hard- 

from 
0 W. 
arters 


S$ pur- 
‘dware 
enleaf, 
les. 


e, Sel- 
tly by 
lilding 
. brick 
scheme 
2 store 
e with 
id rose 


Store, 
prings, 
J. Mc- 


ty has 
rdware 
anvers. 
ed its 


. three- 
ire Co., 
re esti- 
E. N. 


rdware 
rd St., 
0 The 
y Mrs. 


‘larence 
ver tne 


», 1951 








management of the Hunger- 
ford Hardware, Wood River, 
from Mr. and Mrs. Paul Hun- 
gerford. 





New Jersey 


E. F. Coffin Hardware, 390 
Broad St., Bloomfield, was re- 
cently purchased by Mr. 
Crostra. 


New York 


Frank C. Brown, a hard- 
ware dealer for 42 years, has 
retired. Mr. Brown is the for- 
mer owner and manager of 
John W. Brown Hardware, 
2731 S. Salina St., Syracuse. 





Ohio 

An interest in McEntee 
Hardware, Forest, has been 
purchased by Russell Moats. 


Dresden Hardware, Dres- 
den, has been damaged by 
fire starting in the second 
floor of the hardware store. 





Oregon 


Columbia Hardware & Im- 
plement Co., Clatskanie, was 
sold to Mr. and Mrs. G. L. 
Hazen by Mr. and Mrs. L. S. 
Hattan. Mr. Hazen will oper- 
ate the store. 





Oklahoma 
Vici Hardware & Equip- 


ment Co., Vici, is having a 
cement floor laid to cover the 
entire floor surface. 





Pennsylvania 


World Hardware Co., 150 
Saxer Ave., Springfield, suf- 
fered fire damage in its sec- 
ond floor toyland recently. 





This was the third fire within | 


a week at the store. 


McKnight’s Hardware has 
opened in a new and modern 
store. 509 Lincoln Ave., Belle- 
vue. This marked the 25th 
anniversary of the opening 
of the first McKnight store 
in Bellevue. 





South Dakota 


Marshall-Wells Hardware, 
Huron, has been purchased 
by W. W. Johnson. The store 
opened in a new location, 222 
Dakota Ave. S., and fixtures 
were remodeled. 





Texas 


S. W. Damon, owner of 
Damon Hardware Co., Bel- 
laire, was elected to the Bel- 
laire Chamber of Commerce. 


John W. Tibbels and A. E. 
Crawley have recently opened 
Crawley & Tibbles Hardware 
Store, 114 Main St., Ranger. 
The store is at the location 
of the former Williams Hard- 
ware. 








Fly Alaminam Castings to Plant 








When adverse weather conditions in the east threatened to 
tie-up production due to lack of aluminum castings, Robert 
Dusek, president of Dulane, Inc., kept his River Grove, IIl., 
plant operating at full capacity by chartering a TWA cargo 


plane to fly the castings. 
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Sell Hand Protection 
to Your Customers 


. for every job! 





No. 1367 


WITH PROFITABLE, FAST-MOVING U.S. DIPPED 
NEOPRENE CANVAS UTILITY GLOVES 


These gloves protect workers’ hands on every kind of 
job. Your customers will prefer them because they 
protect against splinters, cuts, abrasions, acids and 
disinfectants. Good flexibility, soft flannel lining and 
curved fingers make for perfect comfort. 

Stock up on these profitable gloves today. Both 
styles at your nearest U. S. Rubber Branch. 


Ask your U. S. Rubber Branch for descriptive folder 


US. Industrial 


GLOVES 


STATES RUBBER 


UNITED COMPANY 
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Wisco Emphasizes Need for Hard Selling 


(Continued from page 177) 


Dean Elwell was then pre- 
sented with a Certificate of 
Appreciation for “his out- 
standing accomplishments in 
behalf of the state.” Mr. 
Fitschen made presentation 
of the certificate and of a 


suitably engraved wrist 
watch. 
Carl Taylor, Waukesha, 


Wis., president or director of 
six corporations, spoke on 
“America Tomorrow,” stating 
that this is the best country 
in the world but that if we 
are not careful we can lose it. 
He asked whether we wanted 
to continue to have the right 
to work and worship as we 
wish or whether we want 
complete regimentation and 
government control. 

“Some of the Problems 
Ahead— How Dealers are 
Solving Them,” was the topic 
of R. A. Russell, managing 


, 


editor, American Lumber- 
man. 
Speaking on “Successful 


Ideas for Today’s Changing 
Conditions,” D. H. Edwards, 
Chicago, district sales man- 
ager in charge of clock sales, 
General Electric Co., pointed 
out that electrical appliances 
had been pioneered in old 
time hardware stores. Elec- 
trical housewares sales in 
1950 totalled $614,913,650, he 
said, or $152 per home. He 
urged dealers to stock, know, 
display, advertise and pro- 
mote electrical housewares. 
Emphasizing the need for 
segregation of appliances 
from other types of mer- 
chandise. he said that good 
housekeeping and good dis- 
play are particularly impor- 
tant as women buy 62 pet of 
housewares today. 


Fay Elwell, dean, School 
of Commerce, University of 
Wisconsin, Madison, an- 
nounced that the Wisconsin 
Retail Hardware Associa- 
tion’s next short course will 
be conducted, in Madison, 
April 2-13. He outlined the 
work of the University’s 
Bureau of Community De- 
velopment. This bureau col- 
lects data to determine the 
different types of businesses 
which may find location in the 
state to their own advantage 
as well as that of the com- 
munities they select. He 
urged dealers to study their 
communities to see what they 
have to offer to new business 
enterprises, after inquiring 
into and studying the 
economic and social condi- 
tions of their towns. 

Hon. Walter J. Kohler, Jr., 
governor of Wisconsin, de- 
livered a brief address of 
welcome and said that the 
state possesses a well bal- 
anced economy, with a very 
fine diversity of industry. 

William H. Gove, sales de- 
velopment manager, Min- 
nesota Mining & Mfg. Co., St. 
Paul, Minn., said that there 
need never be any shortage 
of honest to goodness serivce. 
Salesmanship requires a de- 
sire to serve, the ability to 
tell the story of a product in 
terms of customer benefit and 
the courage to ask for an 
order. 

Salesmen use words, and 
advertising managers have to 
use pictures, Harold L. Coons, 


advertising manager, Key- 
stone Steel & Wire Co., 
Peoria, Ill., stated. Most 


dealers serving rural areas 





Emphasizing the fact that inflation concerns us all, Arthur 
J. O'Hara, economist, addresses one of Wisco’s sessions. 
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have from 200 to 300 farm 
customers as regular visitors 
to their stores. About 30 of 
these farmers make half of 
the farm income in the ter- 
ritory. Know what it takes 
to make more of the other 
farmers good producers and 
help them to make more 
money so that you can build 
more purchasing power. 

Mr. Coons then exhibited a 


sound film, “Shadow of a 
Pioneer,” contrasting the 
early day making of wire 


fence with methods used at 
present by Keystone. 

A bill of professional en- 
tertainment was offered Mon- 
day and Tuesday evenings as 
part of the combined social 
and business programs. 

At the annual stockholders’ 
meeting, Wednesday, one new 
director was named and two 
were reelected. Officers are: 
Roy Beat, Mt. Horeb, Wis., 
chairman of the board; J. 
Allyn Fitschen, president and 


general manager; Darwin 
Follett, Coloma, Wis., vice 
president; J. R. Bennett, 


Madison, second vice presi- 
dent; Henry J. Kozelka, 
Prairie du Chien, Wis., 
treasurer and Miss Adeline 
Benson, secretary. Joseph 
Pfeiffer, Madison, is assistant 
treasurer. Mr. Kozelka was 
reelected to the board as was 
Mr. Follett. Dar Williams, 
Waukesha, Wis., is the new 
member of the board. Other 
directors are Col. F. H. 
Himes, Crandon, Wis.; F. E. 
McKichan, Fennimore, Wis.; 
J. G. Schueth, New Hamp- 
ton, Iowa, and V. H. Lau- 
fenberg, Evansville, Wis. 

Robert Curley was re- 
cently appointed traffic man- 
ager and S. L. Foote was 
named as_ special traffic 
counsel. Mr. Foote formerly 
operated the Madison Traffic 
Bureau. 


Hercules Powder Names 
Ladley Purchaser's Aid 


Edwin S. Ladley has been 
named assistant director of 
purchases of Hercules Pow- 
der Co., Wilmington, Del. 

He succeeds William L. 
Hewes, who has retired after 
41 years of service. 

Mr. Ladley has been asso- 
ciated with Hercules Powder 
since 1942. During 1942 and 
1943, he worked on priorities 
details with the Purchasing 
Department. In 1944, he be- 
came a buyer for that depart- 
ment. 
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Vichek Tool Elects 
Storie Secretary 


Lloyd F. Storie has been 
elected secretary and a direc- 
tor of Vichek Tool Co., Cleve- 





LLOYD F. STORIE 


land, Ohio. He has been con- 
nected with Vichek in sales 
work since 1946. Mr. Storie 
succeeds Donald B. Wilson, 
who has been advanced to the 
position of vice-president and 
treasurer. 


Issue Two Booklets on 
Military Business 


A 34-page directory, “Sell- 
ing to the Armed Forces,” and 
a companion guide, “How to 
Get Military Business,” have 
been prepared by the Re- 
search Institute of America, 
Inc., 292 Madison Ave., N. Y. 
for distribution to members 
“Selling to the Armed 
Forces” gives an alphabetical 
listing of the major articles 
being bought by military ser- 
vices and the offices that buy 
them. The booklet also pro- 
vides a geographical guide to 
major purchasing offices 
throughout the country. 

In the accompanying re- 
port, “How to Get Military 
Business,” the Research In- 
stitute of America explains 
the procedures to be followed 
in establishing and maintain- 
ing conta*t with buying of- 
fices; negotiating, renegotiat- 
ing and financing contracts; 
obtaining subcontracts; sell- 
ing services; obtaining secur- 
ity clearance and qualifying 
for 60-month amortization. 





Detroit Surfacing Plant 


The Detroit Surfacing Ma- 
chine Co., 1333 East Eight 
Mile Rd., Detroit 20, Mich. 
has recently moved to large? 
quarters to expand produc- 
tion facilities. 
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Here’s a carefully co-ordinated sales plan of 
four cards to help you get more replacement 
window glass business. You can use them as 
package inserts, as separate mailings or as 
stuffers in your monthly statements. 

Any way you use them, they’re all de- 
signed to set you up as “glass headquarters” 
in your neighborhood—and bring this 
profitable business to you. 


Of course, you’ll want a good stock of 


LIBBEY OWENS - FORD 


a Guede, )Vinew GLASS 
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Catt US 
WHEN YOU NEED 
BROKEN WINDOW 
GLASS REPLACED 


Put these FREE L-0-F salesmen to work for you 


the easy cutting L-O-F Window Glass that 
carries the famous nationally advertised 
shield trade-mark. For advice on what 
quantities of the fastest selling sizes to stock, 
call your nearest L-O-F distributor, or 


write us direct. Libbey-Owens:Ford Glass 


Co., 5221 Nicholas Bldg., Toledo 3, Ohio. 


FREE! seno ron mese carvs Today! 





IMPORTANT: 


Mail this coupon to your L-O-F glass distributor 


material, 

COMPANY NAME— 
Please Print 

STREET ADDRESS_— 

ciry___ ZONE—— STATE 

| REQUESTED BY 







ows ore accidentally broken, YOU}, = 
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Please send me a supply of window glass mail advertising 


Coast-to-Coast Recommends Incentive Plan 
To Stimalate Best in All Salesmen 


Sales of dealer stores in 
the Coast-to-Coast stores 
group showed an average in- 
crease of eight pct, last year, 
over 1949, it was reported at 
the 21st annual meeting held 
at the Hotel Nicollet, Min- 
neapolis, Minn., Feb. 4-7. 
Volume of the average 
Coast-to-Coast store was 40.6 
pet higher for Jan., 1951, 
than for the same period a 
year ago. Ninety-eight per 
cent of the franchise dealers 
in the group attended the 
meetings and show. 

Officials of the Coast-to- 
Coast Stores Central Organi- 
zation, Inc., said that they 
would not enter into the sale 
of lines foreign to regular 
operations because of im- 
pending merchandise short- 
ages. They forecast a good 
year and that they expect to 
have ample stocks of most 
hardware store lines avail- 
able, with distribution on an 
equitable basis among stores. 

As before dealers were 
divided into groups’ with 
which they attended depart- 
mental meetings, merchandise 
and service displays. Officers 
and executives of the Coast- 
to-Coast Stores Central Or- 
ganization, Inc., Minneapolis, 
were on hand to outline mer- 
chandise offerings and ser- 
vices. A number of manufac- 
turers were also represented 
in the merchandise displays. 

Sunday morning, Feb., 4, 
a breakfast-luncheon for 
manufacturers and their rep- 
resentatives started the pro- 
gram. An all-day furniture 
show was held at the organi- 


zation’s furniture ware- 
houses. 

A First Timers’ Meeting 
for new Coast-to-Coast store 
owners was held Sunday 
afternoon. Dinner for the 
entire convention was fol- 
lowed by presentation of 
Leonard appliances for 1951 
by sales executives of the 
Leonard Division, Nash-Kel- 
vinator. New models of re- 
frigerators, farm freezers 
and electric ranges were 
shown. 

The Hello Breakfast, Mon- 
day morning, included an ad- 
dress of welcome by H. J. 
Kantrud, vice president, and 
a talk, “History Repeats 
Itself,” by Arthur C. Mel- 
amed, president. Mr. Mel- 
amed urged dealers not to 
hoard merchandise, saying 
while it may be necessary to 
sacrifice sales in some de- 
partments, dealers should be 
prepared to make sales in all 
departments. “Business,” he 
said. “is going to be mighty 
good in 1951 because your 
farmer customers have the 
highest purchasing power in 
history. Your farmer cus- 
tomer is the fellow the world 
is looking to, for food. And 
the merchandise you have to 
sell him is going to help him 
produce that food and sell it 
at good prices. .. We strongly 
advise you against cluttering 
up your stocks with  sub- 
stitute merchandise made of 
inferior materials.” 

The session was presided 
over by Louis Melamed, 
Melamed-Hobbs, Inc., Min- 
neapolis, advertising agency, 


Another speaker was Vernon 
E. (Sam) Vining, merchan- 
dising consultant, Westing- 
house Appliance Division. 

Asking whether’ dealers 
were using all services 
offered by the Central Or- 
ganization, Maurice L. Mel- 
amed, secretary-treasurer, 
urged revitalization of one’s 
thinking to meet the chal- 
lenge. Spend more time sel- 
ling, on the floor, and teach- 
ing your sales clerks. Don’t 
think, he warned, that it will 
be easy to show a profit in 
1951, for it will take work. 

York Langton, trade ex- 
tension manager, summarized 
the meeting and announced 
that January sales were 40 
pet over January of last 
year in the average Coast-to- 
Coast store sales. He sug- 
gested sales quotas, on the 
whole, at 10 pet above 1950 
sales. “We recommend an in- 
centive program that will 
stimulate the best in every 
salesman. It can be a quota 
for each salesman of 10 
times his salary plus five per 
cent of all sales over his 
quota. It can be a joint quota 
of 10 times all salaries and 
five per cent bonus on sales, 
divided in proportion to 
salaries.” 

Adolph Link, manager, 
Finance Department, urged 
use of Coast-to-Coast ser- 
vices, disposal of shelf warm- 
ers, definite salaries for 
store owners, price marking 
of all merchandise and fre- 
quent ordering and in small 
quantities. Irving Rose, ad- 
vertising manager, outlined 
advertising plans for the 
year. “Think,” he said, “of 
advertising as a form of pro- 


Officers and executives are shown on the platform during one of the business sessions. 
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motion and not as an 
pense.” 

John Grill, sales promotion 
manager, said that confi- 
dence is a good start in any 
sales presentation. Good ap- 
pearance and ability to pre- 
sent product information are 
musts in selling. Sell your- 
self on your lines. 

Other speakers were 
Arthur R. Upgren, profes- 
sor of Economics and Fi- 
nance, University of Min- 
nesota and associate editor 
and economist, Minneapolis 
Star and Edward McFaul, 
Chicago, sales counselor, Mr. 
Upgren discussed the Econ- 
omic Outlook and Mr. Me- 
Faul spoke on. courtesy to 
customer and staff in retail 
stores. 

A dinner dance and enter- 
tainment was provided for 
dealers, employees and manu- 
facturers at the Nicollet on 
Tuesday evening. 


eX- 


Clyde Colwell Covers 
Twin Cities District 


The appointment of Clyde 
B. Colwell, Jr., as assistant 
district manager for the 
Twin Cities district of United 
States Steel Supply Co., a 
United States Steel subsidi- 
ary, has been announced. 

Mr. Colwell began his em- 
ployment with United States 
Steel subsidiaries in August, 
1936, as a tariff clerk in the 
Chicago traffic offices of Car- 
negie-Illinois Steel Corp. Sub- 
sequently, he completed the 
Carnegie-I!linois Steel Corp. 
training course and served in 
Five Carnegie sales offices. 
In 1947, Mr. Colwell was 
named special representative 
in charge of stainless steel 
sales for the Newark district 
of the supply company, the 
position he held at the time 
of his new appointment. 


Pal, Personna Blade 
Advance Kushell 


The promotion of Murray 
G. Kushell to director of ad- 
vertising, public relations 
and merchandising for the 
Pal and Personna Blade com- 
panies was announced re- 
cently. 

Mr. Kushell had been 
vertising and sales promotion 
manager for Pal and Per- 
sonna for five years. He pre- 
viously had served as adver- 
tising manager of Namm’s 
Department Store in Brook- 
lyn, N. Y., for many years. 


ad- 
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It’s no wonder that more and more hardware dealers are reordering fast- \\ 2 oh 
selling Continental ““HANDI CANS “— | my 

Murray Because whether your customers are stay-at-homes, campers, farmers or busi- 

| of ad- nessmen, all of them can find plenty of uses for Continental’s ““HANDI CAN.” 

sige This sturdy, 5-gallon utility container has a 2¥2-inch filler opening that makes 

de com- filling quick and simple. There’s plenty of room to grip the drop handle. The 


ed re- “HANDI CAN” comes with either a 1%4-inch pour spout and cap or a 1%4— 
%-inch reducing assembly and cap. 

en ad- 
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= (CONTINENTAL E CAN COMPANY 


Brook- 
ears. 


Eastern Division: 122 E. 42nd St., New York 17 Central Division: 135 So. La Salle St., Chicago 3 Pacific Division: Russ Building, San Francisco 4 
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Edelen Delco Appliance 
Southeast Area Head 


Richard Edelen has recent- 
ly been appointed manager 
of the southeastern region 
for the Delco Appliance Di- 





RICHARD EDELEN 


vision, General Motors Corp., 
Rochester 1, N. Y. He will 
make his headquarters in 
Atlanta, Ga., and will super- 
vise the sales of Delco-Heat 
and Deleo Water 


products 

systems in an _ eight-state 
area. 

Mr. Edelen joined Delco 


Appliance Division in 1948 as 
a member of its market re- 
search section. In 1950 he be- 
came a member of the Delco 
Appliance sales force and has 
been stationed in Atlanta 
since that time. 





General Electric Creates, 
Fills Executive Jobs 


Ralph J. Cordiner, presi- 
dent of the General Electric 
Co., Bridgeport, Conn., an- 
nounced the election of three 
executive vice-presidents, to 
fill newly-created posts. 

Elected by the company’s 
board were Henry V. Erben, 
of Schenectady, N. Y.; Hard- 
age L. Andrews, of Bridge- 
port, Conn., and Roy W. 
Johnson, of New York. Their 
headquarters will be at the 
G-E executive offices’ in 
Schenectady. 

Mr. Erben formerly was a 
vice president of the com- 
pany and general manager of 
the G-E apparatus depart- 
ment. 

Mr. Erben joined General 
Electric in 1920 as a student 
engineer on the test course. 
He was named assistant to 
the manager of the apparatus 
division in 1928 and the fol- 
lowing year was appointed 
manager. He was appointed 
manager of the switchgear 
division in 1933. 
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Six years later Mr. Erben 
was appointed assistant man- 
ager of the Central Station 
Department and two years 
later became manager. He 
was elected a commercial vice 
president in 1944, and the 
following year w&s named 
assistant general manager of 
the apparatus department. 
He was elected a vice presi- 
dent in 1948, and was named 
general manager of the ap- 
paratus department. 

Mr. Andrews was a vice 
president of the company and 
general manager of the ap- 
pliance and merchandise de- 
partment. 

In 1934 Mr. Andrews was 
elected a vice president and 
put in charge of steam rail- 
road electrification, and one 
year later became directly re- 
sponsible for all of the com- 
pany’s transportation activi- 
ties. 

In 1939, Mr. Andrews was 
placed in charge of the appli- 
ance and merchandise depart- 
ment. 

Mr. Johnson was a vice 
president of the company and 
general manager of the 
Affiliated Manufacturing 
Co.’s department. 

He started work with Gen- 
eral Electric in 1930, work- 
ing first as representative of 
the Maqua Company, G-E 
affiliate, at the appliance and 
merchandise department, in 
Bridgeport. 

He left General Electric in 
1939, and in 1942 joined the 
WPB, in 1943 becoming the 





WPB’s director of Facilities 
Bureau. He resigned from 
the WPB in 1944 and re- 
joined G.E. as vice president 
in charge of commercial ac- 
tivities of Telechron, Inc., an 


affiliated company. In 1947, 
he was named marketing 
manager of the Affiliated 


Manufacturing Co.’s, depart- 
ment. 

In 1948, he was named gen- 
eral manager of that depart- 
ment, and later that year was 
elected a vice president. 





L. W. Ritschel Represents 
Billings & Spencer 


The Billings & Spencer Co., 
Hartford, Conn., has an- 
nounced the appointment of 





LUDWIG W. RITSCHEL 


Ludwig W. Ritschel as its 
representative in the Phila- 
delphia territory. 





He brings to his new posi- 
tion more than 20 years of 
similar experience with the 
E. J. McAleer & Sons Co., 
which was formerly located 
in Philadelphia. 

In his new position, Mr, 
Ritschel will represent the 
Billings & Spencer Co. in the 
greater part of Pennsylva- 
nia; all of Delaware as well 
as portions of southern New 
Jersey and Maryland. 


Munising Paper Appoints 
N. Y. District Manager 


The Munising Paper Co., 
Chicago, Ill., has announced 
the appointment of Roger 
Vinton as district manager 
for upper New York State, 
with headquarters in Buffalo, 
N. Y. 

Mr. Vinton will succeed 
M. D. Bailey, who is leaving 
the company and will be asso- 
ciated with the National 
Sales Council. 

Prior to Mr. Vinton’s join- 
ing Munising, he was associ- 
ated with Master Metal Prod- 
ucts Co., Bates Art Indus- 
tries and New Plastics Corp. 
as a manufacturers’ repre- 
sentative in western New 
York State and_ western 
Pennsylvania. 


Ohlen-Bishop Buyer 


C. H. Morrison has suc- 
ceeded H. K. Hauck, Jr., us 
buyer for the Ohlen-Bishop 
Mfg. Co., Columbus 12, Ohio. 


Pennsylvania Dealer Receives 1,000,000 Sharon Refill 





Frank Whittam, Whittam & Son, Inc., Newtown, Pa., second from the left, is shown 
receiving the 1,000,000th Sharon assortment refill from Jay Wilson Vandegrift, repre- 
senting the Supplee-Middle-Steltz Co., Philadelphia. At the left is Mr. Whittam’s son and 
at right is Dick Moffatt, sales manager of Sharon Bolt & Screw Co., Boston, Mass. Both 
Messrs. Whittam and Vandegrift received pen and pencil sets from Sharon. 
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; SCREWS 


las suc- 
a: oe — 
1-Bishop must meet rigid standards 
12, Ohio. 
Before any Southern wood screws are approved for ship- 
ment to you, they undergo a highly critical examination 
for possible defects. It's an inspection routine that’s unique 
in the industry, and it assures you of receiving absolutely 
uniform and perfect screws. 





Every Southern fastening has a sharp gimlet point for 
easy starting, and a clear cutting edge for straight driving 
and tight fit. In a box of Southern screws, you'll find no 
chips, no blanks, no refinished heads. And, of course, you 
can be sure that only the finest extruded brass wire or 
sulphur steel wire is used in Southern products. 


Southern wood screws are available in a wide range of 
types and sizes. Specially lubricated screws for hard woods. 
Write today for our attractive new catalogue. 


FACTORY WAREHOUSES 


325 West Ohio Street 
Chicago 10, Illinois 


4100 Dell Avenue 
North Bergen, N. J. 


280 Decatur S.E. 
Atianta, Georgia 


SOUTHERN 


SCREW COMPANY 
shown STATESVILLE, NORTH CAROLINA 


repre- 
on and 
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JIM KONSTANTY 
famous star of th 
pennant winning 
Phillies of ‘50. Voted 
the most valuable: 
player in the National : 
league — most out- 
standing athlete of 
the year! Jim puts the | 
spin in ‘em — i 


































. and his name on this one! 


OFFICIAL 
I. LEAGUE 


fen ~ _pASEBALL 


DRY OR Jim Konstanty Official League Baseball! 
Horsehide cover, rubber center, 85% 
TRY yarn wound, stitched in red. Each printed with fac- 


simile signature of Jim Konstanty. 
$2.25 


Individually boxed 
To Sell at 

You can develop a big business on this number. Extraor- 

dinary value (like all TRUSPORT products). 

Order now to assure ample stock for the coming season. 


TRUSPORT No. 200 


PRICE TO 
DEALERS: *16.20 


Obtainable only from 


EDW. K. TRYON CO. 









EDW. K. TRYON CO. 


815 819 ARCH ST, PHILADELPHIA 5, PA 
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North Dakota Retailers 
Names New Secretary 
The North Dakota Retail 
Hardware Association, 54% 
Broadway, Fargo, N. D., 
has recently named Evelyn 


a 





EVELYN J. McGRANN 


J. McGrann as the executive 
secretary treasurer. She suc- 
ceeds Frank M. Bayer, who 
has joined the armed forces. 

For the past 13 years, Miss 
McGrann has been associ- 
ated with the House of Rein- 
hard, wholesaler distributors, 
Fargo. While there she head- 
ed the appliance, hardware 
specialties and sales promo- 
tion departments. 





Open Toy Fair Mar. 5-16 
Expect 1200 Exhibitors 


The 48th American Toy 
Fair will be held from March 
5 to 16 at the Hotel New 
Yorker and Hotel McAlpin 
and at permanent show 
rooms at 200 Fifth Ave., 1107 
Broadway, and other build- 
ings under the auspices of 
the Toy Manufacturers of 
the U.S.A., 200 Fifth Ave., 
New York City. 

Advance reservations indi- 
cate that about 1200 exhib- 
itors will show their lines— 
approximately the same as 
last year; seven floors at the 
Hotel New Yorker and eight 
floors at the Hotel McAlpin 
will be used for the toy dis- 
plays. 

Manufacturers will be 
ready with samples of a wide 
variety of toys designed for 
children’s all-around develop- 
ment, according to William 
A. Wenner, president of the 
Toy Manufacturers of the 
U.S.A. “What quantity and 
quality of toy merchandise 
can be manufactured during 
1951 will, of course, depend 
on what materials are avail- 
able to the toy industry. 
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“The Toy Manufacturers 
of the U.S.A. are eager to 
adapt their manufacturing 


facilities in any way that will 
serve the defense effort; and 
members already have _ in- 
formed government authori- 
ties of equipment which is 
adaptable to war production 
requirements. 

At this time no one can 
predict exactly what kind of 
toys and how many can be 
produced,” Mr. Wenner point- 
ed out. “It does seem certain 
that the demand for toys is 
greater than ever before. The 
toy population is more than 
40 pet greater than it was be- 
fore World War II. Parents, 
welfare workers, educators 
and doctors are keenly aware 
of the importance of varied 
toys as educational tools 
whivh help children discover 
they aptitudes and_ build 
careers. 

“The purpose of the Amer- 
ican Toy Fair is, as always, 
to cut distribution costs by 
enabling buyers to cover the 
toy market thoroughly at one 
time and in one city. The 
large enrollment of exhib- 
itors, approximately the same 
as last year’s, speaks well 
for the industry’s faith in its 
future.” 


Name O. S. Swandahli 

Dewalt District Manager 
DeWalt, Inc., has an- 

nounced the appointment of 


O. Stanley Swandahl as dis- 
trict for Lake 


manager 





0. STANLEY SWANDAHL 


County, Ill., and various trad- 
ing areas of Wisconsin. In 
his new position, Mr. Swan- 
dahl will direct sales efforts 
for the entire DeWalt line of 
cutting machines for the 
woodworking, metal and plas- 
tics industries in the trading 
areas of Green Bay, Oshkosh, 


Madison, Milwaukee, Racine, 
Sheboygan, Appleton, Fond 
du Lac, Janesville and Ken- 
osha, and the Lake County 
area in Illinois. 

Mr. Swandahl has been in 
the building specialty field 
since his discharge from the 
armed services in 1945. 





Mast-Foos Purchases 
Porter Specialties 


The Mast-Foos Mfg. Co., 
Springfield, Ohio, has re- 
cently acquired the Porter 
Steel Specialties, Inc., Shel- 
byville, Ind., and will continue 
the manufacture of hand car- 
pet sweepers. The name of 
the company has been 
changed from Porter Steel 
Specialties, Inc., to Porter 
Carpet Sweeper Co. 

The president of Mast- 
Foos, Dallas Winslow, who 
last year presented Ford cars 
to almost all his employees 
at the Springfield plant, has 
announced that 45 employees 
of the Porter company will 
soon receive new Ford cars. 
This presentation will be pre- 
ceded by a banquet the night 
before for the recipients and 
members of their families. All 
employees who have been 
with the company a year or 
more will be given cars. 











Elect Leo Heal President Yankee Hardwaremen 





The first meeting of a new organization, the Yankee Hardwaremen, was held at the Copley 
Plaza Hotel, Boston, Mass., recently at which time Leo A. Heal, Leo A. Heal Co., was elect- 
ed president. The club will hold meetings once a month on the last Friday of each month. 
The association is composed of manufacturers’ representatives directly responsible for the 
distribution of hardware and industrial supplies in New England. The purpose of this 
club is to promote fellowship and good will and to contribute in every way possible to the 
economic stability and expansion of the fields covered. Other officers of the association 
include: H. J. Davidson, L. S. Starrett Co.. vice-president; W. F. Mealey, Skilsaw, Inc., sec- 
retary; and H. A. Stevens, True Temper, Inc., treasurer. The board of directors consists 
of: Charles E. Southworth, Lumite; Archie A. Birmingham, John A. Graham Co.; Jack Var- 
ick, J. Wiss & Sons; Jack Whittaker, Stanley Rule & Level; Martin Nee, American Steel 
& Wire Co.; and Keen Markey, Ames Baldw'n, Wyoming. 


Mealey, Stevens, Davidson, Heal. 


Standing: 
worth, Whittaker and Varick. 


Seated, left to right: Messrs. 
Messrs. Markey, Nee, Birmingham, South- 
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Ever squeeze blood 
from a turnip 7 





wy 


TO DO TO SATISFY EVERY 


CUSTOMER'S DEMAND FOR 


EVEREDY PRODUCTS! 





Naturally you're familiar with our country’s 
plans for partial war mobilization, and the 
serious material shortages facing all manu- 
facturers. We haven't quite reached the turnip- 
squeezing stage, but we’re trying to allot our out- 
put to each territory in as fair a manner as 
possible so that all of our valued customers 
receive their share. We trust that you'll under- 
stand if we haven’t completely satisfied each and 
every one of you. Many thanks for your orders, 
your kind consideration and your patience. 


7 77m oe Va 2h 22 =) 8) AS) 


PREDE Ris K ; Nara a 


WORLD'S LARGEST MAKERS OF CHROME KITCHEN UTENSILS 
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Selling in ‘eg iy 
the Millions! } 


f 
CORNER // CLIPPER 


FLY /SWATTER 


Everybody likes this 


MADE OF RUBBER patented modern Fly 
WITH 20 SWITCHES Swatter that 

KILLS FLIES without messy smashing 

buh, Genel and without marring fur- 

= urely ng or ee curtains, 

‘ etc. It’s made of strong, 

Mashing flexible rubber with twenty 

rubber switches that get into 

corners and around edges 

“a where flies are hard to catch. 

Perforations in the swatter head 

15 reduce air resistance for quicker 

© Each swatting. Has strong wire handle. 









Packed 12 to 

box. Black color 

only. No. 4042 
( you have ever had. 


ASSURE {VDELIVERY BY Onnen ig Now: 


This all-rubber EZY-GRIP Screw Cap 
Opener beats anything ever used to loosen 
or tighten screw caps. It fits any size cap 
from a tiny Aspirin bottle to a Mason jar. 
The “V” shaped rubber grip provides a° 
100% gripping surface that holds fast with- 
out slipping and turns the tightest cap 
quickly and easily. There is no metal to rust 
or endanger cutting of hands. Your cash 
register will ring with profits when you 
feature this instant attraction to every house- 
wife. Order a good supply, today. 


SUGGESTED 
RETAIL 1 5e¢ EACH 


Packed 12 to box. Red color only. No. 4060 






AKRON 9, OHIO 
200 Fifth Ave. Bidg., New York 
Merchandise Mart, Chicago 


Order a supply now for quick sell- 
out. Cash-in on the big demand and 
enjoy the best year on fly swatters 


BOTTLE & JAR 
SCREW CAP 


J OPENER 





LATEX PRODUCTS “COMPANY 











NEWS OF 


MANUFACTURERS AGENTS 








Berger Staff Grows 
Harry L. Berger & Co., 
1784 Arona Ave., St. Paul, 
Minn., has announced the ad- 
dition of Stewart C. Wright 





STEWART C. WRIGHT 


to the company’s staff. 

The Berger Co. has re- 
cently taken on new lines to 
handle in Minnesota, Wiscon- 
sin, N. and S. Dakota, Iowa, 
and Nebraska. The company 


will handle the Lock Set line 
of the Technical Glass Co., 
Los Angeles, and the Silex 
line. 





News Notes 

C. W. Pitt Manufacturers’ 
Agency, S. W. Cor. 69th & 
Market Sts., Upper Darby, 
Pa., has been appointed sales 
representatives for Henry 
Soss & Co., Los Angeles, to 
represent them in Pennsyl- 
vania, District of Columbia, 
Delaware, Maryland, W. Vir- 
ginia, Virginia, and New Jer- 
sey as far as Newark. 

Geo. A. Allen Co., 9 So. Clin- 
ton St., Chicago 6, now repre- 
sents Oriole Rule Mfg. Co., 
Baltimore, and General 
Wheelbarrow Co., Wichita, in 
the area Allen handles. 

Hall & Halperin has recently 
moved its offices and ware- 
house to 1820 4th Ave., Los 
Angeles 18, Calif. 

W. Bert McDonough Co., Inc., 
1201 San Marco Blvd., Jack- 
sonville 7, Fla., was appoint- 
ed agent for Pressure Prod- 


manufacturers of the Prepo 
torch. McDonough will handle 
it in N. and S. Carolina, 
Georgia, Florida, Alabama, 
Mississippi, and Tennessee. 

J. H. Alexander & Son, 1605 
Madison Ave. at Avalon St., 
Memphis, Tenn., has added 
new lines for 1951. The lines 
include—minnow bucket and 
aquarium nets, ash boat oars, 
jointed bamboo fishing poles, 
canoe paddles, dispensers, 
and Handiklamp pole car 
carriers. 

Edward F, Congdon, 401 
High St., Milford, Conn., 
representing Harnell Fibre 
Glass Rods and Varmac Fish- 
ing Rod Components in 11 
northeastern states, has ad- 
ded George Thommen’s line 
of Record Reels, T-Line and 
T-Lures in the same terri- 
tory. 

As of January 1, Louis W. 
Williams has been operating 
his own business under the 
firm name of Louis Williams, 
Manufacturers’ representative. 
He is located at 5519 Matalee 
St., Dallas 6, Tex. 


J. K. Hughes, 2601 Noyes 
St., Evanston, IIl., will handle 
household and commercia! 


thermometers in the midwes 
area for H-B Instrument Co. 
Philadelphia. 

W.S. Manchester Co., 19 St 
Mary’s St., Newton Lowe) 
Falls, Mass., was recently ap 
pointed to represent Delta 
Brush Co., New York City. 
The company covers the New 
England area. 

Surpless, Dunn & Co., 74 
Murray St., New York 7, and 
Chicago, has been appointed 
to handle the newly devel- 
oped “Scru-Tite” Scru-An- 
chor of Mastercraft Plastics 
Co., Inc., Jamaica, L. I., N. Y. 
They will handle this product 
both nationally and for ex- 
port. 

William C. H. Zimmerman, 7 
Park Dr., Baltimore 38, Md., 
has been appointed represen- 
tative of the hand wrought 
iron and brass builders’ hard- 
ware specialties of Acorn 
Mfg. Co., Mansfield, Mass. 
The states of Delaware, 
Maryland, District of Colum- 
bia, and Virginia will be 
covered. 

Wilwite Associates, formerly 
of 610 16th St., Oakland 12, 
Calif., has moved offices, 
show room, and warehouse 
space to 385 7th St., Oakland. 








Konstanty Baseball 

Jim Konstanty, pitcher and 
hero of the 1950 Phillies, was 
voted the most valuable play- 





JIM KONSTANTY 


the National League 
and the most outstanding 
athlete of the year. Mr. 
Konstanty operates a sport- 
ing goods store in Oneonta, 
N. Y., and he is sponsoring 
and signing a baseball. It is 
known as the Jim Konstanty 


er in 


198 


ucts Corp. of Chicago, 
Trusport, No. 200 league 
baseball. The ball will be 


available to dealers from the 
Edw. K. Tryon Co., Philadel- 
phia. 


Howe Scale Appoints 
Two Branch Managers 


The appointment of George 
A. Seaver as manager of the’ 
New York City branch and 
William H. Leland as man- 
ager of the Newark, N. J. 
branch, was announced by 
The Howe Scale Co., Rut- 
land, Vt. 

Mr. Seaver resigned as 
president of The Roberts 
Numbering Machine Co., 
Brooklyn, N. Y., in order to 
take over the post. He has 
a mechanical, sales, and man- 
agerial background. 

Mr. Leland has been active 
with the New York City and 
Newark branches of the com- 
pany for several years. 

Also announced was the 
recent holding of a two-week 
session of the Howe Sales 
Training School at St. Louis. 

A series of intensive, all- 
day sessions were presented 


for new members of the Howe 
sales staff. The program 
was supervised by John W. 
Betts, manager of the St. 
Louis branch and directed by 


Henry K. Leonard, manager 
of the Houston branch. 

There were comprehensive 
forums concerning the com- 
pany’s products. 








Indiana Retailers Elect Kuester President 





Indiana Retail Hardware Association convention at Indian- 


apolis, Indiana, Jan. 30-Feb. |, 


1951, elected Fred W. Kues- 


ter, of Kuester’s Hardware, Evansville, president succeeding 


Herman J. Keller, Keller's, Jeffersonville. 


G. F. Sheely, In- 


dianapolis, was re-elected managing director. Charles L. Han- 


cock, Irvington Hardware Store, 


5632 E. Washington St., 


Indianapolis, was elected vice-president. Newly elected direc- 


tor is Charles L. Couger, of C. H. & C. Hardware, Bain- 


bridge. 


Holdover directors are Lorie C. Powell, of Powell's 


Hardware, Plymouth; Clair R. Reed, of Raupfer’s Hardware, 
Columbia City, and Thurman E. Rinker, of Rinker’s Hard 


ware, Anderson. 


Court Maxwell, 


Maxwell Hardware Co., 


Martinsville, was held over on the advisory board, and Mr 


Keller is the new member. 


Hancock, Kuester and Keller. 
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Henry B. Hall 


Henry B. Hall, 76, a for- 
mer director and secretary of 
Farwell, Oxmun, Kirk & Co., 
Inc., St. Paul, Minn., hard- 
ware wholesalers, died Feb. 
5. Associated with the com- 
pany for 55 years, Mr. Hall 
retired about three years ago. 
He started his career with 





HENRY B. HALL 


the company in 1892 as an 
office boy and worked up 
through the various depart- 
ments. 

Since 1935, Mr. Hall had 
served as an elder of the 
House of Hope Presbyterian 
Church in St. Paul. He was 
also a member of the HArRp- 
WARE AGE Fifty Year Club. 

Mrs. Hall, a son and a 
daughter survive. 





T. Stran Jones 


T. Stran Jones, 64, eastern 
district sales manager of 
Nesco, Inc., 333 N. Michigan 
Ave., Chicago, was among 
those killed recently in the 





“T. STRAN JONES 


wreck of a _ Pennsylvania 


Railroad commuter _ train, 
Woodbridge, N. J. He was 
traveling to his home in 
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OBITUARIES 








Spring Lake, N. J., when the 
accident occurred. 

Mr. Jones had been with 
Nesco for 45 years, joining 
the company in Baltimore. 
He traveled for the firm in 
Pennsylvania and Maryland, 
and was located at one time 
in Pittsburgh. He was trans- 
fered to Milwaukee after 
this, and was attached to the 
company’s executive office. 
Mr. Jones held the position 
of Nesco’s district sales man- 
ager in St. Louis for 15 years 
until he became eastern dis- 
trict sales manager in New 
York City in 1950. 

Mr. Jones’ widow and son 
survive him. 





A. W. DeArment 


Almon W. DeArment, pres- 
ident of the Champion De- 
Arment Tool Co., Meadville, 
Pa., died as a result of a 
series of heart attacks. 

Mr. DeArment observed his 





A. W. DEARMENT 
50th year in the tool busi- 
ness in 1949. He became as- 
sociated with his father in 
the plant at the age of 13, 
operating a trip hammer 
after school hours. In 1911, 
he became a partner in the 
business and the company in- 
corporated as the Champion 
DeArment Tool Co. in 1928 
with Mr. DeArment as its 
president. Mr. DeArment su- 
pervised production of Cham- 
pion tools through the Span- 
ish-American War and World 
Wars I and II. George S. 
and William A. DeArment, 
nephews, became associated 
with’ the business in 1937 
as secretary and treasurer 
respectively. 

Mr. DeArment was very 
active in his home commun- 
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ity. He was a director of 
the Crawford County Trust 
Company, a member of the 
Presbyterian Church, the 
Country Club, Iriquois Club, 
Masonic Lodge and Taylor 
Hose Company. 


J. J. Rimstidt 


James J. Rimstidt, 80, a 
hardware dealer of Rockport, 
Ind., for over 50 years, died 
recently at Deaconess Hospi- 
tal, Evansville, after a short 
illness. Mr. Rimstidt had 
been associated with a son, 
Paul, in operating a hard- 
ware store. He is survived by 
three sons, a sister, and a 
brother. 


E. L. Truex 


Emmet Leslie Truex, 82, 
died recently at Kansas Ma- 
sonic Home, S. Seneca, Wich- 
ita. Mr. Truex had been a 
traveling salesman for A. J. 
Harwi Hardware Co., and 
Richards-Connover Hardware 
Co., both wholesalers. A 
daughter and a son survive 
him. 


Henry W. Becker 

Henry W. Becker, 63, hard- 
ware salesman for Dehler 
Bros. Co., mill supplies dis- 
tributors, Louisville, died re- 
cently of a heart ailment. 
His home was at 910 Texas 
Ave., Louisville, Ky. Mr. 
Becker had been with Dehler 
Bros. for 40 years. His 
widow, Minnie H. Koebel 
Becker, two daughters, and 
three sisters survive him. 


A. E. Anderson 
Alfred E. Anderson, 42, de- 
partment manager of Wash- 


ington Hardware Co., Ta- 
coma, Wash., was drowned 


when he fell overboard from 
a sailboat in Quartermaster 
harbor. His home was at 
3104 Tacoma Pl. He leaves 
his widow, Evelyn, a daugh- 
ter, his mother, and a 
brother. 


M. A. Biough 


Menno A. Blough, 81, 
Goshen, Ind., hardware dealer 
for 48 years, died at Elkhart 
General Hospital of pneu- 
monia after a_ three-week 
stay there. His home was at 
616 S. Sixth St., Goshen. Mr. 


Blough was one of the found- 
ers of Blough Hardware, 118 


S. Main St., which he and 
two partners opened in 1903. 
His widow and three 
survive him. 


sons 


E. F. Albrecht 

Elmer F. Albrecht, presi- 
dent of The Albrecht Hard- 
ware Co., Springfield, Ohio, 
died recently. 








Black & Decker Increases 
Buffalo Facilities 


The Black & Decker Mfg. 
Co., world’s largest producer 
of portable electric tools, has 
opened a new sales and ser- 
vice branch at 881 W. Dela- 
van Ave., Buffalo 9, just off 
Delaware Ave. 

The new building covers 
over 4,100 sq. ft. and in- 
creases sales and service fa- 


cilities nearly 400% over 
Black & Decker’s previous 
Buffalo location at 17 E. 


Utica St. In addition, al- 
most 7,000 sq. ft. of parking 
area is provided in the rear 


of the building for custom- 
ers. J. F. Spaulding is 
branch manager. 

The company has _pur- 
chased approximately 180 
acres at Hampstead, Md., 


where a branch plant to pro- 
vide additional facilities for 
the manufacture of portable 
electric tools will be erected. 

As yet, plans have not 
been drawn for the new 
Black & De-vker plant, but it 
is expected that ground 
breaking will start around 
Apri! or May. 


Paint Power Classes 


The board of education in 
cooperation with the Chicago 
Paint, Varnish & Lacquer 
Association is offering a new 
series of paint 
power. 

The two classes started on 
Tuesday, February 19th, and 
will continue each following 


classes in 


Tuesday evening for 12 
weeks. 
Each class will be ad- 


dressed by a guest speaker 
on some pertinent subject. 


Stratton on Bank Board 


Leslie M. Stratton, Jr., 
president of the Stratton - 
Warren Hardware Co., Mem- 
phis, Tenn., has been named 
chairman of the board of di- 
rectors of the Memphis 
branch of the Federal Re- 
serve Bank of St. Louis. 
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The Business Outlook—Markets and Price News 


(Continued from page 14) 


690,466,374, compared with $2,276,- 
399,559 in the previous fiscal year, 
a rise of 18.2 pct. Sales in January 


of this year amounted to $208,087,- 
502, as against $141,159,595 in the 


same 1950 month, a rise cf 47.4 pct. 





Business Inventories Rose $9.7 Billion 


In 1950; Three-fifths Due to Higher Costs 


The value of all business inven- 
tories at the end of December is 
estimated at $61 billion, the Office 
of Business Economics, Dept. of 
Commerce, has announced. 

For the year 1950, the total 
value of business inventories in- 
creased $9.7  billion—of which 
about three-fifths was due to in- 
creased replacement costs. 

Manufacturers’ stocks accounted 
for over one-half of the increase in 
book value. Retailers’ and whole- 
salers’ stocks contributed one- 
third and one-sixth, respectively, 
to the increase during 1950. 

After allowance for seasonal va- 
riations, the book value of inven- 
tories at the end of December was 
$1.3 billion above November. Man- 
ufacturers’ stocks were $1 billion 


higher than in the previous month, 
and wholesalers’ were $300 million 
above November. 

Retail inventories, which showed 
little change during the month 
were slightly above $16 billion at 
the end of December. On a season- 
ally adjusted basis, durable-goods 
stocks were $100 million above the 
end of November, with higher in- 
ventories in the automotive and 
building materials and hardware 
groups accounting for the in- 
crease. 

Durable-goods stocks of retail- 
ers at the end of December were 
$100 million below November, af- 
ter adjustment for seasonal fac- 
tors. The lower December value 
was due principally to declines in 
stocks of apparel and food. 





Home Appliance Manufacturers Told They 
Will Get Less Scarce Metal in 2nd Quarter 


The nation’s durable goods in- 
dustry was told by NPA officials, 
at a meeting on Jan. 29, that there 
will be less steel, copper, alumi- 
num and other scarce materials 
available for non-defense produc- 
tion in the second quarter than 
there was in the first. 

This will require further use of 
substitutes by the home appliance 
industry, they said, in order to in- 
sure that supplies of scarce mate- 
rials are defense and essential de- 
fense-supporting industries. 

The manufacturers said they 
were willing to make necessary re- 
ductions but that they were op- 
posed, however, to the adoption of 
a plan for complete end-use limita- 
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tion and materials allocation at 
this time. 

The industry group emphasized 
its willingness to take defense or- 
ders. They said, however, that un- 
til more defense orders are placed 
with the industry they believe it 
is essential that the production 
and labor force be maintained at 
the highest level commensurate 
with the available supply of neces- 
sary materials. 

Because of the use of substitute 
materials, they have been able to 
produce a larger number of home 
appliances than would have other- 
wise been possible in the face of 
recent NPA material conservation 
orders. 


Scarcities Expected to 
Benefit High Profit Lines 


Gradual disappearance of many 
low-price, low-profit products from 
the market will result from manda- 
tory price ceilings, which will tend 
to divert output into higher-price 
and profit goods, according to the 
Business Survey Committee of the 
National Association of Purchas- 
ing Agents. The committee’s re- 
port was based on a poll of pur- 
chasing executives made before the 
government issued its general 
price-freeze order. 

The report also said that the 
trend to higher-priced items would 
be accelerated by increasing scarci- 
ties of raw materials. Production 
during January, the report stated, 
was stepped up as industry strived 
to beat the deadline on restrictions 
on the use of raw materials. 


The committee reported consider- 
able confusion in industry during 
January which it said would con- 
tinue until a definite procedure is 
set up for allocation of materials 
and facilities for defense and per- 
missible civilian purposes. 


Accounts Receivable 
Rate Rose Slower 


Instalment accounts receivable at 
furniture and household appliance 
stores increased in December at a 
somewhat slower rate than is usual 
at this time of the year. At the end 
of 1950, however, both furniture 
and household appliance store bal- 
ances were still well above the 
amount outstanding a year earlier, 
according to the Board of Gov- 
ernors of the Federal Reserve 
System. 

Collections on instalment ac- 
counts of household appliance 
stores showed little change from 
November to December and the col- 
lection ratio remains at 10 pet. 


White Lead in Oil Price 
Rises $1.30 Per Cwt. 


Marking the first revision since 
last September, the price of white 
lead in oil was boosted $1.30 per 
ewt. to $30.65, on Jan. 24. The in- 
crease reflected a series of advances 
in the price of linseed oil. Demand 
for white lead in oil was reported 
satisfactory for this season when 
the use of pigment for outside 
painting is at a relatively low level, 
due to unfavorable weather condi- 
tions. 
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Federal Reserve Hits 
Reg. W Violator 


The Federal Reserve Board 
has cracked down on a Wis- 
consin appliance store for 
failure to comply with con- 
sumer credit Regulation W. 
The defendants signed a con- 
sent degree to an injunction 
which enjoins the company 
from further violations. 

The defendant firm had 
violated Regulation W in a 
number of instances by fail- 
ing to obtain the required 
down payment of at least 25 
pet in electrical appliance 
sales. 











Tinless Can Developed 
For Non-food Materials 


Use of a new type of container 
for the packing of non-food items 
looms following the announcement 
of the American Can Co. of the de- 
velopment of “tinless tin cans.” 
This project, known as “operation 
survival,” is designed to ultimately 
free this country from dependence 
on foreign sources for can-making 
materials. It will also lessen the 
effects of restrictions on tin use 
which are designed to make suffi- 
cient tin cans available for perish- 
able foods. 

As a result of the project, W. C. 
Stolk, executive vice-president of 
American Can, reported, cans of 
tinless steel and low tin-bearing 
solder have been made in pilot-line 
operations at speeds comparable to 
that at which tinplate cans are 
made. Cans have also been made 
with tin-free solders that give every 
promise of adaptability to universal 
use, he said. Several packers of oil 
and anti-freeze have under test tin- 
free cans in which a special plastic 
cement is used instead of solder 
for side seams. 


Home Builders to Submit 
Uniform Plumbing Code 


A uniform plumbing code must 
be adopted on a nation-wide basis 
if the builders of America are to 
meet the housing needs of the 
present emergency. 

This advice was given to mem- 
bers of the National Association of 
Home Builders at their annual 
convention. 

The association will shortly re- 





WITT 


an extraordinary CAN 
“for extraordinary service! § 


cman 


Wherever you see crushed or 
battered CANS you can be cer- 
tain of one thing—they are not 
WITT CANS. Even after years 
of hard service the WITT CAN 
stands out straight and sturdy. 
A “before and after” compari- 
son of WITT CANS with other 
brands justifies WITT’s quality 
assuring guarantee—‘WITT 
CANS outlast ordinary CANS 
3 to 5 times.” 


STRAIGHT SIDES 
provide rugged 
strength, greater re- 
sistance to rough han- 
dling, longer wear. 

















STRAIGHT SIDES 

assure greater strength, extra resistance 
to rough handling. 

HEAVY GAUGE STEEL 

provides basic ruggedness, further 
Strengthened by 

STRUCTURAL STEEL BANDS 

which protect top and bottom of CAN, 
act as shock absorbers, and 

DEEP ROLLING CORRUGATIONS, 

the strongest known. F 

HOT DIP GALVANIZING, 

@ hand process, insures heaviest possible 
rust proofing, after fabrication. 
PINCH-PROOF HANDLES 

and sturdy ONE-PIECE TOP completes the 
WITT CAN except for the famous 
QUALITY ASSURING GUARANTEE— 
WITT CANS ovtiast ordinary CANS 3 to 5 
times. 








AM 


THE WITT CORNICE COMPANY, Cincinnati 14, Ohio, 
“Originators of the Corrugated Can” 
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Number 
Geographic of 
Division Firms 

UNITED STATES TOTAL. phe 255 
New England........ 13 
Middle Atlantic... 49 
East North Central 39 
West North Central 31 
South Atlantic. . 50 
East South Central. . 18 
West South Central 25 
Mountain......... 8 
Pacific... . ‘ 22 





December 1950 vs. 


December November! December 
1¢ 


End-of-Month Inventories (Cost) 


Percent Change 
Amount (Add 000) 


December November 


1950 950 1949 1950 
+24 +4 $141,626 $113,884 $136 ,307 
+ 2 +7 2,602 2,542 2,433 
+33 + 5 14,705 11,081 14,026 
+30 0 | 26,014 20,080 26,038 
+24 + 6 25,769 20,724 24,296 
+23 +3 20,320 16,522 19,722 
+38 + 8 11,243 8,153 10,373 
+18 ++ % 13 ,602 11,570 13,127 
+ 6 —10 2,360 2,217 2,612 
+19 + 6 25,011 20,995 23 , 680 


Wholesale Hardware Inventories' 


By Geographic Divisions, for December 1950 


Weeks’ Supply 
of Inventory 


on Hand* 


Stock-Sales Ratios? 


December December November December December 
1950 1949 195) 1950 ¢ 


1949 
188 223 176 11.1 13.2 
222 334 200 13.1 19.7 
150 169 140 8.9 10.0 
169 194 162 10.0 11.5 
227 244 188 13.4 14.4 
172 199 166 10.2 11.8 
199 206 187 11.8 12.2 
203 243 201 12.0 14.3 
192 275 236 11.3 16.2 
203 298 193 12.0 17.6 


1 Includes 14 reports received too late to be incorporated in Census Bureau published releases. 
2 Stock-sales ratios are obtained by dividing the stocks by the sales for an identical group of firms. 
* Calculated by dividing end-of-month inventories at cost plus mark-up by sales during month and multiplying the quotient by the 


number of weeks in the month. Sales include direct shipments and consignment business. 


cost of sales from owned stocks. 


Weeks’ supply is lower than if based on 





lease a specimen plumbing code to 
members throughout the country 
for their consideration and sug- 
gestions. 


Metal Furniture Supply 
Lower Despite Substitutes 


A reduction in the supply of 


metal furniture is looming. Manu- 
facturers of such furniture and 
equipment have informed the Na- 
tional Production Authority that 
they will be forced to cut produc- 
tion in spite of greater use of sub- 
stitute materials. Substitutes, they 
said, are inadequate to make up 
for dwindling supplies of copper, 
aluminum, steel and other critical 
metals. Output, they said, is higher 
than in the first quarter of 1950 
and about equal to the last quarter. 


*. 


Builder States Copper Ban 
Will Hit Home Building May | 


National Production Authority’s 
amended order M-12, limiting the 
use of copper and brass mill prod- 
ucts means a cessation of home 
building on May 1, according to 
William J. Levitt, president of Lev- 
itt & Sons, Inc., Manhasset, Long 
Island, home builders. He said that 
NPA had confirmed his interpreta- 
tion of the section of the order 
which bars any person engaged in 
construction from accepting deliv- 
ery of or using specified brass mill 
products after April 30. 

Worst effect of the order, ac- 
cording to Mr. Levitt, is not the 
ban on use of brass door knobs and 
other miscellaneous builders’ hard- 
ware, but that it will prevent the 
use of water conduit copper pipe 


and for which, he said, no satisfac- 
tory substitute exists. 

Inventories of copper products in 
builders’ hands and in the hands 
of plumbing material suppliers, Mr. 
Levitt stated, would be adequate to 
complete the 1951 home building 
program. 


Lumbermen Want Reg. X 
Eased in Defense Areas 


Immediate relaxation of Regula- 
tion X, which restricts mortgage 
credit, in areas where defense hous- 
ing is needed urgently, was urged 
in a resolution adopted at the an- 
nual convention of the Northeast- 
ern Retail Lumbermen’s Associa- 
tion in New York City. Modifica- 
tion of the order was called for “‘in 
order that the private construction 
industry may fulfill the defense re- 





Estimated Sales of Wholesale Hardware Distributors 


January 

February 
March.... oe Medes ici 
April..... 

oe 

June.... 

July. 

August..... 

September . 

October..... 

November.... 

December....... 


iS OD fe 


Source: Bureau of Census. 


By Months 1939 to December 1950 
($000,000 omitted) 


1939 1940 1941 1942 1943 1944 
39 44 55 89 59 72 
37 41 52 83 64 82 
48 49 61 93 73 89 
47 55 74 93 74 85 
52 57 77 78 71 86 
51 56 77 80 76 89 
45 55 79 73 7é 82 
50 59 82 74 75 91 


60 63 87 73 73 90 


60 71 91 74 76 94 
54 65 80 58 77 89 
49 67 82 58 75 82 
592 682 897 926 866 1031 


1945 1946 1947 1948 1949 1950 
87 120 185 204 184 160 
85 126 191 207 178 173 

103 141 219 246 222 219 
97 154 227 256 204 207 
93 159 216 233 205 231 
92 157 202 237 198 243 
89 162 200 227 171 272 
96 174 204 248 192 324 
97 176 222 253 213 284 

113 214 254 262 212 288 

108 195 212 241 197 259 

103 185 211 212 175 253 

1163 1963 2543 28:20 2352 2913 
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“Is it too late, Doctor?” 


Fortunately, it’s not too late for more and more Ameri- 
cans who are going to their doctors in time... at the 
first sign of any one of the seven danger signals which 
may mean cancer: (1) any sore that does not heal 
(2) a lump or thickening in the breast or elsewhere 
(3) unusual bleeding or discharge (4) any change in a 
wart or mole (5) persistent indigestion or difficulty in 
swallowing (6) persistent hoarseness or cough (7) any 
change in normal bowel habits. 


By showing Americans what they can do to protect 
themselves and their families against cancer, the 
American Cancer Society is saving thousands of lives 
today. By supporting science and medicine in the search 
for the causes and cures of cancer, the Society hopes 
to save countless more tomorrow. To guard yourself, 
and those you love, against cancer, call the nearest 
office of the American Cancer Society or address your 
inquiry to “Cancer” in care of your local Post Office. 


American Cancer Society 
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MOLDED 


DSE RUBBER 


KNEE PADS 


FOR EVERY 
KNEELING JOB 


An independent survey reveals that 
85% of all your customers do chores 
that require kneeling. This work 
results in soreness and injury when 
knees go unprotected from hard, rough 
surfaces, dampness and cold. Because 
of this demand for knee protection, 
Judsen Knee Pads will give you profits 
and volume sales just as they have for 
many of the leading 
dealers throughout 
the country.They’re 
the most comfort- 
able, longest wear- 
ing knee protectors 
available—a natural 
for every kind of 
kneeling job! Order 
a dozen pair today! 
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If your jobber 
cannot supply you 
WRITE DIRECT 


JUDSEN RUBBER WORKS, INC. 


4107 West Kinzie Street Chicago 24 
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11-INCH 
DISPLAY 


Multiplies Profits 
on V-Pulleys | 





Profit-wise and dollar-wise 
your pulley sales go up with 
the Maurey Hi-Q line. You 
make a 40% profit on the 
quality V-pul- 
ley line that 
commands a 
better price. 
On only 11 
inches of 
counter space 
the Maurey 
V-Pulley Mer- 
chandiser dis- 
plays 24V-Pul- 
leys in sizes 
that meet 75% 
of your cus- 
tomer requests. 




















-24 
ASSORTMENT B-2 
counter display and 24 
V- Pulleys with combina- 
tion grooves that ego 
modate poth “A” and ee 
Belts—a space-saving, as 
selling money-maker. 
List 
$a2°° PRICE 
ORDER TODAY 


Maurey Wholesaler will 
invoice you: 










Your 






Write for Details On the 
Better Profits Maurey V-Pulleys Offer 


MAUREY 


MANUFACTURING CORP. 
2907-2923 So. Wabash Ave., 
Chicago 16, Ill, 


World’s Largest Manufacturer of Pressed Steel and 
Cast Iron Single Groove V-Pulleys 
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quirements and thus save large ex- 
penditures for this purpose by the 
Federal Government.” 

Clyde W. Fulton, president of the 
National Retail Lumber Dealers As- 
sociation, a speaker at the meeting. 
called on lumberyard executives to 
advance the sale of substitutes for 
scarce metal items and keep criti- 
cal supplies out of the hands of “‘op- 
portunists who seek only to resell 
at a profit.” 


January Building 43%, 
Over Same Month of 1950 


Construction contract awards 
for January in the 37 states east 
of the Rockies were down 11 pct 
from December but were still high 
enough to be 43 pct ahead of Janu- 
ary, 1950, it is reported by F. W. 
Dodge Corp., construction news 
and marketing specialists. 

Residential awards totaling 
$420,918,000 were down 12 pect 
from the December figure of $478,- 
583,000, but were 23 pct ahead of 
January, 1950. 


Toy Buyers Visiting 
Markets Early This Year 


Although the 48th annual Toy 
Fair is not slated to open until 
March 5, considerable advance buy- 
ing is reported with the number 
of toy buyers in New York up 20 
pet over a year ago. It is estimated 
by Toy Fair headquarters that 10,- 
000 toy buyers will be in the city 
for the fair. 

The heavy early buying is in- 
fluenced almost entirely by expected 
defense shortages, restrictions and 
allocations of materials, according 
to Melvin Freud, president of Toy 
Guidance Council, Inc. Buyers, he 
said, are placing orders now, sub- 
ject to delivery when merchandise 
is available. 

Although warehouses are amply 
stocked now, it is expected that by 
summer toy manufacturers using 
plastic, latex and certain metal ma- 
terials will be forced to convert to 
synthetics wherever possible. Some 
materials are already being allo- 
cated. 

B. F. Michtom, vice-president of 
sales of the Ideal Toy Corp., said 
that orders accepted by his com- 
pany are double that of the sales 
at the same time last year. 

Arthur Raphael, speaking for 
Lionel Corp., said that his com- 
pany is now allocating to its cus- 
tomers on the basis of material on 
hand. He said that “this will con- 








SPRING 
TOMTC 
FOR PROFITS 


“ALUMALOY’’ 


ALUMINUM ALLOY 


SCREEN DOOR 
BRACES 






* REG. TM 


Sturdy, won't rust, won't corrode — 
Alumaloy Braces are quality items that 
are priced to sell — retail at 20c uncarded, 
25¢ individually mounted on display cards. 
42 inches long, packed in dozens and six 
dozens. O today from your distributor 
or write us. 


CHECK YOUR STOCK 
OF THESE YEAR 
‘ROUND BEST SELLERS 


Turnbuckl wroug 
nut EYE BOLTS 
343 EYE 
Cin. Omen . T 
LES w 
bod 


en 
hu eubucklts INC 


MICHIGAN CITY, 
GRAND BEACH, 


INDIANA 
MICHIGAN 


BOX 333 
FACTORY 















Outdoor water service the 
year around without dan- 
ger of freezing or burst- 
ing pipes. Shut-off valve 
is below frost line. All 
brass and copper. They 
will last a lifetime. ALSO 
WALL TYPES. Write for 
bulletin 303. 





PRODUCTS, INC. 


FORT WAYNE, 
INDIANA 
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tinue through May at which time 
it is hoped governmental specifica- 
tions are formulated and defined.” 


Federal Paint Buying 
Limited to 187 Types 


Government purchases of paint 
are going to be limited to 187 dif- 
ferent types this year. 

Uncle Sam’s painting and deco- 
rating experts, who annually con- 
tract for over $100 million worth of 
various colors and specifications of 
paint, have decided to trim their 
purchasing lists from 500 to 187 
different types. 

The basic problem of how to 
cover battleships and decorate bu- 
reaucrats’ offices has been under 
study for 20 years. As a result of the 
new decision to standardize on spec- 
ifications and colors, the govern- 
ment believes it will save a consid- 
erable sum of money because of 
the smaller inventories it will be 
able to carry. 

To carry out the budget-trim- 
ming program, the Government 
Printing Office has issued a new 
booklet, ‘‘Federal Specifications, 
Colors for Ready-Mixed Paints,” 
for circulation among federal pur- 
chasing agents. The booklet con- 
sists of deposits of stain and fade- 
proof color squares on paper, group- 
ing the 187 colors from browns to 
grays in three classifications of 
gloss, semi-gloss and lusterless. 


Thor Lopped Off 75%, 
Of Its Outlets Last Year 


A 35 pct increase in total do- 
mestic sales of Thor Corporation’s 
home laundry appliances took place 
in 1950 while the company was re- 
ducing its dealer force by more 
than 75 pet, M. R. Wilson, general 
sales manager, told a meeting of 
the National Appliance and Radio 
Dealers Association in Chicago. 

Last year, Mr. Wilson said, the 
company reduced its total number 
of dealers from 22,000 to less than 
5,000. The 17,000 eliminated had 
accounted for only 13 pct of Thor’s 
1949 volume. 

“We took the efforts formerly 
spent on 22,000 dealers and con- 
centrated them on the 5,000 deal- 
ers who had shown willingness to 
do the proper merchandising job. 
The sales gains show a conclusive 
victory of well-planned, highly 
selective distribution over mass 
distribution, which, in so many 
cases, is a hodge-podge resulting 
in wasted time, energy and money.” 
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WHALE 


Clothes Line.. 

Solid braided cotton. No 
filler. Stronger than ordinary 
cotton lines. Smooth glazed 


finish. 50 ft. hanks, 2 con- 





7 nected, in brilliant red, 
% white and blue transparent 
















wrappings. 


TITE-ROPE 


Clothes Line.. 


No bigger value on 
the market. Tite-Rope 
wire- 


is the leading 


se 
v centre, plastic-coated clothes 
line. It’s strength-tested over 
300 Ibs. Won't rust or stain. 


Cleans easily. 50 fr. connected hanks. 


Your jobber carries the complete 









Samson Line including: 


Spot, 
Phoenix and Aetna sash cords; 
masons’ line; shade cord; Venetian 
blind cord; awning line; garden 


line; marine cords; solid braided 












< <e ~_ o 

‘S Guaranteed by > 
Good Housekeeping 
g * 


Sras Aovenristo THES 





rope, etc. Order today! 





For samples or information, write: 


Sameon 


CORDAGE WORKS 


BOSTON 10, MASSACHUSETTS 
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You Should Stock CHICAGO [| 
“Safety Plus” Screw Products 


CAP and SET SCREWS 
SOCKET SCREWS 
TAPER PINS-NUTS-STUDS Lf 


THEY'RE QUALITY MADE PD) 
TO BE TROUBLE FREE “= 




















They're better packaged for’(f 
easier stock room service. 






They're a greater profit line 
for you to feature for 
replacement in ALL fields 
of manufacture. 

Remember to ask for 
CHICAGO “Safety Plus” 
products from your 
hardware distributor. 








































THE CHICAGO 5 


: CREW Co ‘ 
as BEL INGTON source 
Y00 ILLINOIS RD 





Pump Leathers 


All Simplex pump leathers are size- 
marked at the factory. The customer 
knows he is getting the size he asks 
for. You know you are giving him 
the size he asks for — without meas- 
uring. 

Increase customer satisfaction — 
prevent mistakes and exchanges. 
Specify high-quality ‘Simplex’ 

Ask your jobber or write 
us for price list 


INC, 


MANUFACTURING CO., 


AUBURN, N.Y. 





| 








Wholesale Hardware Sales! 


By Geographic Divisions, for December 1950 


SALES REPORTED 


Percent Change 


Dec. 1950 vs. 

Number 
Geographic of Dec. Nov. 
Division Firms* 1949 1950 
UNITED STATES TOTAL.. 331 +46 —2 
New England 19 +45 —2 
Middle Atlantic 71 +46 —2 
East North Central 43 +48 — § 
West North Central 36 +32 —10 
South Atlantic 55 +38 -1 
East South Central 23 +39 + 2 
West South Central 41 +38 + 2 
Mountain... 11 +55 +24 
Pacific 32 +77 + 1 


‘Includes 17 reports received too late to be incorporated 


releases. 


CUMULATIVE SALES 


Amount (Add 000 January- January- 





December December 

Dec. Dec. Nov. 1950 Q4¢ Percent 

1950 1949 1950 Add 000) (Add 000) Change 
$91,288 $62,569 $93,118 $1,006,251 $814,495 +24 
1,642 1,130 1,671 19,430 15,598 +25 
12,229 8,380 12,523 133,723 109,623 +22 
16,382 11,036 17,219 174,613 134,670 +30 
13,638 10,362 15,227 167,924 146,637 +15 
12,993 9,435 13,158 141,897 114,130 +24 
6,426 4,613 6,330 71,156 57,476 +24 
9,784 7,077 9,570 111,719 94,662 +18 
2,975 1,916 2,400 29,294 23,969 +22 
15,221 8,620 15,020 156,495 117,730 +33 


in Census Bureau published 


* Includes reports received too late for inclusion in previous monthly totals. 


Number does not apply 


in all cases to the cumulative 


figures. 





90%, of All Farm Homes Electrified Now; 
2 Million Farms Tapped Lines Since War 


“The fact that 90 pet of Ameri- 
ca’s 6 million farm homes will 
have electricity by the end of 1951 
should emphasize the growing 
value of this vast untapped market 
to electric appliance dealers,” Ed- 
ward R. Taylor, general sales man- 
ager, Hotpoint, Inc., declared at a 
recent distributor meeting. Farm 
electrification has increased 79 
pet in 15 years, from 11 pct in 1935 
to 90 pet in 1951. 

Since current estimates place 
the value of this huge market well 
over $500 million a year for appli- 
ances alone, the farmer will spend 
over $2 billion for appliances by 
1954. This mushrooming sales po- 
tential is practically untouched 
and still growing, Taylor said. 

The fact that the farmer is rap- 
idly recognizing the advantages of 
electricity on the farm and in his 


home is evidenced by the jump in 
monthly power consumption from 
75 kilowatt hours in 1939 to 150 in 
1950. By 1959 monthly consump- 
tion should be doubled again. Over 
2 million farm homes have been 
added to the nation’s power lines 
since World War II, Taylor con- 
tinued. 

The average farm home repre- 
sents $700 in appliance business. 

Even though 1,830,000 electric 
ranges were sold by the entire in- 
dustry in 1950, 79 pct, or 30,848,- 
000 homes, are still without this 
appliance. Almost half of this 79 
pet is comprised by the 13,431,752 
rural and farm electric customers. 

Although 86.4 pct of the nation’s 
total 39,044,030 residential and 
rural electric customers have elec- 
tric refrigerators, over 98 pct are 
without electric dishwashers, 





RETAIL HARDWARE STORE SALES TRENDS 
December Sales Trends of Independent Stores in 12 Major Cities 


-——— 


California—Los Angeles 
Dist. of Columbia—Washington 
[llinois—Chicago 
Michigan—Detroit 
Minnesota—Minneapolis 
Missouri—St. Louis 
New York—New York City 
Ohio—Toledo 
Pennsylvania—Philadelphia 
Pittsburgh 
Washington—Seattle 
Wisconsin—Milwaukee 





Dec. 1949 


Percentage change in sales>—-—— 
Dec. 1950 12 mo. 1950 Dec. 1950 
from from from 


12 mo. 1949 Nov. 1950 


+60 +29 +43 
+19 r 6 r 9 
r14 11 23 
+16 +15 7° 
+5 +11 34 
+3 + I 23 
+ § + J 25 
+12 + 4 - 3 
+13 + 9 +24 
— © +- 36 
+30 +13 +48 
24 +22 r 5 
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freezers, disposals and clothes 
dryers. Only 11.6 pct have water 
heaters. 


Scissor Deliveries 
Are Reported Slower 


Output of shears and other cut- 
lery items will be reduced this fall, 
it was stated by manufacturers at- 
tending the National Notion and 
Novelty Show, which closed in New 
York City, Feb. 9. Deliveries on 
scissors were said to be running 
four weeks behind. 

Exhibitors at the show declared 
that there are substantial inven- 
tories of notion items still avail- 
able despite cutbacks on metals and 
natural rubber. However, present 
stocks of raw materials are fast be- 
ing consumed and difficulty was an- 
ticipated in replenishing them for 
further production. 

James M. Mead, chairman of the 
Federal Trade Commission, said 
that the FTC will be careful dur- 
ing the emergency in scrutinizing 
industry for false and misleading 
advertising, for use of reprocessed 
and shoddy and second-hand ma- 
terials and other abuses. 

He said that due to the large 
supply of civilian goods, rationing 
will not be needed at this time. He 
called on industry to oppose hoard- 
ing and “undue” inventory accumu- 
lation. 


International Harvester 
Restores Price Increase 

A price increase which Inter- 
national Harvester voluntarily re- 
scinded on Dec. 26, has been re- 
stored, the company announced. 

The price increase of 4 pct on 
most of the company’s tractors and 
farm implements was announced 
Dec. 12 and was rescinded at the 
request of the government. The 
company rescinded the increase on 
Dec. 20 and rolled prices back to 
the Dec. 1 level. 

The increase was decided upon 
by the company after studying the 
general ceiling price regulations 
announced on Jan. 26. These regu- 
lations set the period from Dec. 19 
to Dec. 26 as the base period for 
determining price ceilings. 


Machine Tool Orders 
Reach High Peak 


The monthly index of new ma- 
chine tool orders advanced to 410.1 
in December, highest point touched 
since the peak of the wartime 
boom in 1942, reported the Na- 
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STEP RIGHT UP, FOLKS. Seeing is 
believing. One little dab of this here cement makes 
things stick like poor relations round a rich old uncle. 
Any time you make something or break something— 


AMBROID'S what you need. 
TRY IT FOR YOURSELF! Here you are, sir. And 


you, too, over there. And you. Yes sir, there you 
are! See how fast it dries, how firm it holds. 
THAT'S WHAT I'VE BEEN DOING, FRIENDS. Tel! 
ing people about Ambroid from coast to coast, 
sampling it everywhere throughout the country so 
people know first-hand just how good Ambroid 
really is. 

AND THEN WHAT HAPPENS? Here's what! 
Ambroid's sales have nearly doubled. Folks every 
where keep dropping in asking dealers for some 
Ambroid. | know it for a fact and so do you. But 
now and then some feller writes me he can't get 
Ambroid. 

MOST EVERY JOBBER CARRIES AMBROID in stock. 
But in case your jobber's different, that's no reason 
your trade has to suffer. So here's what I'm going 
to do. 

I'M GOING TO SEND YOU one full dozen 2 oz. 
25¢ tubes of Ambroid, postpaid, for $1.80. Let 
cut down on bookkeeping fuss. Just send your check 
along and take off 2%—making it $1.76. 

MAIL ME THE COUPON together with your check 
and your jobber'’s name—and I'll start your Ambroid 
coming by next mail. 





WATERPROOF 

F ; 
SLEXIBLE 

READY TO USE | 


DRIES QUICKLY 
TRANSPARENT 





Profitably yours, 


A Ceur' 


G. W. LAWRIE 


Sales Manager 


Also pints, quarts 
and gallons for 
industrial trade. 


For over 40 years 
the standard industrial 
adhesive of its type. 


AMBROID CO. 


ESTABLISHED 1910 cena 
301 Franklin Street, Boston 10, 
















| id—1 dozen 
—postpaid—! 90% a? | 
i ro 254 tubes of Ambroid for $1.8 4 z 
Korhery i close i 
| es: (Deduct 2% # check en _ 5 
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I Name of Jobber out on your counter 
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Roebling-Alclad is 
non-staining ... 
lasts longer 





































THE FINEST insect wire screening 
you can sell today is Roebling Alumi- 
num Screening woven from “Roebling- 
Alclad”. This remarkable alumiftum 
alloy has unsurpassed durability and 
puts a stop to the customary staining 
problem. Meeting the rigid Dept. of 
Commerce Commercial Standard CS 
138-49, Roebling Aluminum Wire 
Screening is available from your job- 
ber; 100 ft. rolls; all standard widths. 

In addition, the Roebling line of 
Insect Wire Screening enables you to 
offer Bronze (Bright or Antique) and 
Zintex (Electro Galvanized Steel) ... 
each an outstanding buy in its own 
class. And the full range of Roebling 
Galvanized Hardware Cloth is tops 
for sales—always. Mail coupon for the 
full Roebling-Alclad story. 


WOVEN WIRE FABRICS 


DIVISION 


John A. Roebling’s Sons Company 
Roebling, New Jersey 





Woven Wire Fabrics Division 
John A. Roebling’s Sons Co., Roebling, N. J. 
Gentlemen: Please send me full data on 
Roebling-Alclad Insect Wire Screening and 
name of my nearest jobber. 











INSECT WIRE 





tional Machine Tool Builders’ As- 
sociation. Previous 1950 high was 
305.1, touched last August. The 
index is based on the annual aver- 
age of shipments for the three 
years 1945-47 as 100. 


$1 Billion in Stoves 
Produced in Three Years 


Factory shipments of domestic 
cooking stoves and ranges in the 
three years ending Dec. 31, 1949, 
were valued at more than $1,000,- 
000,000 and involved over 13,000,- 
000 units, according to combined 
totals reported to the Census Bu- 
reau and the National Electrical 
Manufacturers Association. 


Census figures include shipments 
of non-electrical cooking stoves and 
ranges and of electric ranges in 
1947. The association’s figures in- 
clude an estimated 85 to 90 pct of 
electric range shipments in 1948 
and 1949. 


The Census Bureau reported that 
shipments of non-electrical cook 
stoves and ranges in 1949 totaled 
2,475,000 units with a value of 
$191,000,000, as against a volume 
of 3,532,000 and a value of $278,- 
700,000, in the previous year, a 30 
pet drop. In 1947 the volume was 
3,519,000 units valued at $257,500,- 
000. 

The association reported electric 
cooking range shipments in 1949 
amounting to 903,800 units with a 
value of $169,700,000. Shipments 
of this item in 1947, the Census 
Bureau reported, included 1,210,- 
000 units valued at $132,200,000. 


Servel Starts to Make 
1951 Refrigerators 


Despite unsettled international 
conditions which may force curtail- 
ment of civilian production at any 
time, Servel, Inc., will begin pro- 
duction of its 1951 line of gas re- 
frigerators, water heaters and air 
conditioners, W. Paul Jones, presi- 
dent, announced. 





1950 Greatest Retail 
Year—$!40 Billion 


Retail stores, of all kinds, 
last year, did a record business 
of $40 billion. Sales were $12 
billion higher than in 1948 
and $10 billion above the pre- 
vious record year of 1948. 
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and Center-Hole © Hydraulic Pullers 
TEMPLETON, KENLY & CO. 
1036 $. Central Ave., Chicago 44, Illinois 











» Pequea uses the famous Mustads 
and snells them with Dupont Nylon 
Leader material by a patented ma- 
chine process. This makes every 
“Pequea Hook” uniformly stronger 
and absolutely dependable. You can 
get “Pequea’s” in every popular point 
and bend with Snells from 6 to 36 
inches long. 





Pequea also makes the famous 4 


Quilby Minnow. Choice of 60 sizes 
for all fresh and saltwater fishing. 
Send for details of Pequea’s Popular 


Localized assortment of Hooks and 
Quilby Minnows. 





The greater strength in Pequea 
Hooks is in the method of sneli- 
ing. A hook that comes off the 
in fish. 


leader will not bring 
Build up profits and hold cus- 
tomers with the world’s best. 





PEQUEA WORKS, INC. 


STRASBURG, PA. 


FEBRUARY 22, 1951 
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Sands, Cleans, Smooths, Polishes 
Electrically... a 

















Designed for industry, for professional 
work, this light, beautifully balanced, 


orbital-motion, SpeedSander is rapidly 
becoming a standard home appliance. 
With its powerful electric motor and all- 


ball-bearing construction, anyone can 


“ easily re-surface and refinish furniture, 





will quickly remove old paint, stain, or 
enamel down to the bare wood or metal; will sand- 
paper to a “‘piano finish’’; remove rust and corrosion 
or “feather edge” a scraped fender. It will burnish 
pots and pans or with lambs wool bonnet, delicately 
polish fine furniture. It makes tedious, tiresome 
jobs fun—saves hands! In design, convenience and 
efficiency it is today’s finest sander regardless of 
price. Be first to display this nationally ad- 


vertised SpeedSander. 


Sp 


[7 WRITE FOR 
CATALOG 


MANUFACTURING CO. 
1836 So. 52nd Ave., Cicero 50, Illinois 
















( Hete's the one that \ 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 


WILL NOT SHRINK’ 
it WORKS BETTER. 


STICKS AND STAYS pir 
—— ee, 
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gives you by far the 
best profit-margin on. 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. * Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 



































woodwork, metal surfaces or walls. It | 








New Rubber Production 
Assures Civilian Supply 


When United States synthetic 
rubber plants attain capacity pro- 
duction they will be producing at 
the rate of 1,000,000 long tons of 
rubber annually, Harvey S. Fire- 
stone, Jr., chairman of the Fire- 
stone Tire & Rubber Co., told a 
meeting of the Chamber of Com- 
merce of the State of New York. 
He said that all plants should be in 
operation in March. 

Mr. Firestone said there would 


be an ample supply of rubber to | 


meet all essential civilian needs 
without rationing rubber products 
and, at the same time, to fulfill all 
defense requirements. He warned, 
however, that conservation may be- 
come necessary in the event of war, 
if there should be more serious 


trouble in Far Eastern rubber cen- | 


ters or if expansion of defense re- 
quirements becomes necessary. 


Expects to Keep Output up 
With Substitute Metals 


Despite production of war mate- 





rials, Segal Lock & Hardware Co. | 


has announced that it may be able 
to equal or top last year’s shipments 


| of locks, door knobs, door closers 


and other builders’ hardware lines | 


through use of substitute ma- 


terials. 


Mr. Segal disclosed that his com- | 


pany has received its first order for 
$3,000,000 in 20 mm. shells. 


Alfred Chase, secretary of Segal, 
said that a study of NPA rules in- 
dicated that ‘‘functional uses” of 
such materials as brass are allowed 
where essential to successful opera- 
tion of civilian items. Conse- 


quently, it will be possible to con- | 


tinue output through use of substi- 
tutes for non-functional parts, as 
tooling is effected for defense pro- 
duction. 


Metal Can Output 


November shipments of meta] 
cans were 10 pct under the October 


level but 26 pct over the November, | 
1949, total, the Census Bureau re- | 


ported. 


Warm Air Heating 
Short on Metals Now 


The Warm Air Heating industry 
faces a period of serious dislocation 
at this time which is normally the 
largest producing period, because 
of metal shortages, members of the 
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RYERSON 
STEEL in stock 
for HARDWARE 
STORES 


Some steel products are in 
short supply but our over-all 
stocks are still large and di- 
versified. So contact Ryerson 
when a customer’s order calls 
for steel you don’t carry in 
regular stocks. We'll gladly 
cooperate closely on any 
steel requirement—any steel 
problem. 

PRINCIPAL PRODUCTS 
Bars © Structurals © Plates * Sheets 
Tubing ¢ Allegheny Stainless * Alloy 
Steel © Safety Floor Plate * Babbitt 
Solder © Metal Working Tools & 
Machinery, etc. 


JOSEPH T. RYERSON & SON, INC. 


Plants: New York, Boston, Philadelphia, 
Detroit, Cincinnoti, Cleveland, Pittsburgh, 
Buffalo, Chicago, Milwaukee, St. Louis, 
los Angeles, San Francisco 


























The World’s Most Efficient 


CONCRETE 
«| D 


DRILL 
THE TILDEN ROTARY 
KONKRETE KORE DRILL 


give lowest cost per foot of concrete 
drilled because it: 





mA 




















“he 


Drills at 2 to 6 inches per minute 
Drills reinforcing bars and beams 
in concrete 

Drills up to 30° feet of concrete 
without resharpening 

Gives straight, clean holes for 
anchors, conduit, etc. 

@ Uses ordinary electric drill 


we 


Quiet cutting action gives minimum 
disturbance of surrounding activities. 








. “= 
Il bits are available i . 
” 
izes of from VY to 








» Write today for catalog 


TILDEN TOOL MANUFACTURING COMPANY 


209 Los Molinos, San Clemente, California 





209 





WwoondD 
S KO T C H JOINERS 
ROT 
Profit Puller 


8” x 10” carten display 
printed in red and black 
or on cards for bin dis~'ay 


Here's a wood joiner that really 
HOLDS .. . and holds without 
cutting or splitting wood fibers. 
Applied like a nail. Patented 
prongs pull wood together for 
tight strong joint. Works equally 
well on square, mitre, "T", split or 
dado joints. Perfect for repairs, 
making screens, etc. Easily dis- 


played on counter or in self-ser- 
vice bins. 
= U 


Free Sales Helps... 


Sample wood joints that show uses 
of SKOTCH Wood Joiners pilus a new 
counter folder are yours FREE. Ask 





your Jobber or write direct for gen- Cuans 
erous supply Dept. HAI. 

SUPERIOR FASTENER CORP. 

2949 ELSTON AVE.. CHICAGO 18, ILL. SIGNS 















GRIPS LIKE A VISE 











Tapatco | 


raa0t wane 


HORSE COLLAR PADS 


For every work horse and mule. 
“The pad with the rust-proof 
red hooks” 


Tapatco 


teat mann Corsreeto us eat OFF 


TRACTOR SEAT CUSHIONS 














For every tractor and farm 
implement seat. 


| Warm Air Heating Advisory Com- 
| mittee reported at a recent Wash- 
| ington meeting. 

Walter C. Skuce, Staff Assistant 
| to the NPA Administrator, ex- 
| 
| major metal 

curate 
| going into virtually all metal prod- 
| ucts. 


| Electronics Industry 
| Retooling For Defense 


Although the Government in- 
tends to award $5 billion in con- 
tracts to the electronics industry 
this year, a sizable part of the in- 
dustry’s capacity can be kept for 
civilian production, according to 
John W. Craig, vice president of 
Aveo Manufacturing Corp. and gen- 
eral manager of its Crosley divi- 
sion. 

He said that by the end of the 
year the industry will be produc- 
ing government equipment at the 
rate of $2,700,000,000 annually. 


8°, Fewer Water Systems 
Shipped in December 

There was an 8 pct decrease in 
number of domestic water systems 
shipped by manufacturers in De- 
cember. Factory shipments of 86 
manufacturers totaled almost 56,- 
000 units. 

Jet pump systems accounted for 
66 pet of the month’s shipments. 


Enough Hard Fiber 
_ Cordage on Hand 


Controls on the production and 
| distribution of hard fiber cordage 
appear unnecessary at this time, 
| the NPA announced at a meet- 
ing with the Hard Fiber Cordage 
Industry Advisory Committee, 
Jan. 30. 





Wage Board Asks 
Public to Be Patient 


The Wage Stabilization Board 
has urged the public to be patient 
about its specific problems having 
to do with wage stabilization regu- 
lations, procedures and policies. 

No regional offices of the Wage 





See your jobber or write us. 





THE AMERICAN PAD & TEXTILE CO. 
Greenfield, Ohio 


MAKERS OF FAMOUS TA-PAT-CO 
HORSE COLLAR PADS SINCE 1881 
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Stabilization Board will be set up 
immediately and the Wage and 
Hours and Contracts division 
offices will serve as clearing points 
in the communities where they are 
located. 
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plained an NPA spot survey of | 
consuming plants | 
which is expected to provide an ac- | 
measurement of materials | 


















































WING NUTS 
CUP HOOKS 









BUCKLES 












D RINGS 








EYE RINGS 













SNAPS 
RIVETS 










ROUND 
RINGS 


WHOLESALERS: 
Write today for 
catalog sheets. 
GRC _informa- 
tive catalog 
sheets show 
clear prices— 
clear discounts: 











GRIES REPRODUCER CORP. 


789 EAST 132nd STREET * NEW YORK 54, N. Y. 


“Is it 
too late, 
Doctor?” 





It’s not too late for Americans 
who go to their doctors at the 
first sign of any one of cancer’s 
7 danger signals: (1) any sore 
that does not heal (2) a lump 
or thickening, in the breast or 
elsewhere (3) unusual bleed- 
ing or discharge (4) any 
change in a wart or mole (5) 
persistent indigestion or dif- 
ficulty in swallowing (6) per- 
sistent hoarseness or cough 
(7) any change in normal 
bowel habits. 

Guard yourself against cancer. 
Phone the nearest office of the 
American Cancer Society or 
simply write to “Cancer.” 


American Cancer Society 
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ANIMAL TR 
LITITZ, PA 
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HARDWARI 














Cultivator —11 1%" long 


o-_ 


Transplanter —11 2" long 


Fork —1014" long 


Cultivate Sales 





Garden Tools 


UT a full display of Trump 

Garden Tools on your counter 
and watch them sell themselves! 
Trump Tools are made of heavy 18 
gauge steel with smooth hardwood 
handles. Tools are perfectly finished 
in a bright green baked enamel. 
Gardening enthusiasts want Trump 
Garden Tools—so have them handy. 
Packed separately or three tools in 
a neat, attractive box. Order ‘your 
Trump Tools from your wholesaler 
now. To be certain that they are 
genuine, high quality Trumps look 
for the trade mark on the handle. 





ANIMAL TRAP COMPANY OF AMERICA 


LITITZ, PA. © PASCAGOULA, MISS. 


Use this attractive and practical 
Counter Display to stimulate on- 
the-spot sales. Size:9’’x 5”. Avail- 
able through your wholesaler. 
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Washing ton 
News and Views 


Reports on Events Affecting 
The Hardware Business 


(Continued from page 169) 


cleared for Mr. Truman's signa- 


ture. 


Snyder Would Boost 
Appliance Tax to 25% 


On the subject of new excise 
taxes, Treasury Secretary Snyder 
estimates that jumping the present 
10 pet rate on appliances to 25 pct 
would return an additional $248 
million to the Treasury’s coffers. 
The same percentage increase on 
refrigerators and other appliances 
would bring in another $90 million, 
he believes, while a like increase on 
radios, phonographs, and TV sets 
would squeeze another $87 million 
out of the public. 

The would add _ to 
appliances 


Treasury 
its list of taxable 
vacuum cleaners, washing ma- 
chines, mangles, dishwashers, dry- 
ers, sewing machines, floor polishers 
and waxers, garbage disposal units 
and razors. 

Mr. Snyder has asked the House 
Ways and Means Committee to 
study the following outline of pres- 
ent and proposed excise taxes on 
selected items as a per cent of the 
retail price including tax: 


Present Proposed 
Law Law 
40% 6% 

34 3 
15 31 
15 1 


Item 


Distilled spirits 
Cigarettes 
Sweet wine 
Beer 
Bowling alley 
and billiard 
table charges 
Passenger 
automobiles 
Electric, gas, and 
oil appliances 
Refrigerators 
Radios, phono- 
graphs, tele- 
vision sets 
Musical instru- 
ments 
Sporting goods 
Cigars 
Phonograph 
records 
Table wine 
Gasoline 


(unit ) 


The Gillie 


customers have 
a line on 


UNION HARDWARE’S 
complete line 


of more than 


The Gillie, Nyglax (tubular glass), and The 
Imp. impregnated Tonkin cane fly 
featured in Union Hardware’s national ad- 
vertising this spring, tip your customers off 
to the values in Union Hardware’s complete 
line of rods. Dollar for dollar, your customers 
can't beat ’em, The Imp, for example, can't 
be matched for three times its price. And 
there’s a Union rod .. . of glass, bamboo or 
steel .. . for every type of fishing and every 
angler, novice or expert. 


rods, 


Your customers are getting the story ever) 
month this spring in Field and Stream, read 
by more than 3,150,000 of the nation’s most 
active sportsmen. Prepare for them by 
writing today for our new fishing rod catalog 
and price list... and cash in your profit 
potential in Union Hardware rods. 


Don’t Neglect Roller Skate Sales 
Union's #5 Sidewalk Skate 
Standard Of The Trade 
Ask for latest skate catalog. 


TORRINGTON, CONNECTICUT 
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ASK YOUR WHOLESALER 
THE BOSS MFG. CO., KEWANEE, ILL., U.S.A. 











HOME PROTECTION 


FIREGUARD 
FUSE COUPLING 

A BIG VOLUME, FAST MOVING 
PROFITABLE SPECIALTY! 


Guards against fires caused by dam- 
aged electrical cords. Holds fuse 
small enough to give fire-safety pro- 
tection. Shuts off danger point from 
main line — automatically. Fits any 
standard wall outlet. Saves time 
and inconvenience — locates dam- 
aged cord immediately and makes 
it possible to change fuse in lighted 
room. 


FIREGUARD opens new 
markets .. . every wired 
home is a prospect, and al- 
most every office and store. 


CONTACT YOUR JOBBER 
Contact your Jobber to- 
day. Write us for detailed 
information . . . giving us 
your Jobber’s name. 





























F. H. SMITH ace coe 


3628 SOUTH SLAKe ST. * CHICAGO 9, ILLINOIS 


212 





| NPA’s ean order, 





| for 


Excises on consumer items for 
which no rate increases are pro- 
posed: Toll telephone and telegraph 
services, 20 pet; Admissions and 
cabarets, 17; Retailer’s excises 
(furs, etc.), 17 
posit boxes, 17; Club dues, 17; 
Local telephone service, 13; Manu- 
factured tobacco, 13; Photographic 
apparatus, 13; Transportation of 
persons, 13; Electric light bulbs, 9; 
Matches, 9; Photographic film, 9; 
Tubes, 8; Tires, 7; Firearms, 6; 
and Lubricating oil, 5. 


Paint Industry Hit 
By Packaging Problem 


Demand for packaging mate- 
rials and containers has risen to a 
probable all-time high. So far de- 


fense needs have been fully met but | 
there are increasing complaints of 


spot shortages and tight supplies 
for non-defense needs. This is par- 
ticularly noticeable 
container field as defense demands 
for steel and tin increase. Some 
firms without defense orders have 
had to curtail production and re- 
conditioning firms are finding it 
hard to get repair materials. 

Tin cutbacks have thrown added 
strain on the glass container in- 
dustry where demand is taxing ca- 
pacity and industry also finds itself 
facing shortages of glass-making 
raw materials. Members of the 
paint industry have protested 
urging that at 
least six months be allowed for 
finding suitable container substi- 
tutes. The order forces 
blackplate which, paint men say, is 
impractical due to its corrosive 
tendency as well as solubility of 
the inner coatirg. 

Situation with regard to wooden 
containers may ease because of in- 
creased lumber production and 
curbs on construction. Against 
this is a possible tighter supply of 
nails and box hardware. Officials 
are watching paper and cardboard 
boxes, hoping first quarter 1951 
demand will slacken over last quar- 
ter 1950. Customer allocation of 
paper shipping sacks may become 
a general practice but it is believed 
that retail stores generally have 
good inventories of counter vaper 
bags. 


OUTLOOK—NPA is 
possibility of limitation of end 
uses of metal containers. Current 
thinking is that the paint industry, 
instance, could again turn to 


studying 


in the metal | 


» Leases of safe de- | 


| 
use of | 


HARDWARE 












Ball 
Type 


METAL FLOATS 


3"' to 12° diameter 
ball floats of cop- 
per or stainless 
steel for open 
tank to I50# 
pressure in stock 
—specials of 
various metals 
made to order. 


ARTHUR HARRIS & CO 
212 N. ABERDEEN ST. 
CHICAGO 7, ILLINOIS 














THE NEW Columbiana 
CAM-LOCK HYDRANT 
**Sold the Werld Over"' 

Here's a Sateen new Cam-Leoek 

Grant for use on pressure lines. Seuraily. 
bullt with few moving parts, this Colum- 
biana os has no —— te rust eut. 


ite many new features include: 
* ONE-PIECE BRONZE VALVE CODY 
* NON-CORROSIVE VALVE ASSEM- 


BLY 
* ANTI-FREEZE ACTION 
*% CAM-LOCK HANDLE PREVENTS 
DRIPPING AND WATER WASTAGE 
This is the lowest priced hydrant on the 
Fig. H—1200 market. Write today for complete Informe- 
tion. Established (888. 


Columbiana PUMP CO., Columbiana, Ohio, U.S.A 














IMMEDIATE DELIVERY! 


AT 1a 


wood and 





All types, 
WRITE steel in stock. 
FOR Save time! State type 
PRICES and quantity under 
Now! consideration. 


1142 BROADWAY 
et 26th Street) 
. t aw Y. 





ADIRONDACK CHAIR CO. 














WITHOUT taking it apart 






Tightens, loose furniture 





CHAIR-LOG 


Cf} wooo JOINTS TIGHT 


THE — COMPANY, Freeport, N.Y. 











PIPE 
NIPPLES 


Steel, Brass 
Copper, Chrome 
Long Screws, Tank Nipples 
Gauge Siphons 


PITTSBURGH NIPPLE WORKS, Inc. 
1455 Spring Garden Ave., Pittsburgh 12, oo 











Buy Savings 
Bonds 
Now 
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use of glass containers with metal 
caps or ends. NPA would then aid 
the glass container industry obtain 
such raw materials as soda ash 
which presently bars increase in 
output. Orders which will limit 
uses of steel strapping is in pros- 
pect but nothing currently indi- 
cates any restrictions on hard fibre 
cordage. 


Trust-Busting Will 
Continue, FTC States 


Both the Justice Dept. and Fed- 
eral Trade Commission have served 
notice that there will be no let-up 
in anti-monopoly work during the 
mobilization period, unless it can be 
proved that the institution of a 
case will definitely harm defense 
production. 


FTC Chairman James M. Mead 
points out that in time of national 
emergency, when materials are in 
short supply, “numerous substitute 
and synthetic products appear on 
the market for which false and 
fraudulent claims are made.” He 
promises that such deceptive prac- 
tices will be stopped by FTC in 
order to protect the public. Prod- 
ucts made harmful or unsafe by 
substitutes or synthetics will be ex- 
posed promptly by FTC. 

“Opportunists in the business 
world,” says Chairman Mead, will 
be “restrained from taking unfair 
advantage of the increased or de- 
creased purchasing power of the 
consumer and the shortage of ci- 
vilian goods. 

FTC in its continuing survey of 
radio and periodical advertising 
will give particular attention to ad- 
vertising appeals which are related 
to the mobilization effort. A care- 
ful watch will be kept for advertise- 
ments “misrepresenting that mate- 
rials are or will be scarce or that 
the quality of products offered for 
sale is better than merchandise 
formerly offered.” 


OUTLOOK — The _ mobilization 
effort will definitely put a damper 
on anti-trust actions, despite claims 
to the contrary. If for no other 
reason, this will happen because 
Congress will hold down appropria- 
tions for this purpose during a 
period of rising defense costs. But 
the FTC work in the field of de- 
ceptive practices and false adver- 
tising will become more important 
as proved by World War II ex- 
perience. 


(Resume reading on page 15) 
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Lightweight, comfortable Seal-Dri 
Products will fold compactly for carrying, 
are sealed electronically for strength, 
and are low priced to sell in quantity. 
Exclusive features such as the ‘“‘Form-Fit- 
Foot’, “shelter-hood”, extra-strong re- 
inforced pockets, Seal-Dri Brown color, 
and colorful, sales-winning display car- 
ton will attract your customers. Order 
today. Be sure and Buy Seal-Dri. . . the 
Originators of plastic Waders and 
Hippers. Contact your jobber or write. 











Booth 37 NSGA Show — 
Foot y 








Colorful 
Box 



































BRAND | 


WEATHERCALK 







Available in quarts, one-gallon 
and five-gallon cans and in the 
handy one-tenth gallon spouted car- 
tridge for use with the PECORA QUICK- 
LOADING CAULKING GUN lilustrated). | 


PECORA ASBESTOS FURNACE CEMENT 
PECORA WEATHERTITE ROOF COATINGS 
PECORA SASH PUTTIES AND GLAZING COMPOUNDS 


For Building Materials of Superior Quality, it’s 


PECORA 


ine 





PAINT COMPANY: | 
Lawrence & Venango Sts., Phila. 40, Pa. | 


Manufacturers of Mastics for Structural Glass or Tile installa- 
tions... Sealing Compounds...Glazing Compounds...Stove | 
Putties. .. Roof Coatings... Industrial Paints and Finishes 

















The McGill 


ALSTEEL 


mouse trap 








Best test of this proven all-steel 
nickel-plated trap is its phe- 
nomenal repeat sales. Easy auto- 
matic set and sanitary release. 


McGILL METAL PRODUCTS CO. 


MARENGO, ILLINOIS 
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FOR HARD OR SOFT WOOD FOR METAL, WOOD, PLASTICS 


EXPANSIVE BIT 


Cuts easier—simplified design, no blade-slippage. Chrome One Bruno Adjustable Hole Cutter replaces several fixec 
= vanadium steel blades, all chromed body. Quick, accurate ‘ameter cutters. High speed steel blade cuts clean, fas 
( ; “—* <> detain holes. Fits drill press, portable drill or hand brace 
| adjustment ; self-clearing lead screw. No. 250: %”-1%4", Easily set for any diameter. No. 100: %”-114”, retail 

retails $1.89; No. 251: %”-3”, retails $2.19. Guaranteed. $2.95; No. 101: 1”-21%%", retails $3.95. Guaranteed. 


NATIONALLY ADVERTISED + SEE YOUR JOBBER OR WKITE 
ROBERT H. CLARK COMPANY, Beverly Hills, California * Manufacturers of Fine Precision Cutting Tools 














FIRST CHOICE 1N 
TOOL BOXES 


© Made of one-piece seam'ess 
deep drawn steel. 

© 2 cantilever trays, adjust- 
ale partitions. 

© Electically Welded contin- 
uous piano hinge. 

@ Hammer baked enamel 
finish. 

© 2 side bolts, 1 center lock. ¥ 

@ Size 21” x 7/2” x 7”. 

© Available in 16” size in 
steel and aluminum. 


SIMONSEN INDUSTRIES, INC. 
1410 So. Michigan Ave., Chicago 5, Ill. 

























Lhe Cleveland Chain & Mf Co. 
Cleveland 5, Ohio 














CHAIN FOR EVERY NE 





When YouAre Looking 
For a Certain Product 





and only the trade-name is known— 
look in the General Directory Section 
TODAY! of the Catalog Directory Number 








STYLED FOR BEAUTY * GUARANTEED FOR SERVICE of HARDWARE AGE for that par- 
Distributed exclusively through yo tiouler tradename. You will Snd it 
y gn your jobber listed alphabetically under the prod- 





Made exclusively for 


AMERICAN IMPORT CO., San Francisco, California 


uct heading of the item in question. 








There alongside the trade name you 
will find the name of the manufac- 








H turer who makes it. The address of 
An vePeons Imported sine the maker will also appear with the 
Of Different and Exclusive firm name arranged alphabetically in 








| the same list. 


’ Oo Y S$ Keep this Catalog and Directory 
Number where you can reach it 


These TOYS are so distinctly different and out of quickly whenever you need help in 
the ordinary, that they are quickly salable and doubly buying hardware products. 
profitable for dealers to handle. A guaranteed line. 


Catalog and Samples sent on request. | 
: Sold ~ pre l HARDWARE AGE 
FRANKONIA PRODUCTS INC. || | 100K, 42nd Street, New York 17, N. Y. 


100 FIFTH AVENUE, NEW YORK 11, NEW YORK 












































* MARSHALLTOWN TROWELS *« 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, IOWA 


MARSHALLTOWN 
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ENGINEERED QUALITY TOOLS SINCE 1919 — at popular prices 


* Nationally Advertised Products ows * 
hack sows + pang) swe kn aM Od nests 4 planes * weynole * 
bI Ws ° ” gore 
Ock planes hang Pruning saws wood cnisels * jones * 
Mitre say saws jock P cire 


smooth planes 


GREAT N ECK SAW M FRS., INC. coping — putty knives * “ 


ratch ow . .- for the stars in our line 
MINEOLA, NEW YORK see your jobber 











TRADE MARK REG. 


SOLDERING FLUX 
Liquid and Paste 


For customer satisfaction and more 
profits to you. 

Sells on sight from self - selling 
counter display cartons. 





AN ORIGINAL 
SENSATION IN 





Wring 
here 


Stand «, 
upright ‘S 








No Stooping 

Lever on handle of Hydro-Matic 
lets housewife drain water from 
sponge without wetting hands. Hands always away 
from wet mophead. Has versatile handle, bumpers, etc, 
Sersational new features put it in a class by itself in 
arousing housewife demand. Call your jobber today. 





See your jobber or write 


RUBY CHEMICAL CO. 


58 McDowell St. Columbus, O. 













MINUTE MOP (0. caicaco iecice, 








“augersits Midway Auger Bits 
for every “pregerred by all 
yy whe want the Gest!” 


SPECIAL DELUXE © 
GIFT PACK 


New/BAR-B-Q SET 


PT 858 - Set of Four 

Large 13” Bar-B-Q Plates 

and Four Jumbo Mugs. 

Assorted Pastel Colors in 
each box. 


THE PLAS-TEX 
CORPORATION 


Los Angeles 64, California 


> Ai 

me Ct 
“4 appeal 
Boxed & Carded 
¢ popular-priced + 










del 








Standard auger bits 
Auger bits for 17 sizes (jg" to 245”) 


dec dill’, ang 
4/16” to 12/16” 
Thidway Sales Office and Factory 


Melvi i 
THE MIDWAY TOOL’CO elvin, Ohio 














MOORE 


PUSH-LESS 
PICTURE HANGERS 


| 

| 

will safely support 10-100 | 
Ibs. of mirrors or pictures. 

| 

| 

| 




















for LACQUERING, 
Sell them to your cus- VARNISHING 
tomers with COMPLETE ENAMELING 
p U Q Me - p I N Ss CONFIDENCE. They're MARKING and 
ore perfect for lighter wall dec- nationally advertised. TOUCH-UP 
orations, curtain tie-backs, etc. | Order From Your Jobber 








M. GRUMBACHER. zc. 
folder Ee 460 West 34th St., New York 1, N. Y. 


MOORE PUSH-PIN CO. Since /900 
PHILA. 44, PENNA. 


FOLLOW THE LEADER IN ‘'Want Ad*"' ADVERTISING— 




















Year after year HARDWARE AGE has led its field in Those who contact the hardware trade know from ex- 
the volume of CLASSIFIED as well as DISPLAY adver- perience that HARDWARE AGE is the logical medium 
tising. Its classified columns bring together buyer and to use to secure RESULTS from their classified adver- 
seller, employer and employee. tising. Follow the leader. 





HARDWARE AGE (Classified Opportunities Dept. 100 East 42nd Street, New York 17, N. Y. 
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Classified Opportunities Section 








Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum, 50 words........ $5.00 
Each additional word.......... 10 


Positions Wanted 


Gaede es set solid, maximum, 


Allow Seven Words for Keyed Address 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5% discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 
Classified Opportunities Dept. 
100 East 42nd St., New York 17, N.Y. 





NOTE: S$ les of merchandi literature, 
catalogs, etc., will not be forwarded to box 
number advertisers unless accompanied by 
sufficient postage for remaliling. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
prior to publication date. 


Remittance must accompany order ia form 
of check or money order, not currency or 
stamps. 











Help Wanted 


Representatives Wanted 


Accounts Wanted 





OPPORTUNITY IN TEXAS. _ ESTAB- 
LISHED WHOLESALER offers job with fu- 
ture, Requires: ten to fifteen years experience 


in contract hardware, Administrative talent, abil- 
ity and ideas. Address replies with full details 
of experience, education, character, references, 
etc. Address Box A-51, care of HARDWARE AGE, 
100 East 42nd Street, New York 17, N. Y 





Representatives Wanted 


OLD ESTABLISHED TOOL MANUFAC. 
TURER DESIRES two additional commission 
salesmen with established clientele among hard- 
ware jobbers and retailers. One territory includes 
Georgia and South Carolina. The other territory 
includes Kentucky and West Virginia. Address 
Box A-32, care of Harpware Acz, 100 E. 42nd 
Street, New York 17, N. 








SIDE LINE COMMISSION SALESMAN 
WANTED by nationally advertised package lawn 
grass seed dealer. Address Box A-33, care of 








a he 2 Ace, 100 E. 42nd Street, New York 
1 v. 
PLUMBING SPECIALTIES — SALESMAN 


WITH FOLLOWING for established New York 
Firm. Sell to Hardware Stores and Plumbing Con- 


tractors. Choice (protected) Territories open, 
Commission. Replies confidential. Address Box 
A-46, care of Harpware AcE, 100 East 42nd St., 


New York 17, N. Y. 


REPRESENTATIVES AND DISTRIB- 
UTORS FOR CHEVRONS, amazing new 
hardened steel Wood Fasteners. Now stocked by 
many leading Wholesalers. Nationally advertised. 
Attractively packaged for display with actual 
wood model. Several choice territories still open. 
Write E. B. Packard Co., Inc., manufacturers, 
139 Cedar Street, New York 6, N. Y 


SALES REPRESENTATIVES WANTED 


Calling on the wholesale and retail hardware and 
plumbing trade to handle our ‘Fitz-It’’ and ‘Bull 
Deg Grip’’ replacement plumbing handles on an ex- 
clusive commission basis. Several territories open. 
State fully details in your reply regarding your ac- 
tivities and clientele. 


THE STURGIS PLATING & MFG. CO. 
400 Norwood Ave. Sturgis, Michigan 




















MANUFACTURER’S AGENTS. ROTACUT 
AND FARMCO power mowers. Nationally known. 
7 gas—$92.95 up. 3 Electrics—$59.95 up. Buzz- 
Cut Wood-Brush-Weed saw. Sickle bar mower. 
Choice territory open. Prompt shipments. Insures 
supply source. Carriage charges prepaid. Drop 
shipments. Liberal deal. Write today. FARM 
PRODUCTS CO., FR 2153. Excelsior Springs, 
Mo. 





SALESMEN SELLING LARGER DISCOUNT 
RETAILERS to sell factory inventory of 3 piece 
steel wall cabinet sets $12.75 complete to finish up 
preparatory to changeover to D.O. work. This 
is not a permanent position but the quantities 
available are tremendous as inventory of steel 
sheets is high. 10% commission. Address Box 
A-5, care of Happware Ace, 100 East 42nd 
Street, New York 17, N. Y 
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SALESMEN SELLING RETAIL DEALERS 
Opportunity to join sales staff of estab- 
lished Hardware Wholesaler now reor- 
ganizing -sales organization; many ex- 








MANUFACTURERS’ REPRESENTATIVE 


Two men covering Minnesota aud Northern Wisconsin. 
We operate through personal contact and monthly 
mail. Well established with dealers and distributors. 
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clusive territories with established We prefer items in the heating field and appliances, Detai 
accounts still open; should carry other also interested in toys and housewares. We are well etails upo 
non-competing lines. known and well financed. Please write— requirement 
Address Box R-102, care of HARDWARE AGE H. C. STROM a - 
100 East 42nd St., New York 17, N. Y. 740 East Superior St., Duluth 2, Minnesota : Micincs 








SALESMEN SELLING RETAIL DEALERS 
—opportunity te join sales staff of established 
Hardware, Housewares and Garden Supply whole- 
saler now reorganizing sales organization. Terri- 
tories still open, all Long Island and New York 
State from Tarrytown north to Albany. All re- 
plies confidential, Address Box A-49, care of 
HaRpwWare AGE, 100 East 42nd Street, New York 
i7, %.. ¥. 





PROFITABLE, EXCLUSIVE TERRITORIES 


OPEN on Septifeed—a new, patented product 
guaranteed to eliminate costly digging up and 
pumping out of Septic Tanks, Cesspools, Seepage 


Pools. Nothing like it on the market. Perfect for 
hardware trade. Write The Septifeed Corporation, 
Chambersburg, Penna. 





AMAZING NEW MOTHPROOFING MA- 
TERIAL MAKES regular closets moth-proof! 
Guaranteed. Laboratory tested and approved; ap 
plied like paint. Attractively packaged in 5 to 10 
lb. transparent, plastic bags. Sells to hardware, 
paint & dep’t. stores, building and 
supply dealers. Exclusive, protected 
Large commissions. Only those having 
following write giving complete details. 
PRODUCTS MFG., 90 Summit Ave., 
Mass, 


territories. 
intimate 
AHMCO 
Brookline, 





Accounts Wanted 








NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa 
Branch Offices 
New York @ Philadelphia @ Detroit 
Cleveland @ Louisville 
Covering all classes of jobbers. We will carry 

the accounts or you can bill direct. 
Write for further information and references. 














LINES WANTED. CHAIN STORE ITEMS. 
Sales representative, New York, covering big 
Syndicates, desires to contact manufacturers of 
Hardware Specialties or Housewares, suitable 
for 5¢ to $1.00 Chain Stores. Have 20 years’ 
xperience, an extensive following and can mar- 
et your products in volume. Quick action, com- 
mission basis. Address Box A-35, care of Harp- 
a Acz, 100 East 42nd St., New York 17, 


lumberyard 


. 


ESTABLISHED SALES AGENCY now sell- 
ing Automotive Jobbers, Automotive Chains, 
Wholesale Hardware, and Chain Accounts avail- 
able for line which can be sold to this trade in 
the New England States or Metropolitan New 
York City. Offices at Loston and New York 
City, serviced by six salesmen. Address Box 
A-25, care of Haroware Ace, 100 East 42nd 
Street, New York 17, N. Y. 


COMBINATION EXPORT MANAGER 
FIRM, offers channels of distribution throughout 
the world, specializing in Latin America. Handle 
all export details inherent to exporting for a 
group of manufacturers of related, but non-com- 
peting products, on exclusive basis. All offers 
will be given careful consideration. Address 
Box A-22, care of Harpware AGE, 100 East 42nd 
Street, New York i. = 





MANUFACTURERS REPRESENTATIVE - 


| SALES EXECUTIVE THOROUGHLY ac 
quainted with hardware distributors and their 
problems. Open for connection with progressive 


manufacturer seeking aggressive repre 
Long and successful 


hardware 
sentation on the Pacific coast. 
Address Box A-48, care 


record. Best of references. 
| of Harpware Ace, 100 East 42nd St., New York 
i B75. Os Ke 


TO THE MANUFACTURER WISHING TO 


SELL to the wholesale hardware and plumbing 
supply houses. We have an excellent selling or 
ganization of fifteen salesmen, covering most of 
the states. Warehouse connections on the west 
coast for non-conflicting lines. Some of our own 
patented products will have to be discontinued 
because of shortage of copper and brass, there 
fore we can use some good, worthwhile items 
Others not considered. Can handle as distribu 
tor or on straight commission basis. Address 
Box A-11, care of HarpwakeE AGr, 100 East 42nd 
Street, New York | ie me f 

N. —NEW ENGLAND—WASH., D. C., 


FIRM. ESTABL ISHED 1945 seeking additional 
exclusive representations. Volume sales to Job 
bers and Department stores. Government con- 
tracts. Leroco Associates, Inc., 16 Beaver Street, 
New York 4, N. Y. 





HAVE FIRMLY ESTABLISHED FOLLOW- 
ING IN Michigan with varied wholesalers such 
as Tobacco, Drug, Novelty, Notions, Toys, Sports 
& Hobby Supplies, Housewares, Premium Houses, 
etc. Want to affiliate with responsible manufac- 
turers of suitable items who are interested in out- 
lets of this kind for volume distribution. Reply 


to: C. E. Kicinski, Romulus, Michigan. 


HARDWARE AGE, 


MANUFACTURERS REPRESENTATIVE 14 





YEARS’ COVERAGE of the leading wholesalk 
hardware and tool jobbers in the states of Minn« 
sota, North and South Dakota and Western Wis 


desires one or two quality lines. Tools ow 
36 Glenwood Ave 


consin, ; 
specialty. Wm. S. Cowan & Co., 
| Minneapolis, Minn. 
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Classified Opportunities Section 


Positions Wanted Positions Wanted Business Opportunities 


MANAGER—DO YOU NEED A MAN with VETERAN, DRAFT EXEMPT, 34 YEARS 100,000 PIECES OF KD MAPLE which can 
twenty five years’ retail sales and management ex- | OLD, 14 years’ experience in selling, buying & | be reworked into small blocks or handles and 
perience? Fifteen years with the most progressive | managing of large hardware stores. Familiar with | panels. Pure Ice & Coal Co., Box 396, Seneca 
retail hardware store in New England. Past ten | sporting goods, plumbing and appliances, 4 years | Falls, New York. 











materials. Interested in New England location. | Mountain area. but can go anywhere, Victor L. 
Fifty, married and can furnish A-1 references, For | Everett, Ft. Morgan, Colorado. = 


interview address Box A-47, care of HARDWARE 
~ J _ 
Business Opportunities 


AGE, 100 East 42nd St., New York 17, N. Y. 
OWN YOUR OWN HARDWARE STORE, FOR SALE 
HARDWARE SALES MANAGER EXPE. | Veach’s Hardware, Continental, Ohio; 45 years in 


RIENCED WITH NATIONALLY KNOWN | business. Located in a modern 30’ x 120’ brick HARDWARE STORE 


manufacturer. Highly capable organizer, admin- | building. Price, Inventory plus fixtures; approx. 





























istrator and merchandiser, seeks responsible man- | $30,000. Owner 75 years old and recently had both 
agement position with challenge. Age 32. Pres- | legs amputated. We own_building. Will sell or EXCELLENT LOCATION 
ently located midwest. Address Box A-34, eare | lease. A money maker. Owner has accumulated : 2 
of Harpware Ace, 100 East 42nd St., New | several hundred thousand dollars. Write L. M. 30 years in business same location, new 
York 17, N. Y. Veach, 115 North 11th St., Richmond, Indiana. store front, large inventory — Famous 
Farm machinery line, other major con- 
WE BUY FOR CASH tracts, large storage building. Price — 
GENERAL MANAGER OR ASSISTANT TO cost inventory plus 5% plus real estate 
PRESIDENT, Retail Hardware, Age 41, with Job lots, surplus or overstocks of hand tools, about $100,000 — Terms. 
| | ene 2 . record, files, pliers, drills = misc. — aus con- 
resently employed similar position firm doing sider any size lots. Send samples and informa- H 
a in excess of Ey dollars annually. tion to Write LEON RICH 
etails upon request. Midwest preferred. Salary 
requirements $7,300 plus ‘bonus, Address Box LEIMAN HARDWARE CO. R #3, Hilisdele, Michigan 
A-50, care of Harpware Ace, 100 East 42nd 96 Warren Street New York 7, N. Y. PH 2129J1 
Street, New York 17, N. Y. 

















FOR 1951—USE THE 


HARDWARE AGE DIRECT MAIL 
ADDRESSING & MAILING SERVICE 


lt Will Assure You.Maximum Success at Minimum Cost Contacting by Mail 
the Following Lists: 


16,533 MAJOR RETAIL HARDWARE DEALERS 134 WHOLESALE HEAVY HARDWARE HOUSES 
WHOSE SALES EXCEED $30,000.00 ANNUALLY 


4,494 INTERMEDIATE RETAIL HARDWARE DEAL. —i'?? au HARDWARE HOUSES IN 
ERS WHOSE SALES ARE BETWEEN $20,000.00 ANADA 


rn ae 2,084 DISTRIBUTORS OF MILL SUPPLIES 
20,673 MINOR RETAIL HARDWARE DEALERS 


WHOSE SALES ARE LESS THAN $20,000.00 151 DISTRIBUTORS OF MILL SUPPLIES IN 
6,500 OUTSTANDING MAJOR HARDWARE CANADA 
DEALERS WHOSE SALES EXCEED $50,000.00 1 440 since yarns 
541 GENERAL WHOLESALE HARDWARE 882 DEPARTMENT STORES HANDLING HARD- 
HOUSES WARE AND HOUSE FURNISHINGS 


THESE LISTS ARE CORRECTED RIGHT UP TO THE MINUTE WE ADDRESS YOUR MAILING. 
OBVIOUSLY AN ADVANTAGE OF OUTSTANDING VALUE TO YOUR DIRECT MAIL SALES PROMOTION 


WRITE FOR DETAILS* 
HARDWARE AGE 


DIRECT MAIL ADDRESSING DEPARTMENT 
100 EAST 42nd STREET NEW YORK 17, N. Y. 
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Secon 2 
AUGER BITS 


Uniformly fine Solid Center type 
... accurately sized, perfect 
cutting edges for fast, clean 
action. Available with or 
without handy plastic rolls, 











Write for free 
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Hand Too! Quick 
Reference File 
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GREENLEE TOOL CO., 1813 HERBERT AVE., ROCKFORD, ILL. 





























W.L.W. MANUFACTURING CO. 


233 N. California Ave., Chicago 12, Ill. 


CONTACT YOUR 
\ JOBBER OR WRITE 



























Stainless Steel 

Ivory or Black 
Catalin Handles 

Lifetime Guarantee 


packaged in Gift Box 


saler, $ 
1233 
Set 5005 


ACE PRODUCTS CO., CHALFONT, PA. 


Manufacturers of the famous Ace Knife Sharpener and ServespooN 


Outstanding seller for 
Weddings, Showers, 
Birthdays and Holidays 


7-Pieces beautifully 


Order from your Whole- 






























CONSISTENTLY TRADEMARK 


ADVERTISED TO 
YOUR 
CUSTOMERS 


WORLD CHA 


Xpert 


22'S AND SHOTOUN SHELLS 


IN THEIR 
FAVORITE pert: 
MAGAZINES 22'S, SHOTGUN SHELLS, 


CENTER FIRE CARTRIDGES 








— * 


e « « BRINGING THEM 
IN ARMS, AMMUNITION, AND ALL PRODUCTS 


MPION AMMUNITION 


INTO YOUR STORE FOR HIGHEST QUALITY 
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Why accept less than the Best—when GLASER costs no more? 


GLASER LEAD CO., INC. 
21-31 Wyckoff Avenue, Brooklyn 27, N. Y. 
RENDERING DEPENDABLE SERVICE TO AMERICAN INDUSTRIES SINCE 1922 








stock 
this sturdy steel 
GARDNER Cabinet 
No. 932! Contains 402 precision- 
made industrial type plated and 


It's easier to 
Springs with 
4-drawer 


burnished Springs . . 
ferent sizes . . 
partments . . 





The Gardner Spring Cabinet is 
preferred by dealers from coast 
to coast. 
at once from stock. 
and 2-drawer 
literature 
today! 


and sell 


. 127 dif- 
. in coded com- 
. a complete stock. 


Gardner Wire Co. 


SELL SPRINGS 
EASIER WITH 
GARDNER'S 
SPRING CABINETS 


Boxed refills shipped 
Also in 1 

Get 
Write 


Cabinets 
and prices 


1329 So. CICERO AVE. 
CHICAGO 16, ILL. 








fast profits. 


Dept. 6 





* FIREWORKS * 


Right now is the time to line up for some big, 


DEALERS-SALESMEN 
W AGON-JOBBERS 


Deal direct with manufacturer. Write today for cata- 
log of hundreds and hundreds of items and details 
of best deal ever. We will drop ship for you. 


ACME FIREWORKS COMPANY 


River Grove, Ill. 








SPESCO 


WORLD'S LARGEST 
MANUFACTURER OF 


TEPTENE 





Scientifically Compounded Paint Thinner. | 


MORE ECONOMICAL THAN TURPENTINE. 





5 Gallon Cans 
1 Gallon Cans 


SEVEN 





g—Pleasant Odor 
3—No Resides 

> c rolle 

; a ration 






FOR USE IN ALL PAINTS—INSIDE OR OUTSIDE 

Prices Delivered East of Mississippi River 
Drums (55 Gal.) 65¢ Gal. 
75¢ Gal. 
80¢ Gal. 





Quarts 24¢ Or. 

Pints 15¢ Pint 

4 Oz. Bottles 96¢ Doz. 
Bottles 






ADVANTAGES sd 
: s—Lone ** 

1 —Feonomical Edge 
6—Even Flow 
~_-Non-Toxic 
- 5—Use as a 








PESCO 1744N. W. Ist Ave.. Miami 36, Fla. 


See Se SS SSS SSS SS SE EE SE BE ee ee eee ee ee 


USE TO THIN: 
1—Paints 6—Good for 


2—V arnishes cleaning 

3—Synthetic Wood, 
Enamels Metals, 

4—Auto-Brush- Cements 


ing Enamels 7—Dry-Cleaning 
Clothes 
grease 

remover 
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~"ABIG SELLER because 


your It has a Hundred Uses 
ae — Sheftield 
vo many Oe WATER 
Paine’s | b/: ol : PUTTY 


CRACK FILLER 


. that right now we're having trouble meeting their needs. 


| & : 
Paine Perforated Hanger Iron is no exception. You already know Dy e Sticks to Anything 


how your customers ask for this Paine product in ten foot straight F : é . - 
or coiled lengths. You've seen your customers buy Paine Perforated 4 @ Mixes Easily with water 


Hanger Iron from the attractive, colorful, . ; 
counter merchandisers — designed to increase .-- Will Not Shrink 


impulse buying. Yes, your customers know = | = 
that Paine Perforated Hanger Iron . . . solves = f 2 * Becomes Hard as Stone 
thousands of fastening, hanging and anchoring Sa \ ; 
problems, quickly, surely and economically. . . 
they know it’s worth waiting for. We'd just : ; 

like to tell you that we're doing our best to f : 1H | NOt a ham a a > oe 


supply you, so that you can supply your Nel j ‘ miracle putty that dees every- 
customers. Yi thing! Adheres permanently te 


Za b {tj [dBA —_ a or metal > 

THE BEST CRAFTSMEN ALWAYS TAKE PAINE’S . Shettie ake RAMEE ing cn smocthing job! Featore 
it strongly . . . and watch your 

PAINT CORPORATION soles grow . . . becouse your 
Offices in Principal Cities tHE PAI N E comPaNy aie ce cd: Teall ha nhaease 


2963 Carroll Ave., Chicago 12, Ill 














| hs idealised. Noltoually in 
“we SCTHIS GOSSETT 
POPULAR KEE HANGERS 


MECHANICS GE TS "FM IN For Full-length Window Screens 


No. 20-J (Japan) No. 20-C (Cadmium) 


, : - F TWO EXCLUSIVE FEATURES make 

No other vise maker does a better job of promoting his these hangers the most convenient to use. , 
: sme The upper parts or hooks are made in rights 
product in consumer magazines. Many thousands of home od ae on bea ae ao oe 
workshop enthusiasts see Desmond vises in Popular Me- into, place. rape 
. . 7 ne ower parts or eyes are curve an 
chanics, The Home Craftsman, Industrial Arts and Vo- have terge epenions width @uiigs the. hase 


cational Education and Jobber Topics. cacily. It's a simple matter to put up screens 
or storm sash with Kees hangers—either from 


inside or outside the house—without a ladder 
or tools. They will not rattle or blow off, 
yet may be swung out at the bottom for win- 


dow washing or ventilation when storm sash 


5 | is used. 
KEEPS EM For Full or Half-length Window 


Screens and Storm Sash 
Nos. 214 and 218-G 
COMING For brick, veneer and stucco buildings where 
| there is no space at the top of the casing 
° ° F art of the h ds ab th 

BUYERS WANT Buyers of Desmond vises will keep ce CT Ce ee 
i | Vell Hooks are mortised into the sides of the cas- 
THESE FEATURES coming back to you because they a IiS ings. (In the upper corners, for full length 
have bought the best vise from a casings and about half way down for half-length 


1. swivel base reliable dealer, and they will want Screenme) 


. pounding anvil more tools. Their Desmond vises A Sturdy, a Hanger 
: o. 
. cut-off tool will make them customers for more The “apes” ere ettached to the upper 


saws, braces and bits, taps and dies, | corners of the screen or sash. One screw 
hele is oblong so that position of this 


chisels and metal working tools be- part can be adjusted exactly before the 
i i i —— second screw is set. 

pearant cause their Desmond vise is a guar ee 2 an wih Gide 

date af anteed, permanent, versatile, high | Packed with flat head wood screws for 

. steel jaw inserts quality basic tool for all their | — and round head screws for the 


° ° s Order from your jobber 
8. quality construction workshop projects. ¥ is Write Dept. HA-6 for free catalog 























. one-piece handle 


. steel channel slide 








Since 1874 


THE DESMOND-STEPHAN MFG. CO. F. D. KEES MFG. Co. 


URBANA, OHIO 


ALSO MANUFACTURERS OF GRINDING WHEEL DRESSERS AND CUTTERS BEATRICE NEBRASKA 
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